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Sparks 


State of the Nation’s Egonony: 
Up 

ConstrucTion—For wéek ended 
July 7, heavy engineering awards 
totaled $381,742,000 confpared with 
$223,205,000 in prior we¢k and $361,- 
028,000 a year ago. Bo date this 
year, awards aggregafe $6,387,661,- 
000, contrasted with “-gpceeaes a 
year earlier. 

Bank Loans — Feber Reserve 
Board reported business 
loans were $13,000,000 higher for 
the week ended July 9. This 
brought the total outstanding to 
$20,580,000,000. 

NaturaL Gas—Industry is plan- 
ning to spend a record $5,100,000,- 
000 for expansion and construction 
in the next five years. Compares 
with previous five-year spending of 
$4,600,000,000. 

Farm Ovutput—Nation’s tarmers| 
could increase food and fibre pro- 
duction by 18 percent within the 
next four or five years over ’51 rec- 
ord year, according to Agriculture 
department, “depending on weather 
and favorable prices.” 


* * * 











Down 
Freight Cars—New unit deliveries 
dropped to 6,411 in June from 
May’s 6,857 and compares with 
9,644 cars in June last year. 


WHOLESALE VoLumMEe—Was off to}. 


$8,000,000,000 in May, 4 percent less 
than in preceding month, Com- 
merce department reports. Biggest 
drop in durable goods, 6 percent, 
was in sale of house furnishings. 

Business INpeEx—For week end- 
ing July 5, New York Times 
barometer slipped from 148.5 to 
146, versus 159.9 in week ended 
July 7, 1951. 


CLotHinc—Output of men’s cloth- 
ing for first five months of 1952 
was 71 percent of capacity. This 
compares with 89 percent in same 
period last year. 

CaRLoapINGS—Were at lowest point 
Since 1934 in week ended July 5. 
Totaled 447,396 cars, a decrease of 
201,776, or 31.1 percent, from prior 
week. 

* = * 


General 


Persona, INcome—From January 
through May was at an annual rate 
of $263,000,000,000, or 6 percent 
above like 1951 period. May figure 
was $1,000,000,000 over April’s level. 





Top Cars 
New-car registrations’ for five 
months, all states: 
1952 Pos. Make 
1—361,084 Chev. 
2—286,835 Ford 
3—188,367 Plym. 
4—130,995 Buick 
5—107,175 Pont. 
6— 99,672 Dodge 
7— 92,120 Olds. 
8— 74,131 Stude. 
9— 72,977 Mercury 
10— 55,487 Nash 
1l— 49,616 Chrys. 
12— 38,636 DeSoto 
13— 33,716 Cadillac 
14— 32,069 Hudson 
15— 27,756 Pack. 
16— 15,846 Kaiser 
17— 13,451 Henry J 
18— 13,310 Willys 
19— 9,660 Lincoln 
20— 2,110 Austin 1,516—21 
21— 1,552 Crosley 2,600—20 
22— 1,473 Brit. Ford 1,206—22 
23— 567 Allstate 
Total All Makes 
1,716,220 2,353,921 
For further details see page 
34, today’s issue. 


1951 Pos. 
510,681— 1 
407,629— 2 
246,199— 3 
188,046— 4 
157,038— 5 
130,409— 6 
129,574— 7 

89,363— 9 
107,199— fal 
55,353—11 
72,121—10 
48,272—13 
43,464—14 
49,672—12 
31,447—15 
26,807—16 
26,206—17 
11,516—19 
11,721—18 














Worst Yet to Come, as Steel Vise Tight¢ns 





UES T 





Car Output Low: 21,819 


By Bernie Thomas 
Associate Editor 


Ay production in U. S. plants | 
tumbled to a postwar low last 
week—only 25,129 vehicles, as the | 
steel strike took its biggest bite | 
yet out of car and truck assembly | 
operations. 

By week’s end it appeared cer- 
tain that the bite will sink in 
even deeper, and that the marks 
of the steel strike will linger 


Nearing Bottom of Barrel... 





| beyond the fourth quarter of 1952. 


Reports from Washington, that 
government people are reapprais- 
/ing fourth-quarter production quo- 
| tas, 
and truck output prospects for the | 
balance of the year. 


* * * 


| Burt in U. S. plants last week, 
according to Automotive News 
| estimates, were 21,819 cars and 3,310 
trucks. The previous week’s out- 


Car Production Estimates 
(U. S. PRODUCTION ONLY) 


Week 
Ended 
duly 19, 
1952 

2,370 
548 
251 
552 

1,019 

2,876 


CHRYSLER 
Chrysler .... 
DeSoto ..... 

Dodge ia 

Plymouth .... 
FORD ..... 

Ford .... 

Lincoln 

Mercury 
GENERAL MOTORS 
Buick . 

Cadillac. ; 

Chevrolet .... 

Oldsmobile .... 

Pontiac ... 

KAISER-FRAZER . 
Frazer .. 

Kaiser . 
CROSLEY ... 
HUDSON 
NASH ‘eis 
PACKARD . dics 
STUDEBAKER ..... 
WILLYS-OVERLAND* . 


766 

. 2,110 
. 12,500 
3,120 
2,239 
2,606 
2,158 
2,377 
1,390 


Same 
Week, 
1951 
20,503 

3,596 
2,120 
4,161 
10,626 
20,237 
15,800 
593 
3,844 
42,772 


9383 


391 
3,400 
1,434 
4,331 

449 


Jan, 1 
to 
duly 21, 
1951* 
776,254 
104,694 

U,177 
207,262 
393,121 
730,755 
566,423 

16,800 
147,532 

1,405,613 
253,245 

61,849 
697,058 
178,955 
214,506 

73,105 


Week 
Ended 
duly 12, 
1952* 
18,090 

2,732 
1,906 
4,984 
8,468 
13,595 
9,437 
746 
3,412 
13,626 
3,454 
2,233 
3,293 
2,085 
2,561 
1,315 


dan. 1 
: uly, to 
duly 19, 
1952* 
526,819 
71,945 
54,666 
140,867 
259,341 
482,938 
371,716 
17,401 
93,821 
989,115 
179,739 
52,883 
479,404 
126,287 
150,802 
35,479 


P.. Date 
32,621 
4,924 
3,563 
8,855 
15,279 
16,983 
9,437 
1,921 
5,625 
49,474 
10,667 
5,804 
17,452 
7,108 
8,443 
3,605 


35,479 

1,653 
45,320 
76,701 
35,652 
92,081 
30,450 


1,315 3,605 73,105 
150 

4,144 

3,274 

2,342 

2,856 

1,628 


70 60 
1,574 
400 


1,328 
480 
980 





Total Cars, U. S......... 21,819 


94,570 


51,448 117,077 3,362,121 2,316,208 





vincludes station wagons. *Revised. 


(See TRUCK PRODUCTION, Page 46, Col. 1) 





Ford Denied Output Hike; 
NPA Reviewing Quotas 


| Ds a flat turndown by) 
NPA’s appeals board, Ford in-| 
dicated last week that it will press | 
on with its fight for a bigger share | 


of the auto industry’s authorized 
output of cars and trucks. 

William T. Gossett, Ford gen- 
eral counsel, said the decision of 
NPA’s appeals board did not in 
any way change “the firm con- 
viction of Ford Motor Co. that 
it is not receiving a fair share” 
of the materials allocated to the 
automotive industry. 

“We are studying the opinion,” 
said Gossett, “for the purpose of 
determining what action should be 

(Continued on Page 42, Col. 1) 


400,000 Idled 
In Auto Plants 


EARLY 400,000 of the nation’s 

one million automotive workers 
were on the layoff list at the close 
of last week as more assembly and 
supplier plants succumbed to the 
steel strike. 

Contributing thousands of em- 
ployes to the laid-off total during 
the week were shutdowns in 
Cadillac, Packard and General 
Motors parts divisions, as well as 
completion of one-week invento- 
ries at Chrysler Corp. and Willys- 
Overland. 

Big supplier cities, like Buffalo 
(See LAYOFFS, Page 43, Col. 3) 





By William Ullman 

Washington Correspondent 
ASHINGTON.—A series of com- 
pany-by-company conferences 
with car and truck makers on pos- 
| sible forthcoming adjustments in 
| percentage-of-industry output quo- 
tas was launched here last week by 

NPA’s Motor Vehicle division. 

NPA is re-valuating the cur- 
rent competitive position of each 
company, based on business dur- 
ing the 12 months ending June 
30, 1952, to determine if revisions 
are necessary. 

Adjustments, if any, will become 
effective in the fourth quarter of 
| 1952, to comply with the Defense 
| Production Act as amended by 
Congress. 
} * * * 
OBERT CASS, Motor Vehicle di- 

vision director, recently invited 
each company in the car and truck 
industry to submit information on 
factory sales, units produced and 
such other data as might reflect 
competitive positions during the 12- 
month period ended June 30. 

Most companies are sending their 
officials to Washington to present 
this information personally, and all 
are reported arguing for higher 
percentages. 

Formal announcement on any 
adjustments is expected to be 
made about Aug. 15. 

Any adjustments will be reflect- 
ed, if possible, in authorized pro- 

(Continued on Page 42, Col. 4) 





lent a gloomy outlook to car | 


put total of 62,137 units was made 
up of 51,448 cars and 10,689 trucks. 

The past week’s turnout of cars 
and trucks, by almost any com- 
parison, was one of the lowest 
since vehicle building was _ re- 
sumed after World War II. 

By last weekend, out-state Chrys- 
ler plants, Cadillac, Packard and 


| Mack had also joined a growing list 


of producers idled by the steel dis- 
pute. All Ford assembly plants 
were closed last week, but were 
scheduled to reopen again today 
(July 21). Willys also is expected 
to resume partial production this 
week. 
+ * + 

bop partial production was ob- 

tained in Lincoln and Mercury 
plants, and the same was true for 
most General Motors plants and 
other makers in the industry. Stude- 
baker and Nash assembly was lim- 
ited to the West Coast, where both 
makers’ volume is small. 

The only vehicle makers who 
seem to have any chance of 
building at relatively normal 
rates through July are Kaiser- 
Frazer and Hudson. Chevrolet is 
building cars only at Flint, and 
supplies might carry through 
most of the month there. 

No matter when the steel strike 
2nds now, car and truck production 
prospects for the rest of the year— 
and maybe well into 1953—are a big 
question mark. 

August production totals will be 
virtually nil. 

+ Oo * 


bar weve - QUARTER allocations 
have been made for 1,050,000 
cars, but U. S. plants stand little 
chance of building up to that total. 
It takes a long while to fill supply 
lines after a strike is over. 
Fourth-quarter car production 
has tentatively been set at the 
same level, and this is the period 
that defense planners are now said 
to be scrutinizing. The rumor mills 
are grinding out that at best car 
makers can expect a 20 percent 


| cut in the fourth quarter, bringing 


the allowable car total 
down to 840,000 units. 

In other corners, it is predicted 
that the government will let the 
1,050,000-car quota stand, allow- 
ing makers to scramble for the 
steel to build up to that total. 
Meanwhile, shipments of copper 

(Continued on Page 46, Col. 1) 


output 





Toy Chevrolets— 


E. L. Muncey, representing the 34 Chev- 
rolet dealers in metropolitan Detroit, 
shows Barbara Boyle a few of the 1,000 
small scale-model Chevrolets which the 
dealers are sending to Korea for distri- 
bution among Korean children as toys. 





New-Car Dealers 
Join in Chase 


For Used Units 


By Sam Sampson 
Staff Writer 
fy VER rB0Dr's getting into the 
used-car scramble. 

Reports from both used-car deal- 
ers and auction operators indicate 
that new-car dealers have been 
seeking used models to offset the 
ever-tightening new-car shortage. 

Meanwhile, after maintaining a 
high level for the last month, the 
overall average price of used cars 
at wholesale dropped $5 last 
week, according to the Automo- 
tive News index. However, the 
overall July price index is still 
ahead of June levels. 

Auction operators said that many 
out-of-state buyers were attending 
their sales, and that the keener 
quest for clean cars was being re- 
flected in higher prices. Average 
and older model cars are reported 

(See SALES, Page 46, Col. 1) 





Critchfield Heads Pontiac 


Veteran of Allison and Delco Named Successor 
To Lenz, Killed in Crash at 64 


PONTIAC —Robert M. Critchfield, 
58, for 30 years an official of 
General Motors engineering and 
manufacturing operations in Indi- 


& 
¥ 


R. M. Critchfield Arnold Lenz 


ana, 

of Pontiac Motor division. 
Critchfield’s advancement, an- 

nounced late Thursday, filled the 
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is the new general manager | 





post left vacant July 13 when 
Arnold Lenz, 64, was killed in an 
auto-train crash. 

-Only 18 months ago, Critchfield 
was named assistant general man- 
ager of GM’s Allison division in 
Indianapolis. Prior to that, he had 
spent 30 years in various engineer- 

(See PONTIAC, “ass 42, Col. 3) 


Crosley Acquired 
By General Tire 


KRON.-— General Tire has ac- 

quired control of Crosley Mo- 
tors, Inc., for about $60,000, it was 
announced here late Thursday. 
Spokesmen for the tire company 
intimated that the Crosley car 
would be discontinued and other 


| production substituted in the Cros- 


ley plants at Cincinnati and 
Marion, Ind. 

President William O’Neil of Gen- 
eral Tire said 317,077 shares of 


(See CROSLEY, Page 41, Col. 2) 
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Safety Chief Assails Accent on Speed... 





Road Peril 


Is Laid 


To Auto Makers 


FRANCONIA, N. H.—Much of | 


the blame for the dangers involved 
in operating an automobile on the 
highway today “can be laid square- 
ly on the shoulders” of auto manu- 
facturers, Robert I. Catlin, chair- 
man of Connecticut’s safety com- 
mission, charged here at a confer- 
ence of motor vehicle administra- | 
tors. 

“I have a grudge against car 
makers who continue to stress 
and advertise that they are build- 


ing cars to go faster,” Catlin 
said. 
Catlin recommended that the 


group take up the question of auto- 
mobile safety directly with manu- 
facturers. 

“It is high time,” he told the mo- 
tor vehicle chiefs of 18 eastern 
states and Canada, “that you put 
the direct question to manufactur- 
ers: ‘Are you building cars for 
safety today and safety in the fu- 
ture? What is your position on 
highway safety?’” 

Catlin predicted that in a few 
more years there will be 60,000,000 
motor vehicles on the road. 

“I am not interested in seeing a 
man get $20,000 if his boy is killed 


Woodhouse Gets 
Top Sales Post 





In GMC Truck 


PONTIAC. — Richard C. Wood- 
house, assistant general truck sales 
for 


manager GMC Truck and 





R. C. Woodhouse 


J. M. Gilroy 
Coach, has been promoted to gen- 
eral sales manager, it is announced 
by Roger M. Kyes, general man- 
ager of the division. 

Woodhouse succeeds J. E. John- 
son, who will handle special assign- 
ments for the general manager. 

Kyes also announced the appoint- 
ment of Julian M. Gilroy, formerly 
Chicago zone manager for GMC 
Truck, as western regional man- 
ager. Gilroy has been with General! 
Motors since 1933, 

Woodhouse has been in the sales 
department of GMC Truck since 
1930 when he was regional sales 
promotion manager 





Fla. Jeweler to Sell 
King Midget Autos 
CLEARWATER, Fla— 
Wright’s Jewelry, 14 S. Ft. Har- 
rison Ave., here has decided to 
sell automobiles on the side. 
Keith O. Wright, owner, says 
that the store will sell the King 
Midget, manufactured in Athens, 
O., and if sales are successful, 


by a car,” said Catlin. “I just 
don’t want him killed—it is that 
simple.” 

Other questions getting the atten- 
tion of the conference included: 


|grams, and 
| states on passenger-car and com- 
| mercial vehicle registrations. 


Steel Strike 
Blocks Action 
On CPR 83 


ASHINGTON.— Revision of 

Ceiling Price Regulation 83, in 
accordance with the amended De- 
fense Production Act, and in line 
with the promise made to NADA 
President J. Saxton Lloyd by OPS 
Director Ellis Arnall, had _ not 
passed the top level OPS policy 
committee at press time for AuTo- 
MOTIVE News last Thursday. 

It was understood that action 
was being delayed because of 
pressure of the steel situation. 

It was also understood that so 
far as the regulation itself was 
concerned, work on it had been 
finalized by the OPS Automotive 
branch, following the recent meet- 
ing with the advisory committee 
for the retail auto dealers. 

* * * 


T THAT meeting the revised 

draft was read to the dealers’ 
committee, and the principal ob- 
jection revolved around the stipu- 
lated base period. 

The OPS branch had named 
Apr. 1 to June 24, 1950, while the 
dealers contended for Jan. 25 to 
Feb, 24, 1951, pointing out that 
the charges made for preparation 
and delivery of cars during the 
earlier period were not adequate 
to cover current costs. 

The mixup in base period dates 
has been generally attributed to a 
misunderstanding on the part of 
the OPS operating staff, and the 
revised reglation has now been 


| 
| 


Control of driver-training schools; | 
| value of compulsory inspection pro- | 
reciprocity between | 





(See OPS, Page 44, Col. 5) 








Each Car Makers’ Share of Output... 





MAKE—(NPA Quotas in Brackets) 


CHRYSLER CORP. 
Chrysler 
DeSoto 
Dodge . 
Plymouth 

FORD MOTOR (435,281) 
Ford . 

Lincoln 
Mercury ; 

GENERAL MOTORS (846, 481) 
Buick .. 
Cadillac .. 
Chevrolet 
Oldsmobile 
Pontiac .... 


(442,814) 


KAISER-FRAZER wesc 
CROSLEY (5,726) ............... 
HUDSON (60,442) .... 
NASH (69,423) ...... 
PACKARD (43,574) ieee 
STUDEBAKER (85,120) eae 
WILLYS (22,765) ' 


TOTAL CARS, U. S. 





TOTAL BIG THREE (1, 724 576) 


TOTAL INDEPENDENTS (329,578) 


How They Fared, 1952-1951 





Output Output 

Jan. 1- Pet. of Pet. Jan. 1- Pet. of 

Jdne 30, 1952 Assigned by dne 30, 1951 

1952 Total NPA* 1951 Total 
494,193 22.47 21.43 717,491 23.09 
67,021 3.05 95,200 3.05 
51,103 2.32 64,904 2.09 
132,012 6.00 190,861 6.14 
244,062 11.10 366,526 11.30 
465,955 21.18 21.00 673,468 21.68 
362,279 16.47 522,416 16.82 
15,480 -70 15,386 0.49 
88,196 4.01 : 135,666 4.37 
939,731 42.73 41.00 1,287,240 41.44 
169,072 7.69 231,721 7.46 
47,079 2.14 56,138 1.81 
461,952 21.00 639,614 20.59 
119,179 5.42 163,321 5.26 
. 142,449 6.48 ies 196,446 6.32 
1,899,884 86.38 83.43 2,678,199 86.21 
eee 31,874 1.45 2.47 70,326 2.26 
1,510 07 21 3,279 0.11 
41,176 1.87 2.93 73,239 2.36 
73,427 3.34 3.45 91,283 2.94 
33,310 1.52 2.09 45,990 1.48 
89,225 4.06 4.13 127,384 4.10 
28,822 1.31 1.21 16,757 0.54 
299,344 13.62 16.49 428,258 13.79 
. 2,199,228 100.00 99.92+ 3,106,457 100.00 


*Effective Apr. 1, 1952. ¢Allotment of .08 percent to Checker Cab excluded. 











* * * 


* * * 


Fractional Gain Shown in First-Half Totals woe 





Big 3 Share of Output Edges Up 


A BREAKDOWN of production 

performances during the first 
half of 1952 shows that the Big 
Three—General Motors, Chrysler 
and Ford—made only a slight dent 
in the share of production garnered 
by the independent makers in the 
first six months of 1951. 


GM, Chrysler and Ford Built 
86.38 percent of all the cars that 
rolled off U., S. assembly lines in 
the first six months of this year, 
as against 86.21 percent in 1951. 
The combined Big Three gain, 
however, saw Chrysler and Ford 
lose some production ground; 
GM picked up the difference. 


The independents’ share of pro- 





By Bernie Thomas 

Associate Editor 
A LONG-RANGE program calling 
for divorcing the Lincoln from 
some Lincoln-Mercury franchises— 
a program that might see some ex- 
clusive Lincoln dealerships estab- 
lished in metropolitan areas—is now 
in an embryonic stage, AUTOMOTIVE 

News learned last week. 

So far, only a handful of L-M 
dealers have given up the Lincoln 
line. However, the option of 
dropping or keeping Lincoln is 
reportedly being extended to oth- 
er L-M ‘dealers in large cities, 
and more separations can be ex- 





the firm will service the cars. 





pected. 
Reliable sources have revealed 





» bop 





Employe Gets 51 Millionth Horn— 


John J. Smith, president of Sparks-Withi 


ngton Co. (center), Jackson, Mich., presents 


the 51,000,000th horn produced by the firm to Jim Crosby (left), an employe who is 


retiring after 51 years’ continuous service. 


Ceremony took place on a proposed plant 


annex site. These new facilities would increase factory space 10 percent. E. W. Gentz, 
general manager (right), joins in the presentation, 





L-M Separation Policy 
Is Denied by Bayne 


that a plan once existed to give 
the L-M divorcement program ex- 
tensive testing by opening five ex- 
clusive Lincoln outlets in Detroit— 
three on the city’s west side, two 
on the east side. 

It is reasonable to assume that 
such action, if taken in Detroit, 
would also be extended to other 
cities. 

* * a 
IOwsvER, Joseph E. Bayne, 
L-M general sales manager, 
firmly denied last week that any 
such plan is part of factory think- 
ing now. 

“In fact,” said Bayne, “I serious- 
ly doubt whether the Lincoln, in its 
present price class, could solely sup- 
port a dealership.” 

Bayne would concede only that 
it is L-M’s goal to make “super 
deluxe” service facilities available 
to Lincoln owners, to give them 
a feeling of distinction separate 
and apart from owners of other 
makes of cars. The factory serv- 
ice policy on Lincoln cars is said 
to be one of the most liberal in 
the auto industry. 

Many L-M dealerships around the 
country have already appointed 
“Lincoln sales managers,” and have 
channeled the time of a number of 
salesmen to selling just Lincoln 
cars. 

* « * 


THe overall target, of course, is 


to make the Lincoln the most & ; 


formidable competitor possible in 

the high-priced automobile field. 
It is no secret that the Lincoln 

over the past few years has been 

@ non-paying boarder at Ford 

Motor Co.’s_ production table. 

However, L-M officials say, the 

(See L-M, Page 8, Col. 5) 





duction dropped off slightly from 
13.79 to 13.62 percent. Smaller car 
producers had their best year in 
1948, insofar as percentage-of-in- 
dustry is concerned. That year they 
accounted for 19.66 percent of all 
the cars built, but the percentage 
slumped to 14.01 in 1949. 


During the record production 
year of 1950, the independents’ per- 
centage-of-industry rating jumped 
back up to 14.86 percent; then fell 
back to 12.83 percent for all of 
1951. 

* + . 
MONG the independents, only 
Nash, Packard and Willys were 
able to make a better percentage- 
of-industry showing in the first 
half of 1952 than in the same pe- 
riod of 1951. 

Nash racked up a 3.34 percent 
rating for 1951, as against 2.94 in 
1951. Packard was up to 1.52 from 
1.48 percent, while Willys improved 
a 1951 rating of 0.54 to 1.31 per- 
cent in 1952’s first six months. 

Studebaker lost only moderate 
ground in 1952, but deficits at 
Kaiser-Frazer, Crosley and Hud- 
son were more sizable. K-F was 
down from 2.26 to 1.45 percent; 
Crosley, from 0.11 to 0.07, and 
Hudson, from 2.36 to 1.87. 

Inasmuch as the first half of 
1952 saw car makers under gov- 
ernmental controls, as opposed to 
the free enterprise atmosphere of 
early 1951, spokesman for car mak- 
ers are inclined to scoff at the im- 
plications that might be drawn 
from comparing statistics for both 
periods. 

* * aa 
ACTUALLY, it might be said that 
the auto industry operated in a 
period of competition during the 





first half of this year, but it was 
abnormal competition. 

The struggle in one segment 
of the industry was to get enough 
materials to build up to govern- 
ment-allowed production quotas. 
In another segment, the struggle 
for materials was further com- 
plicated by getting enough sales 
to warrant building up to gov- 
ernment quotas. 

However, spokesmen for the in- 
dependents maintain that the only 
significance that can be placed on 
statistics for 1952 is to point out 
that, as a group, they are still 4 
percent ahead in comparison with 
prewar. 

Spokesmen for smaller makers 
contend that the failure of most 
of them to build up to the limit of 

(See BREAKDOWN, Page 43, Col. 3) 





Air Conditioner 
Is Planned for 
2 GM Lines in 753 


DETROIT.—A Frigidaire air-con- 
ditioning unit for automobiles has 
been developed by General Motors, 
and will be offered as optional 
equipment on 1953 Oldsmobiles and 
Cadillacs, it was announced last 
week by President C. E, Wilson. 

The company said that “several 
years of experimentation, devel- 
opment and testing” have been 
carried on in connection with the 
project, including prolonged tests 
at the GM proving grounds at 
Phoenix, Ariz., and in southern 
Texas and other dry heat or high 

(Continued on Page 41, Col. 3) 








Fords Pace U. S. 66 Dedication— 


Ford Country Sedan station wagons led a Chicago-to-Los Angeles caravan over th: 
2,200-mile U. S. 66 Highway, dedicating the route as the Will Rogers Highway in oc 
series of eight state-border ceremonies. The dedications were sponsored jointly by 
the U. S. 66 Highway Assn., representing 9,000 businessmen and civic leaders on the 
route, and by Warner Brothers Pictures, producers of “The Story of Will Rogers, 


starring Will Rogers jr. and Jane Wyman. 
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if IGHWAY accidents, traffic con- 

gestion and parking problems 
are becoming more and more a 
grave concern of dealers. How we 
handle these problems will either 
encourage or discourage the use of 
automobiles, and thereby determine 
the demand for them. Even a brief 
discussion of one of these prob- 
lems is too much for the limits of 
this column. 

It is in order, however, to talk 
about safety, a subject with 
which we are all familiar and 
which we, as a trade, should con- 
stantly keep before us. When we 
discuss safety, it is usually in the 
terms of engineering, education 
and enforcement. There is much 
that automobile dealers can do in 
each category to be helpful. 

Under engineering is included 
both car and highway design. 
There is less than one foot of new 
highway being built for every new 
car produced this year. This is 
true because government officials 
as yet don’t fully appreciate the 
value of the highway as an essen- 
tial to our economy. 

* * > 


H. P. Race Decried 
la principal cause is diversion 
state highway funds to 
finance other projects. It is caused 
also by dispersion of the use of 
highway money on secondary high- 
ways when 90 percent of the traffic 
is on the main highway arteries. 
There is always political pressure 
for dispersing road funds to county 
roads, to the neglect of the arterial 
highways which everybody uses. 
There just is not enough money 
to make every road a _ hard-sur- 
faced road. 

On my recent transcontinental 
trip, I noticed that many of the 
new highways, which formerly 
would be marked for three-lane 
traffic, are now divided in the 
center. Old tthree-lane roads are 
being remarked for two lanes. 
This is a step in the right direc- 
tion. It will cut the number of 
traffic accidents, because with 
roads marked for two-lane traf- 
fic, it has been proven that driv- 
ers are more careful in passing 
cars. 

Automobile dealers think that 
manufacturers haven’t emphasized 
safety enough in designing new 
cars. They have specialized on ap- 
pearance rather than safety. Deal- 
ers feel that greater effort should 
be devoted to safety features. For 
instance, perhaps a steel bumper 
should go all the way around pas- 
senger cars so as to fend off pass- 
ing cars rather than snagging 
them. 

Dealers feel that the recent ad- 
vertising emphasis on horsepower 
is a big mistake. A great many 
dealers tell me that farmers look 
with disdain on this encourage- 
ment of speed, sometimes sustained 
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By John O. Munn 








at 90 miles an hour which does 
more harm than they can overcome 
by local safety programs. 

+ * + 


Youth Training Praised 


UTOMOBILE manufacturers 

long years ago were in an 
agreement never to advertise the 
speed of their product. Just re- 
cently dealers say there seems to 
be a race for horsepower—160, 180, 
190 horsepower engines are empha- 
sized. This can’t help but encour- 
age the public to speed. One-third 
of all traffic accidents last year 
were due to speed. Industry has a 
lot of obligations not to encourage 
it. 

Some dealers object to stock-car 
racing, contending it is a bad in- 
fluence on younger drivers. 

Automobile dealers have taken 
the lead in safety education. They 
loaned 5,700 cars last year for 
driver training at a value of $11,- 
400,000. It has been proved that 
the youths who are trained to 
drive are responsible for far 
fewer accidents than the un- 
trained. In Evansville, Ind., where 
the dealers have taken the lead 

in all traffic problems, the trained 
drivers were responsible for only 

21 percent of the accidents while 
the untrained drivers accounted 

for 52 percent. 

Dealers in Akron are encourag- 
ing safety by putting up each year 
a $3,000 scholarship fund as a prize 
for safety essays by high school 
students. 

Pennsylvania dealers received, 
for the second year, the grand 
award from the National Safety 
Council, based on the importance 
of five important phases of reduc- 
ing highway accidents. First was 
semi-annual inspections. In Penn- 
sylvania, the traffic accidents due 
to mechanical failure were only 
two and one-half percent as com- 
pared with the national average 

(See MUNN, Page 44, Col. 4) 





'a no-picketing injunction against 





Salesmen’s Union Sued in Chicago, Sues in Milwaukee .. . 





‘Coercive ’ Labor Tactics Debated 


By Mac Gordon 
Associate Editor 

OERCION” was a rallying cry 

A for both dealers and unions 

last week as legal test cases of 

salesmen’s organizing tactics got 

under way in Chicago and Mil- 
waukee. 

In strife-plagued Chicago, a Nash 

dealership asked Superior court for 





the AFL Teamsters. union. 
plaintiff, Austin Auto Mart, Inc., of 
5651 Madison St., reportedly was 


The |ly accused the Milwaukee County 


Auto Dealers Assn., and certain in- 
dividual dealers, of unfair labor 


indirectly acting for all Chicago-| practices. The CIO union asked the 


area Nash dealers, whose deliveries | 
of new cars have been sharply cur- | 
tailed since the Teamsters began 
picketing in May. 

The shoe was on the other foot 
in Milwaukee, though, for there the 
CIO Auto Salesmen’s union formal- 








Staff Gives 170 Pints of Blood— 


Employes of Winslow B. Felix Co., Los Angeles, recently donated 170 pints of 


blood in a group to the American Red Cross * 


employes who donated. 


bess cecal bank. Pictured are the 





Philadelphia Assn. Primes 
For Its 50th Jubilee 


PHILADELPHIA. — An auto 
show, special automotive sections 
in three local newspapers and a 
commemoration of the development 
of the American automobile will 
salute the 50th anniversary of the 
Philadelphia Automobile Trade 
Assn. in September. 

The anniversary program, ex- 
tending for one week, will begin 
with a preview of an automotive 
industry show to be held in the 
103rd Engineers armory at Broad 
and Callowhill Sts. The show will 
be open to the public Sept. 15-20 
and will be “a distinct departure 
from the old-fashioned automo- 
bile shows.” 

“It will feature the unusual in 








By George M. Hunholz 
Staff Correspondent 

MANHATTAN, Kans.—The great- 
est flood in the history of Manhat- 
tan struck on July 13, 1951, causing 
$20,000,000 damage to business 
houses and the city proper. Auto 
dealers, who were in the path of 
the swiftest current, were especi- 
ally hard hit. 

But that was a year ago. If you 
were in Manhattan now, stand- 
ing on Poyntz Ave., where a 
cluster of auto companies are 
located, you would say it was al- 
most unbelievable that the swirl- 
ing flood waters there were eight 
to nine feet deep. 

A few car dealers remember the 
flood particularly well—those who 
were stranded on the roof and had 
to be rescued by helicopter. 

Plate-glass windows of nearly all 
the auto companies in Manhattan 
were broken out. Mud and filthy 
debris covered the floor of the 
buildings after the waters receded. 

Then began the back-breaking 
toil of cleaning up the premises. 
The job took days and weeks. Some 
men worked almost around the 
clock, 

But accomplish it they did—and 
what an accomplishment! Now one 
cannot help but admire the bright, 
sparkling new fronts of the auto 
dealers’ buildings. The interiors 
have been redecorated and reno- 
vated, and many places of business 
are more attractive than they were 
before the flood. 

One car dealer, who was ma- 
rooned in the deepest and most 
vicious of the flood waters and 
had to be rescued by helicopter, 
announced immediately that he 
would remain in Manhattan—on 
the same site. He kept his prom- 


Dealers Conquer Flood 


Pluck, Hard Work Turn Last Year’s Devastation 
Into Just a Memory in Kansas 





ise, and made his place of busi- 

ness more attractive in every 

way. Besides, he established a 

brightly lighted used-car lot ad- 
jacent to his building, after an 

old structure was torn down. 

Nearly all car dealers remained 
in business after the catastrophe, 
but it took a lot of hard work and 
a lot of grit. 

From out of the chaos and 
heartbreak of the flood July, 1951, 
has risen a newer, cleaner city of 
Manhattan—and therefore a 
brighter outlook for the car dealer. 
Instead of the dismal, churning 
waters of a year ago, you now see 
many parked cars along main 
street, many shoppers, and many 
new fronts on business houses—all 
attesting to the fact that Manhat- 
tan has come back. 


automotive transportation, and 
each line will be given the oppor- 
tunity to display one customized 
standard model. In other words, a 
sports car of the American tradi- 
tion with the latest accessories, 


special equipment and _ individual 
color combinations offered the 
dealer.” 


A special exhibit of road and 
track racing cars, sports cars and 
custom built models also is being 
planned. 

Highlight of the week will be 
a banquet in the grand ballroom 
of the Bellevue Stratford hotel, 
when outstanding members of 
the industry will be honored. 


In observance of the event, the 


1| association is publishing a 50th an- 


niversary commemorative book 
which it says will “not only be the 
most comprehensive buyers’ guide 
of the auto industry in the area 
but will serve as a source of in- 
formation on the development of 
the auto industry in Philadelphia.” 

The association also is planning 
a special program to commemorate 
the famous Fairmount park 200- 
mile stock chassis race of 1908-11. 

The following will serve on the 
50th anniversary committee: 
Thomas B. Martindale (chairman), 
M. H. Bury, John H. Fassitt, A, A. 
Martin, Eli Sentman, J. E. Wolfing- 
ton, R. Scott Smith, J. E. Henry, 
Jo G. Roberts, E. J. Ronan, and 
J. B, White. 





NLRB to order reinstatement with 
| full back pay of about 30 employes 
allegedly fired by dealers for union 
activities. 
+ oa * 
N BOTH cases, coercion and in- 
terference were charged. Inter- 


| pretative rulings on the legality of 


pro- and anti-union methods em- 
ployed in the Milwaukee and Chi- 
cago controversies were regarded 
as a likely result of the actions. 

Defendants in the Austin Auto 

Mart injunction litigation were 
the Teamsters union; its Local 
713, which is seeking to sign up 
Chicago Nash salesmen through 
their employes; Henry G. Burger, 
international organizer for the 
union, and Arco Auto Carriers, 
Inc., said to have refused to de- 
liver new cars across picket lines. 

Representing the dealership in its 
suit are Attorneys George B. Chris- 
tensen, Seymour M. Lewis and 
Frederick W. Turner jr. 

According to the Austin Auto 
Mart, Inc., suit, a secret vote of its 
six salesmen resulted in five re- 
fusing to join the union. The sixth 
is in the military service. 

Austin attorneys cited recent U. 
S. Supreme court decisions holding 
that picketing is illegal when con- 
ducted for illegal purpose and is 
contrary to the public policy of a 
sovereign state. Picketing for near- 
ly any purpose had been upheld in 
earlier decisions which barred in- 
junctions to halt this procedure. 

* * + 


ALLING attention to the vote of 
salesmen in the Austin dealer- 
ship, the suit states that despite it 
the union has picketed “for the pur- 
pose of interfering with the plain- 
tiff’s business and inducing and 
coercing it to induce or coerce its 
employes into membership in the 
union contrary to their wishes.” 
The suit further contends that 
such “conspiracy and actions” are 
(Continued on Page 45, Col. 1) 


Sutter to Speak 
At Ky. Meeting 


LOUISVILLE. — Frederick M. 
Sutter, vice-chairman of NADA’s 
industry relations committee, will 
be the key speaker at the annual 
convention of the Kentucky Auto- 
mobile Dealers Assn. Sept. 14-16, in 
du Pont Lodge at Cumberland 
Falls. He will discuss “Factory 
Relations.” 

Ernest Burwell, of Spartanburg, 
S. C., member of NADA’s Business 
Management committee, will dis- 
cuss business management and 
Turner A. Summers, KADA presi- 
dent and NADA director from 
Kentucky, will discuss employer- 
employe relations as part of a 
“five-star forum” at the conven- 
tion. 

Other subjects to be considered 
on the forum will be customer re- 
lations, factory relations and public 
affairs. 











As you stand on main street, you} 
recall that when the gloom and/| 
despair were at their darkest—| 
when Manhattan's Poyntz Ave. was | 
a “street of caves” with mud,| 
broken pavement and stinking de-| 
bris covering the street after the 
flood receded—there was one cheer- 
ing sight in those heart-rending 
days—a sign high above the street 
at Fourth and Poyntz. It read: 
“Manhattan Will Rise Again—Bet- 
ter Than Ever.” And it has! 





Katterheinrich Heads Up 


Ohio County Dealer Group 

WAPAKONETA, O.—Elmer Kat- 
terheinrich has been elected presi- 
dent of the Auglaize County (O.) 
Auto Dealers Assn. Other newly- 
elected officers are: 

Clark Schwaderer, vice-president; 
Bernie Parker, treasurer, and L. J. 
McFarland, secretary. 





On the House . . . 





turn down the 


tion’s largest), 

of his time in 

CG. OP... 
Portland 





Wemhoft 


date as Aug. 30, 1890. 





Dealer friends of Art Summerfield were overjoyed at his appoint- 
ment as Republican national chairman. They recall his effective work 
as NADA director, regional vice-president and head of NADA’s post- 
war planning committee—how he was forced to 


health a few years ago. Summerfield’s rise in the 
political world has been meteoric. With capable 
management for his three Chevrolet dealerships 
in Michigan (the one in Flint being one of the na- 
Art has been able to devote a lot 


(Ore.) 
thousands of promotion folders acquainting tour- 
ists with PATA’s emblem and urging them to 
take their cars to dealer members... 
association has admitted nine new members .. . 
There’s no reason for a hubbub over the age of Hudson President 
A. E. Barit. “Who’s Who in Commerce and Industry” 


Due to labor trouble in local golf clubs, Detroit dealers have been 
forced to postpone 31st annual tourney to Aug. 12.. 
(Ala.) dealers are holding annual summer outing today (July 21), 
with C. H. House as chairman... 
chosen Palm Springs for annual golf tournament Nov. 18-23. 


NADA presidency because of ill 


recent years to rejuvenating the 


association is distributing 


Cleveland 


lists his birth 


. Birmingham 
Southern California dealers have 


—Petre Wemuorr, Editor, 
Automotive News 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
- and dealers in motor vehicles parts and accessories. § 2. A fair profit to 

the dealers on every used vehicle accepted in partial payment for a new 

a car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
jovernments applied to the building and maintenance of highways. 
4. The elimination of government and bureaucratic controls over this 
industry. § 5. A return to the precepts of independence and the rewards of 
applied energy and ability, which made America and gave more of her 
citizens more of the better things of life than anywhere else in the world. 








Capsule Comment 


At long last, after 16 months of fruitless struggle between 
NADA and OPS, Congress reverses the price agency’s fiat 
and restores to new-car dealers their full discounts. 


A stern lesson for the price controllers: Profit control 
is not the way to “stabilize” anything. 


* * * 


Both AFL and CIO affiliates are driving hard to sign up 
od salesmen in these uncertain days for production and 
sales. 


Two steps are in order for dealers everywhere in 
combating such tactics. Hysterical yielding to pressure 
should be avoided, and employe relations should be re- 
appraised to plug any weak links and correct any in- 
justices. 

* * * 
Be extra courteous and helpful to the tourists coming 
through your town and dealership, suggests the public rela- 
tions committee of the Montana Automobile Dealers Assn. 


Treat the “one-time-shot” service customers just as 
you would your regulars, for the reputation of your 
product may be at stake. 


* * * 


New Defense Production Act strips from Federal Reserve 
Board the power to re-impose Regulation W. 


Dealers can safely chart plans for future activities in 
knowledge that stringent credit restrictions are no longer 
threatened. 

7 * * 
New motor vehicle production descends to the lowest 
— since succumbing to the last steel strike in December, 


Aren’t two successive attacks of national steel paraly- 
sis some kind of record? 
+ * » 

The 1952 Presidential campaign gets under way in earnest 
this week when the Democrats select their opponent for 
Dwight Eisenhower. 

All the more incentive for dealers in every state to 


step up “Get Out and Vote” drives for both the pri- 
maries and the national election next Nov. 4. 








Auto | 
Forum (SKE 


“In England you don’t drink 





- 








in a ‘saloon, you ride in it. 








That’s the British name fora || 
sedan.” — New York Mororist. | oemmcmmmla 
s 2 qr WRECKS 
Aim Higher | samp TD g{GNPOsTs 
“It is shameful that so few - ane prvers 
of us use to the full our God- tterenem Oc guse Crete 
given capacity for growth and wn Merce OP Oe ra 


service, Never be content with 
your top-level best. A _ single motors 
determined generation, your 
generation, could transform this 
earth.”—University of Michigan 
President Harlan Hatcher, \ 
speaking to college scholarship \ 
winners of Ford Motor Co. } 
Fund. \ 


* * * \\ 


...- and Good Temper \ % 


“In the old days a person \\ 
taking a trip in a car gener- \ 
ally had to take along 10 extra \ 
tires, 30 inner tubes, 300 feet \ 
of rope, block and _ tackle, \ 
shovel, ax, crow-bar, cross-cut 
saw, 20 spark plugs, and a 
half dozen five-gallon gasoline 
cans. The only equipment he 
needs nowadays is a bumper 
jack.”—Pennsylvania Motorist. 

+ * * 





























































































































Question of Degree . | 
“The A-bomb is nothing more ‘ 
than a great concentration of 
explosives. We do not hesitate 
to use TNT to destroy a target, 
and we do not hesitate to send 
1,000 planes with TNT to drop. T 
What is the difference between {1 rH ! 
that and sending one plane with + - rt Ly 
the A-bomb?—Gen, Omar Brad- A 3 1 
ley, chairman, Joint Chiefs of ao - | 
Staff. 7 ote 
Dieses 2 SE (ae 
I Like It — 
Dr. James J. Licutsopy, in his a 
column of humor in the Detroit — Six, TRAFFIC ExPeers 
Medical News, “Rant and Rave”: FROM ALL vee _— 
If— L ” 
I like Ike and— Stetn 
You don’t like Ike and— / WORLD-WIDE SYSTEM 
Ike doesn’t like Taft and— HERE WE GO AGAIN: OF IS ANP SIGNALS 
Taft doesn’t like Ike and— 
Kefauver doesn’t like Taft _— Letterbox 
or Ike and— 
Taft doesn’t like Kefauver 6 . 9 
and Both Sides...... 
I don’t like you and— 
You don’t like me and— This is an open forum for the discussion of any subject of interest to our 
Ike likes you and— readers, and your letters are welcomed. No attention is given to unsigned 
- letters but you may sign your name with the assurance that it will not be 
Taft like me —- i used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
You like chocolate sodas— 











(It looks like you gotta like 
or dislike somebody or some- 
thing these days or else you 
jist don’t git anywhere.) 

* * * 


Car Leasing 

I just read the article in the 
June 16 issue of Automotive News 
pertaining to servicing leased cars. 
To the best of my knowledge, we 
have never been called upon to 
give any such service, probably for 
the reason that we are west of the 
Mississippi. However, it is the sym- 
pathetic thought of the article, as 
far as the leasing companies are 
concerned, to which I object. 

It was not leasing companies that 
made the automobile manufactur- 
ers what they are today. Neither 
did they play an important role in 
making automotive transportation 
what it is today. For them to get 
the number of cars out of a re- 
stricted percentage that they have 
obviously been getting for several 
years is, in my opinion, completely 
unfair to automotive dealers whose 
operation has been definitely re- 
stricted simply because of alloca- 
tion. 

At the present time we have 
approximately a one-week stock of 
new units on hand, and will be able 
'to sell at least four times as many 


“The Pentagon may collapse 
from the sheer weight of the 
great accumulation of brass.” 
—Rep. Davis (Rep.), Wiscon- 
sin. 

* * * 


But Can They Cook? 


“If a silicone were &@ woman, 
you’d forget all about your 
first love and set out in quest 
of the silicones, because they 
have all the features you 
dream about but never find in 
one woman.”—From a _ book- 
let on silicones, published by 
Dow Corning. 

7” 


And Yell Like Hell 


R. A. Butuer, Britain’s chan- 
cellor of the exchequer, advising 
British bicycle bell makers on 
how to improve their sales in 
the U. S. market: 

“Make the bells a little 
bigger and a little noiser than 
the ones for the home 
market.” 














10 Years Ago... 


The Big Story 


Reports on the rubber situation ran hot and cold last week, with 
these results: Commerce Secretary Jesse Jones relayed to a Senate 
committee a rubber industry statement that, “with a minimum 
amount of natural rubber and a modest amount-of scrap, existing 
tires can, with careful driving and constant attention, be kept going 
for two years or longer” ... A New York News -'Washington Times- 
Herald story declared that the tire and rubber industry “is all set 
to inform the government and the nation that the rubber -shortage 
is a myth” ... Another optimistic report came from W. S. Farish, 
president of Standard Oil of New Jersey, who told congressmen that 
the new synthetic rubber process would enable the nation to produce 
an — 200,000 tons of rubber next year, part of which might go to 
civilians. 





—From the files of Automotive News. 











new cars in the next two months 
as we will get. 

It seems to me that the fair 
thing would be to give the fran- 
chised dealers a chance to do all 
they can with what is available 
first, and sell what is left to the 
leasing companies. The veiled sug- 
gestion in your article of coopera- 
tion between franchised dealers 
and the leasing companies will 
simply lead to strangulation of the 
dealers eventually—H. S. Wricut, 
president Wright Motor Inc. 
(Chrysler - Plymouth), Fort Madi- 
son, Ia. 

Epitor’s Note: It is not AuTo- 
MOTIVE News’ intention to take 
sides in the controversial leasing 
subject. We plan to publish the 
facts on both sides, in the hopes 
that a well-informed auto indus- 
try will work out its own solution 
to a growing problem. 

* - . 


Dealer’s Problem 


We are a Lincoln-Mercury dealer 
and are so situated that we may be 
temporarily closed down due to 
road construction. This will hinder 
us in the operation of business. 


We believe that since the war 
in one of your issues there was a 
very similar case, and we would 
like, if possible, to obtain a copy 
of that issue, or information con- 
cerning a dealer facing a similar 
situation; whereas the dealership’s 
business would be limited due to 
road construction of a year or two. 
—Harry E. Beruine, manager, Niles 
Lincoln-Mercury Inc., Niles, O. 

Epiror’s Note: We are not able 
to locate the previous story, but 
recall that the dealer set up a 
temporary station near his deal- 
ership and funneled vehicle sales 
and service business through the 

temporary station. Perhaps a 


reader can give more details ta 
Manager Berline. 
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. .. because, among other reasons, 


Chevrolet provides the industry's finest 
training programs for dealer personnel. 














_ CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN 
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Maryland Chevrolet Dealers Reorganize— 


Chevrolet dealers of Maryland, Inc., recently held a reorganization meetnig in Baltimore to elect officers for the coming year. 
Present at the meeting were (standing, left to right): C. G. Irish, vice-president, Essex; H. Deets Warfield, treasurer, Mt. Airy; 
C. O'C McDonagh, Hughesville; J. S. Guy, Clements; J. E. Bell, Leonardtown, and C. L. Wheat, Manassas, Va. 

Others attending were (seated, left to right): C. E. Miller, Ellicott City; L. W. Duncan, Pocomoke City; C. W. Hoffman, Hagers- 


town; J. H. Hanna, Bel Air, president; Miller, acting secretary, Hagerstown, and G. T. Hallowell, Easton. 











Prompted by New Defense 


Law... 





U. S. to Restudy IMC Rations 


WASHINGTON.—Unless satis- 
factory arrangements are made in 
conformity with the requirements 
of the new Defense Production Act, 
the U. S. will not fully accept the 
recommendations of the Interna- 
tional Materials Conference for 
third-quarter allocations of copper, 





Firestone Reveals 
New Process for 


Synthetic Rubber 


AKRON.—Development of a new 
synthetic rubber that eliminates 
need for the costly refrigeration 
equipment now used to produce 
“cold” rubber for tire treads was 
announced last week by Raymond 
C. Firestone, vice-president of re- 
search and development for Fire- 
stone Tire & Rubber. 

“The new rubber possesses all of 
the long-wearing attributes of cold 
rubber,” said Firestone, “and can 
be produced with the same equip- 
ment standardized in all synthetic 
rubber plants during World War| 
II for output of GR-S rubber.” } 

This means that future synthetic | 
rubber plants can be built at a/ 
lower cost than the present ones 
which have had to install refriger- 
ation equipment to improve the) 
quality of synthetic rubber, he said. | 

Firestone pointed out that early| 
in the synthetic rubber develop-| 





tungsten and molybdeum, accord- 
ing to Henry Fowler, defense pro- 
duction administrator. 

“U. S. acceptance of the IMC 
recommendations,” Fowler said, “is 
strictly conditioned upon IMC’s 
agreement to make arrangements 
whereby our domestic users of 
these and other metals may pur- 
chase any supply of these metals 
allocated to other IMC-participat- 
ing countries which is not used 
by these countries.” 

Fowler stressed that the recent 
decline in world copper prices, 
together with Government ac- 
tions, makes it possible for U. S. 
copper users to purchase foreign 
copper up to the limit of the 
IMC recommendations, 

The IMC recommendation runs, 
in short tons, as follows: Copper, 
405,756; tungsten, 2,574, and molyb- 
denum, 4,540. In the second quarter 
the allocations were copper, 391,- 
978; tungsten, 2,411; molybdenum, 
4,202. 

The IMC announced that all its 
member governments have ac- 
cepted its proposals for the alloca- 
tion of copper for the third quarter. 

The conference is a 28-nation 
group which doles out scarce 
materials on a voluntary basis. 
On the grounds that it is ham- 
pering American business, Con- 
gress recently banned the use of 
State department funds to help 
finance IMC. 

Twelve countries are represented 








ment program, a large number of | in the Conference. They are: Aus- 
catalysts, or initiators, for the|tralia, Belgium, Canada, Chile, 
polymerization process were ex-| France, the Federal Republic of 
amined by Government and indus-| Germany, Italy, Mexico, Norway, | 
try chemists. A recent review of| Peru, the United Kingdom and the 
some of these materials by Fire-| U.S. 

stone research scientists led to the} Previously American industry 
discovery that the material known | had not purchased the full amount 
as Nitrazole CF would produce a/of foreign copper to which it was) 
superior synthetic rubber by the/entitled because of the difference 
conventional “hot” rubber process.| between the fixed domestic price 








Se ee 2 


Barnard Honored for Aid to Children— 


Automotive dealers honor Slim Barnard for aid in Shrine Crippled Children's 
hospital. Barnard, los Angeles Examiner automotive editor, was honored with a 
presentation of a plaque for his work on automotive night at the Shrine circus. The 
entire Shrine auditorium in Los Angeles was bought out by 60 auto dealers under 
Barnard's promotion. Over 6,000 tickets were sold and the money went to the Crippled 
Children's hospital. The plaque was presented by Ted Wessen, Los Angeles Buick 
dealer and president of the los Angeles Motor Car Dealers Assn. Presenting the 
plaque are (left to right) Larry B , Mendel Pontiac; Barnard; Lou Nelson, of 
Harry Mann Chevrolet Co.; Wessen; Howard Hagerman, of Fortner Brothers Co., and 


«nl oa 











Charlie Reichert, potentate of Almalaikah temple, Los Angeles, 


and the higher cost of foreign 
copper. 


Several weeks ago the Govern- 
ment took action to permit U. S. 
producers to pass 80 percent of the 
excess foreign cost to consumers, 
thus providing an incentive which 
was expected to overcome the price 
obstacle. 


On June 17 DPA increased the 
overall third quarter allotments of 
copper by approximately 10 percent 
to provide American industry with 
the opportunity to use its full share 
of available supplies of foreign 
copper, 


Tire Dealers End 
Suit Against 


Goodrich, Gulf 


WASHINGTON. — The National 
Assn. of Independent Tire Dealers 
last week announced “dismissal 
without prejudice” of the suit insti- 
tuted by itself and others against 
B. F. Goodrich Co., Gulf Oil Corp. 
and Gulf Tire & Supply Co., charg- 
ing monopolistic practices. 

The reason for the dismissal, 
NAITD said, was the belief of the 


| several plaintiffs that the Federal 
| Trade Commission’s quantity-limit 
|rule, now before the courts, con- 


tains the answer to most of the 
charges brought in the suit. 


The plaintiffs charged that the} 
defendants engaged in a program! 
to induce Gulf dealers to purchase | 
tires exclusively from Gulf and had | 
monopolized the distribution of 
tires to such dealers through this 
practice. 

Other charges made were that 
Goodrich sold tires to Gulf at sub- 
stantially lower prices than those 
charged to tire distributors; that 
Gulf, with the approval of Good- 
rich, had forced Gulf dealers by 
various means to buy tires exclu- 
sively from Gulf, and that such 
discriminatory practices had in- 
jured and destroyed competition 
between the defendants and tire 
distributors. 

NAITD pointed out that the “dis- 
missal without prejudice” allows 
the association and the other plain- 
tiffs to reinstate proceedings should 
the need arise. 


City to Buy Plant 
Holley Will Use 


BOWLING GREEN, Ky.—A 
$525,000 industrial revenue bond 
issue to finance the city’s purchase 
of a plant was sold by general 
council to J. J. B. Hilliard and Son, | 
Louisville. 

The city plans to buy the plant 
vacated by Westinghouse Electric 
Corp. Westinghouse has offered the 
city a $500,000 option on the prop- 
erty. 

Holley Carburetor Co., Detroit, 
parent firm of Bowling Green Mfg. 
Co., plans to occupy the building 
soon. Company officials estimate 
the new plant will employ 500 per- 
sons when capacity production is 


Eights Fall Back in May... 





IX-CYLINDER cars pulled into 

a safe sales lead over eights in 
1952’s first high-volume month. 

Fending off a challenge which 
eight-cylinder makes had erected 
in March and April, sixes out- 

sold eights by a score of 224,360 
to 191,162 during May. 

Thus, sixes were the greatest 
numerical gainer in May sales. The 
April totals of 187,024 sixes and 
182,366 eights had inspired predic- 
tions from industry arithmeticians 
that a real close race for sales 
supremacy might be in the offing. 

* * * 


AY’S boost to sixes, however, 

did not wholly dispel these 
forecasts. Compilations of new-car 
registrations by R. L. Polk & Co. 
for the first five months of 1952 
and 1951 show that eights were 
relatively much closer to the 1952 
leading bracket than was the case 
a year ago. 

The breakdown revealed _ that 
901,235 sixes and 789,769 eights were 
retailed in the January-May period 
of this year, compared to 1,278,056 
sixes and 1,043,223 eights in the 
same period of the previous year. 
Eights reduced the unit lead sub- 
stantially this year. 

Added to the May and the five- 
month sales totals were the 6,695 
four-cylinder cars retailed in the 
latest month tallied by Polk. Only 
4,898 fours were registered in 
April. 

Nearly all makes and models 
were on the upside sales-wise in 
May, as total new-car sales sur- 
passed the 400,000 level for the first 
time since last September. The 
exact count for May of 422,217 car 
sales compared to 374,288 the month 
before and 470,446 in May last year. 

* oa * 


i KEEPING with May’s general 
trend in the cylinder groupings, 
Ford sixes showed an _ increase 
from April while V-8’s declined. 
Ford sales, which had given Chev- 
rolet a battle in earlier months, 
tapered off during May, in contrast 
to a Chevrolet upsurge. 

Trends among individual makes 
in May sales were mixed, to say 
the least. DeSoto V-8 sales lacked 
only 100 units of equaling those of 
DeSoto sixes, but four-cylinder 
Henry J’s exceeded their companion 
sixes in a mild surprise. 

V-8 Chrysler and Studebaker 
series continued ahead of their 


Volume Selling Gives 
Sixes a Tidy Lead 


six-cylinder brethren, but the 

Rambler seized the plurality in 

the Nash family. 

Sales of imported cars reached 
their highest levels in many months 

By price groups, sales were as 
follows in May and for the first 
five months of 1952: Lowest-priced, 
227,399 in May and 929,679 for the 
five months; lower-medium-priced, 
127,086 and 525,067; upper-medium- 
priced, 41,702 and 154,004; highest- 
priced, 26,030 and 107,470. 

April price-group figures were: 
Lowest-priced, 204,520; lower - me- 
dium, 108,713; upper-medium, 36,637, 
and highest-priced, 24,418. 


OPS Extends 
U.C. Regulation 
To Alaska Lots 


WASHINGTON. — Coverage of 
Ceiling Price Regulation 94 was ex- 
tended to Alaska’s used-car trade 
last week, and OPS announced at 
the same time a table of transpor- 
tation allowances for shipments 
from Seattle to the northern terri- 
tory. 

Prior to the July 19 switch, em- 
braced in Amendment 4 to CPR 94, 
used cars sold in Alaska were gov- 
erned by the General Ceiling Price 
Regulation, whose base period was 
Dec. 19, 1950, to Jan. 25, 1951. 

“This period is not representa- 
tive,” OPS Director Ellis Arnall 
said, “as the used automobile busi- 
ness in Alaska is almost dormant 
during this period due to the 
severe cold weather which usually 
necessitates the storage of automo- 
biles for protection. 

“Used automobiles, therefore, are 
not usually sold during this period 
and prices for the few sales that 
were made during the base period 
of the GCPR are not representa- 
tive.” 

CPR 94 specifies dollars-and-cents 
ceilings for every make and model 
of used car. 


Bristolville Motor Sales 


The secretary of state has 
granted a charter to Bristolville 
Motor Sales, of Bristolville, O. 
| Capital is $22,000. Incorporators are 
| Marshall Adams, Murray F. Hal- 
| lett and Virginia Kuzmak. 














Used-Car Bulletin from Detroit . . . 





Latest Auetion Prices 


(Aptco Auto Auction. Sale every Wednesday. ) 


July 16 STUDEBAKER — '51 Regal (8) 4-dr 


(Sale very fast—had plenty of good $1,465, $1,560, $1,575*. "50 Champion 
clean cars. Market strong and still conv., $1.080; 4-dr.. $1,980. 47 
1%4-ton pickup, $160. 


SS  ) Geld 8S cass cut of 128 WILLYS— 417 Jeep stationwagon, $515 
BUICK —’51 RM 4-dr., $2.225*. °50 $570. 

Special 4-dr., $1,230; 2-dr., $1.325; x 

Super 2-dr., $1,600*; 4-dr., $1,230. duly 9 


’47 Super conv., $600. Buyers crying for clean cars. Sold 59 


CADILLAC—’51 (62) 4-dr., $3,500*. units out of 68 offerings.) 
CHEVROLET — '51 SL Deluxe 4-dr., BUICK—’50 Super 2-dr., $1,325*; RM 
$1,650*. '50 Bel-Air, $1,540*, $1,580*, conv., $1,900*; 4-dr., $1,560*, $1,- 
$1.585*; conv., $1,420; SL Deluxe 540°. '46 Super 4-dr., $465. 
2-dr., $1,275, $1,225. °49 FL Special OCADILLAC—’50 (60) 4-dr., $2,980*. '49 


4-dr., $810; SL Deluxe 2-dr., $1,100. (62) 4-dr., $2,050*. 


’48 SL Deluxe 2-dr., $765. °47 FL CHEVROLET—’51 %-ton pickup, $930. 
aerosedan, $700. 50 SL Deluxe 2-dr., $1,130; Bel-Air, 
DeSOTO — ’51 Custom conv., $2,030*. $1,625*, $1,520; conv., $1,300. ‘49 


conv., $1,100. '48 conv., $745. 
CHRYSLER—’49 NY 4-dr., $1,335*. 
DeSOTO—'47 Custom club coupe, $750 


’49 Custom 4-dr., $1,360*; 2-dr., $1,- 
285°. 
DODGE — '50 Coronet 4-dr., $1,275*. 


"49 Coronet 4-dr., $1,105*. ‘47 Cus- DODGE—’49 Coronet 4-dr., $1,130*. °48 
tom 4-dr., $600. '46 Custom 2-dr., Wayfarer 2-dr., $830, $725, $735. '47 
$535. Custom 4-dr., $575, $775*. '46 Cus- 
FORD—’51 Custom (8) conv., $1,675", tom 4-dr., $560. 
$1,750*; Custom (6) 2-dr., $1,410. FORD—’51 Custom (8) club coupe, 2 
"50 Custom (8) 4-dr., $1,290. ‘49 at $1,600*. '50 conv., $1,340; Custom 
Custom (8) 4-dr., $1,000; 2-dr., $880. (6) 2-dr., $1,105; %-ton pickup, 
"48 SD (8) 4-dr., $700. °47 SD (8) $815. °49 Custom (6) club coupe, 
club coupe, $675. $725; 4-dr., $970. '47 Custom (8) 
FRAZER—’51 4-dr., $1,425*. ‘47 4-dr., 2-dr., $615; 4-dr., $600. '46 Custom 
300. (8) 2-dr., $520. 
HUDSON—’'46 Super (6) 2-dr., $300. HUDSON—’51 Hornet conv.. $2,115*. 
LINCOLN—’51 2-dr., $2,025*. °49 club *48 Commodore (6) 4-dr.. $775 


KAISER—’51 4-dr., $1,490. '49 4-dr. 
$635. °48 4-dr., $355, $350. 
MERCURY—’49 4-dr., $1,030. °47 4-dr., 


coupe, $1,150*. 

MERCURY—’50 club coupe, $1,250. 
4-dr., $945; club coupe, $915. 
conv., $725. 

NASH—’52 Rambler stationwagon, §$1,- 


"49 
"48 


$720. 
NASH—’48 (600) 4-dr., $545, $535. °47 


505. °51 Rambler stationwagon, §$1,- (600) 4-dr., $350. 

340. OLDSMOBILE—’51 (88) 4-dr., $2,150*. 
OLDSMOBILE—’52 (88) 4-dr., $3,100*. "50 (88) 2-dr., $1,340*%. °48 (68) 

"49 (98) conv., $1,085*. ‘48 (68) conv., $820. 


2-dr., $760. ’47 (76) club coupe, $575. 
PLYMOUTH—'48 SD club coupe, $715. 

’47 4-dr., $775, $635; conv., $770. 
PONTIAC—’51 Chieftain (8) 4-dr., $2,- 


PACKARD—’47 4-dr., $450. 

PLYMOUTH—’51 Cranbrook conv., $1,- 
720: Cambridge 4-dr., $1,380. 

PONTIAC—51 Chieftain (8) 4-dr., $1,- 





045°; SL (8) 4-dr., $1,735*. ‘50 850*. '46 SL (6) 2-dr., $515. 
Chieftain (8) 2-dr., $1,480; Catalina, STUDEBAKER—’50 Champion 4-dr., 
$1,790. ‘49 Chieftain (6) conv., $1,- | $1,080; conv., $1,070; club coupe, 
150. $1,050. "48 Champion conv., $700. 


*Indicates automatic transmission or overdrive. 





attained, 





Other Auction reports are on Pages 38-40 
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AN OPPORTUNITY FOR YOU! ani, 


Willys offers broadest market coverage right down the 
line — outstanding passenger cars with wide appeal... 
utility vehicles serving an almost unlimited number of 
needs in practically every field. Altogether, we believe 
it’s the greatest combination for around-the-year selling 
ever offered. For men who can qualify, the Willys 
Franchise holds a substantial future. Get complete de- 
tails—fill out and mail the coupon today. 


General Sales Manager 
Willys-Overland Motors, Inc. 
Toledo 1, Ohio 


Without obligation, please have a representative call and 
give me full information about the Willys Franchise. 


Name 





Address Ee 








City & State 





Business Position 








Xt 
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Allen Electric Starts New Course— 

A new series of training courses in automotive electrical and engine performance 
diagnosis and correction will be made available to mechanics throughout the nation 
by Allen Electric and Equipment, Kalamazoo, Mich. The complete course is divided into 
two sections of six lessons each. The electrical section consists of the following 
lessons: electrical dial-check, batteries, starters, generators, Delco-Remy regulators 
and Auto-Lite regulators. The engine performance section consists of the following 
lessons: engine performance dial-check, ignition circuit, coils, and condensers, dis- 
‘tributor, vacuum and compression, combustion and fuel systems, and merchandising 


automotive service and review period. 
The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 








| mounted anew 
| peace talks ran into new logjams. 














New Blows to Defense 


Steel Absence Halts Ford Rocket Operation; 
Chrysler Loses Small Engine Job 


By Ed Janicki 
Staff Writer 
DE TROIT.—Shutdowns of the 
auto industry’s defense lines 
last week as steel 


Production of 3.5-inch bazooka 
rockets for the armed forces halted 
last Friday .at Ford’s Highland 
Park (Mich.) plant, idling some 450 


According to a Washington re- 
port, the engine is obsolete and 
the Navy wanted only 100 of 
them, anyhow. 

The Washington report said that 
the nearly 2,000,000 square foot 
plant under construction by Chrys- 
ler for the Navy on the outskirts 

of Detroit will be completed and 
operated by the company for other 





defense work. Chrysler’s main war 
products right now are tanks and 
trucks. 

W. G. Tunis, plant manager of 
the $25,000,000 Chrysler plant at 
Indianapolis, said that the cancel- 
lation of its share in the J-48 parts 
program will mean a return to the 
original purpose of the plant—man- 
ufacture of transmissions. 

Compared with the Navy jet 
engine employment plans, the 
civilian operation will mean a 
boost in employment to 5,000 
workers there, Tunis said. 

The following firms received sup- 
plemental defense contracts last 
week: GMC Truck and Coach divi- 
sion, $5,246,497 for commercial type 
diesel trucks and tractors; Dia- 


employes in the area. 
John Dykstra, Ford vice-presi- 
dent, said the plant had ex- 
hausted its supply of seamless 
tubing from strike-bound com- 
panies. Oldsmobile recently fur- 
loughed hundreds from its rocket 
production assemblies because of 
a shortage of the same material. 
However, Packard, which wound 
up its passenger-car operations last 
Monday, said it would continue 
work on its defense projects. 
Chrysler’s defense work to date 
has been unhurt and employment 
was expected to be doubled, despite 
an announcement from the Navy 
that Chrysler’s assignment to pro- 
duce a limited quantity of J-48 
engines had been cancelled. 











The “Steering Engineers” at Thompson’s 
Detroit Division had a big part in 
bringing to the automotive industry 
the first major improvement in 
front wheel suspension in 20 years— 
Ball Joint Suspension. 

The benefits are many—more space 
under the hood for wider engines 
. . . eliminates front suspension bind... 
gives better steering and handling 
. . . increases service life many times... 
greatly reduces front end overhaul 
time . . . reduces lubrication points from 
12 to 4 per car . . . cuts assembly 
time—on production line or in garage 


. .. eliminates removing front wheels, 


ENGINEERED STEERING BY THOMPSON... 















The new ball joint suspension, developed by 
Thompson Products and Ford Motor Company 
engineers, made its first public appearance 
as standard equipment on all 1952 Lincoln 
car models, It is the most advanced improve- 
ment in front end suspension in 20 years. 


bushings, draining brakes and realigning 
wheels when servicing the front end. 
This is only one of many improvements 
in which Thompson’s steering 
engineers have had a major part. 
Let us solve your steering problems. 
Our research, experience and 
manufacturing facilities are always at 
the disposal of all automotive 
manufacturers. Call us at WA 1-5010, 
Thompson Products, Inc., 
DETROIT Division, 7881 Conant Ave., 
Detroit, Michigan. 






| mond T Motor Car Co., $111,597 fo 
Spare parts, and Pressed Steel Ca: 


|Co. of New York, $9,000,000 fo: 
heavy duty low-bed trailers an 
| dollies. 


L-M 


(Continued from Page 2) 
Lincoln is now paying its way, 
both at the factory and at the 
dealer level. 

Any exclusive Lincoln dealerships 
that might be established in the 
indeterminate future would not be 
housed in mausoleum-type build- 
ings, it is believed. Factory think- 
ing along that line is said to take 
cognizance of the fact that some 
of the most discriminate shopping 
is done in the small, exclusive shops 
of the type that dot such streets 
as New York’s Fifth Avenue. 

Whether any exclusive Lincoln 
deals are ever set up, Lincoln own- 
ers are going to hear more and 
more of the theme that: When they 
bought a Lincoln, they didn’t just 
buy a car—they also acquired pres- 
tige. 

+ 7 t 

8 yp the coming months adver- 

tising will drum out the conten- 
tion that the Lincoln car has all 
the performance and quality char- 
acteristics, and more, to earn it the 
stature of being without a peer in 
the luxury automobile field. 

Fortune Magazine recently quot- 
ed Bayne as stating: 

“We lose money on the Lincoln 
car and we're tired of it. It’s 
easy to see what we must do to 
succeed, instead of moping along 
in the fine-car field. This car 
makes the Cadillac look silly, but 
you’ve got to get that attitude 
and get it sincerely.” 

This year’s Lincoln was new from 
the ground up, and factory people 
admit that further changes are 
planned in 1953 models. Some fam- 
ily resemblance to other Ford-make 
cars likely will be retained, but the 
desire prevails to make the Lincoln 
distinctively different appearance- 
wise from any other car in the in- 
dustry. 

* - a 

ftp move for at least partial sep- 

aration of Lincoln distribution 
from that of Mercury has been un- 
der wraps for a long time. Factory 
officials are said to feel that Lin- 
coln is now healthy enough to make 
the break, if a break is merited. 

In the past few months sepa- 
rate Lincoln sales staffs have 
been formed at the factory level. 
Everything has been planned in 
case the day of L-M divorcement 
should come. 

Any divorcing action would nat- 
urally have its implications for 
Mercury dealers. However, L-M 
dealers who now give up the Lin- 
coln line are having the resulting 
loss in factory quotas made up by 
additional shipments of Mercurys. 

Some ambitious production plans 
for Mercury will be dusted off as 
soon as the government frees auto 
makers from material usage con- 
trols. 

* * * 

prAsors as Mercury dealers 

over the past several years have 
averaged the sale of more new cars 
per dealer than dealers in any oth- 
er lines of cars, additional Mercury 
output will undoubtedly result in 
expansion of the Mercury dealer 
body. 

As of last week, there were 1,733 
Mercury deals operating through- 
out the U. S., including those dualed 
with the Ford and Lincoln lines. 
However, the bulk of Mercury’s 
production is distributed through 
only about 1,250 dealers. 

In addition to its avowed pur- 
pose of “beating Chevrolet,” Ford 
Motor Co. is seriously envious of 
the sales positions enjoyed by 
Cadillac, Oldsmobile and Dodge. 

The 1952 Lincoln, of course, was 
aimed at Cadillac. Higher Mercury 
production could only be channeled 
to those parts of the market nov 
being accounted for by Oldsmobil: 
and Dodge. Both the latter makes 

|now top Mercury on the industry’: 
sales ladder. At present, the Mer 
|cury is also looking up at Stude 
| baker, which is one step ahead in 
| registrations. 

Whatever action is taken in th« 
| future, L-M officials have come t 
|the conclusion that there are toc 
many Lincoln outlets in the metro 
politan areas of the nation. 

L-M dealers seem to agree. They 
say they have been thrown into a 
turmoil of competition against each 
other as far as marketing Lincolns 
is concerned. 
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PAST PRESIDENT OF N. A. D. A. ENDORSES COMMERCIAL CREDIT. 
Mr. R. D. McKay, president of R. D. McKay Motor Co., 
Wichita, Kansas, has been in the automobile business 
since 1914, and has used CoMMERCIAL CREDIT PLAN for 
over 27 years. Mr. McKay says: “I like dealing with 
ComMeERrcIAL Crepit because of the mutual friendship and 
respect between our organization and all the repre- 
sentatives of CoMMERCIAL Crepit.”’ Contact your nearest 
ComMERCIAL CREDIT office for details on wholesale, factory 
drive-away, demonstrator and retail financing plans. 


NEW ENGLAND DEALER ENTHUSIASTIC ABOUT COMMERCIAL CREDIT. 
Mr. Howard Seyffer, president of the Brookshire Co., 
Pittsfield, Mass., changed to the ComMeRcIAL CREDIT 
Pian because he was dissatisfied with his previous 
financing arrangement. He says: “Our COMMERCIAL 
CREDIT representative gives us new ideas in new and 
used car marketing . . . holds sales meetings with our 
sales force, giving them many valuable pointers. Fast 
credit approval is especially important. I never made a 
wiser move than switching to COMMERCIAL CrepiT!” 





YEAR AFTER YEAR—Commercial Credit financing 


is complete, competent, dependable 





COMMERCIAL CREDIT CORPORATION 


A subsidiary of Commercial Credit Company, Baltimore . . . Capital and Surplus 
over $125,000,000...offices in principal cities of the United States and Canada. 


COMMERCIAL? 
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Special Oldsmobile Parade Model— 


Carol Bostrom shows off the interior of one of 31 special 1952 Oidsmobile Classic 
98 convertibles that were produced by Oldsmobile this year for special parade 
occasions. Each car is painted a bright metallic green and upholstered in white 
leather. The steering wheel, instrument panel and floor mats also are green. These 


speculating about how many car producers will use cast 
- crankshafts in their 1953 and 1954 
"== |low-compression, V-8 engines. 





cars have been seen in the Shrine parade at Miami, and in the parade for Gen. | cast crankshaft. The shorter, heavi- |their designs, including better lu- 
'er cranks used in V-8 engines are,' brication (from the graphite), help- 


Douglas MacArthur when he visited Lansing and Detroit. 








Sometimes It's Better 


fO wHIsPeER 





That’s one thing we’ve learned in our 
current Saturday Evening Post series. 
Instead of shouting Valvoline claims, 
we just let the reader relax and look 
over some more pictures from our 
*“Motor Album.” But while he’s noting 
interesting facts about the old cars 
and the new ones... the foreign makes 
and the customs . . . we make sure he 
also gets the facts on tough, sludge- 
chasing Valvoline and the great pro- 
tection job it does for any car. 

As each new “Motor Album” ad 
appears, more and more car-minded 
people write us for additional informa- 
tion—the one sure sign we’re getting 
close attention from the tremendous 
Post audience of nearly 10 MILLION 
readers. Hundreds of these people live 
in your own trading area. Be sure they 
see a Valvoline sign when they drive 
up. If your sign needs replacing, get 
in touch with your nearest Valvoline 
branch today. 


Here’s the Latest 1/2 Page Valvoline Ad 
(shown in reduced size) 


As it Appears in 


p THE SATURDAY EVENING 















FREEDOM-VALVOLINE OIL 


Old Cor—Coyrtesy Floyd Clymer’s Historical Scrapbook 





FOB FACTORY 








Foundries Hail Trend 
To Cast Crankshafts 


1 age od experts, who are naturally hopeful the market 





ful damping capacity, less machin 
ing and lower cost. 

They say cast crankshafts hav 
proved themselves in service Ove) 
tens of millions of miles, including 
heavy-duty service in trucks and 
buses. They argue further that the 
high strength of nodular iron (as 
compared with ordinary cast iron) 
eliminates any doubts that may 
exist about the strength of the cast 


material. 
* * * 


for their products will show continuous growth and | Easier Machining 
healthy expansion, are having an interesting time these days | 


Among the major produc- 
ers, Ford has stood alone in 
the passenger-car field for many 
years in the use of cast rather than 
forged crankshafts. Although much 
development work remains to be 
done, it is likely the Rouge produc- 
er will be joined in the next year 
or two by at least two other car 
producers, including some major 
manufacturers. 


There are several factors contri- 
buting to the new trend toward 





OLD . . . You were really somebody back in 1905 when you 
thundered past in your majestic Decauville—and you were 
smart if you protected its costly engine with Valvoline. 





CUSTOM .. . Fenders made from airplane belly tanks give 
this special job a look all its own. And with Valvoline always 
on guard against sludge, this car has a long road ahead. 


-———, 


FOREIGN . .. Streaking low across the English countryside, 
the racy Alvis is a sportsman’s dream. And Valvoline, 
““World’s First Motor Oil,” keeps it humming sweet as new. 


he 


& 


cars equipped with new | 





|of course, an important reason for | 
|the current interest in cast mate-| 
| rials. However, technical advances | 
jin the foundry, including the new | 
shell molding technique and the in- | 
troduction of a new and stronger | 
cast material, nodular iron, are also | 
important factors. 

* * * 


It is impossible to get agreement 
among auto engineers as to the 
relative merits of cast versus forged 
crankshafts for automobiles. How- 
ever, the champions of cast crank- 
|shafts claim many advantages for 











YOUR CAR... Keeping gritty, grinding particles from 
vital motor parts—that’s a job Valvoline was made for 
Tough, sludge-chasing Valvoline, with its famous film of 
protection, means longer mileage, less wear, fewer repairs. 
Change to Valvoline, made from the world’s best crude! 


Me 


V 


The World’s First 
MOTOR OIL 


An Affiliate of Ashi: 


If your car manufacturer recommends 
heavy. duty oil, use Valvoline HPO 


ALVOLIN 


COMPANY — FREEDOM, PENNSYLVANIA 
d Oil & Refining 


E 
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Custom Cor—Courtesy Motor Trend Mogeozine 


HERE are other reasons why 

the auto industry is now taking 
another close look at cast crank- 
shafts for V-8 engines. One impor- 
tant reason is the amount of ma- 
chining required on a forged crank- 
shaft. 

For example, a qualified engineer 
has reported that a typical forged 
crankshaft may require 15 to 18 
more pounds of metal than the fin- 
ished product. The amount of metal 
needed for the kind of crankshafts 
being cast today may be eight to 
10 pounds over the finished weight. 
The cast material, it should be 
pointed out, machines more readily 
than steel and can be removed 
at a faster rate. 

Using the new shell mold tech- 
nique and nodular iron, a crank- 
shaft may be accurately cast 
within five pounds or less of its 
finished weight. Moreover, any 
material that is removed, is the 
easiest to machine of any of the 
three materials now being used. 


The case for cast crankshafts for 


| passenger cars is not buttoned up 
| by any means. Production costs of 
| shell molded crankshafts, it is relia- 


bly reported, are still relatively 
high. While these costs can be ex- 
pected to come down somewhat, 
some cost experts insist they still 
see a cost advantage in favor of 
forged crankshafts, despite admit- 
tedly higher machining expense. 
* * * 


More Efficiency, Too 


A*Ct=am argument made by the 

foundry industry is that ability 
to cast crankshafts very nearly to 
shape, and without regard for forg- 
ing drafts, metal flow and other 
factors, permits them to design a 
more efficient crankshaft. Propon- 
ents of forgings disagree. 

In the final analysis, the issue 
of cast crankshafts versus forged 
crankshafts for automobiles will 
be settled by the dollar, which has 
always been the supreme judge of 
engineering disputes. 

Assuming each proves satisfac- 
tory in service—and this seems to 
be admitted by both factions—the 
lower cost item will eventually 
drive out a higher cost item. This 
has happened so many times in the 
auto industry it now goes almost 
without saying. 





Corporate Salaries 
Held Inadequate 
In View of Profits 


NEW YORK.—Alone among wage 
earners, the executive today has a 
lower standard of living than he 
did in 1940, and discriminatory in- 
come taxes should have only a part 
of the blame. 

That’s the opinion of Austin M. 
Fisher of Fisher, Rudge & Neblett, 
Inc., New York management con- 
sultants, who declares this condi- 
tion is also due to _ unscientific 
corporate salary policies. 

Speaking at the Midwestern Con- 
ference of the Controllers Institute, 
held recently in Cincinnati, Fisher 
pointed out than an executive who 
earned $15,000 in 1940 would have 
to earn $31,400 today in order to 
have equivalent take-home pay, 
while one who earned $25,000 in 
that year would require $59,100 
now. 

To show how poorly executives 
have fared, Fisher cited statistics 
gathered by the American Manage- 
ment Assn. and the Bureau of 
Labor Statistics. 

“A study of 259 representative 
companies,” he said, “shows that 
during the period 1945 through 
1950, corporate officers on the aver- 
age increased their earnings by less 
than 16 percent. Compared to this 
showing, these same companies en- 
joyed an increase of 130 percent 
in net income. Also during this 
same period the cost of living rose 
43 percent. In the period 1949 
through 1950, net profits of the 
same group of companies increased 
30 percent, where as corporate of- 
ficers’ salaries increased only 6 per- 
cent.” 
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Reports from Various Areas. . . 





Auto Market Page 


Cleveland 


Evidence of a shortage in both 
new and used cars is mounting 
here, as dealers report there are 
hardly enough cars to fill the 
showrooms. 

The Cleveland Automobile Deal- 
ers Assn. said that new-car sales 
for June totaled 5,725 cars, as com- 
pared to 7,862 in May. 

By makes, cars were sold as fol- 
lows: 

Buick, 344; Cadillac, 225; Chevro- 
let, 1,007; Chrysler, 220; Crosley, 
3; DeSoto, 114; Dodge, 539; Ford, 
905; Henry J, 41; Hudson, 125; 
Kaiser, 67; Lincoln, 25; Mercury, 
225; Nash, 208; Oldsmobile, 271; 
Packard, 110; Plymouth, 652; Pon- 
tiac, 357; Studebaker, 182, and 
Willys, ¢4.— (Sanford Markey.) 

+ 


Houston 
New-car registrations amounted 
co 2,655 for June in Harris county, 





which is up from the 2,623 for May. 
Commercial vehicles also _ rose 
slightly, with 522 for June as com- 
pared to 519 for May. 

New-car sales by makes were re- 
ported as follows: 

Allstate, 10; Buick, 200; Cadillac, 
59; Chevrolet, 483; Chrysler, 68; 
Crosley, 2; DeSoto, 33; Dodge, 344; 
Ford, 585; Henry J, 2; Hudson, 34; 
Kaiser, 7; Lincoln, 17; Mercury, 
88; Nash, 49; Oldsmobile, 96; Pack- 
ard, 50; Plymouth, 270; Pontiac, 
181; Studebaker, 63, and Willys, 13. 


—(R. Fenoglio.) 
+ * * 


Manhattan, Kans. 

The May report of the county 
treasurer in Riley county (Man- 
hattan), showed that new-car sales 
forged ahead of April by 14 units. 
New trucks also took a jump. 
Fourteen new trucks were sold in 
May, as against eight in April. 

Sales of new cars by make 
during May were Ford, 16; Chev- 





rolet, 13; Plymouth, 11; Pontiac, 
9; Studebaker, 9; Dodge, 7; Nash, 
7; Buick, 4; Mercury, 3; Olds- 
mobile, 3; DeSoto, 2; Willys, 2; 
Cadillac, 1; Hudson, 1, and Lin- 
coln, 1, | 
New-truck sales by make were | 
Chevrolet, 5; Ford, 5; International, | 
2; Dodge, 1, and Studebaker, 1. 

Used-car sales slumped. There | 
were 318 sold in May, compared | 
with 333 in April. — (George M. 
Hunholz.) 








eel 


A three-wheeled auto—the 
Raleigh—was introduced in 1930s. 


AvToMUTIVE 











* * * 


Detroit 
June registrations of new cars 
fell behind the May total in Wayne 
county, according to the Detroit 
Auto Dealers Assn., which reported 





55; Plymouth, 1,300; Willys, 46; 
Buick, 753; Chrysler, 299; DeSoto, 
308; Dodge, 840; Hudson, 199; 
Kaiser, 93; Mercury, 711; Nash, 





12,735 cars titled in June as com-| 463; Oldsmobile, 496; Pontiac, 

pared to 13,572 in the previous| 759; Studebaker, 263; Cadillac, 

month. 368; Lincoln, 118, and Packard, 
By makes, cars were sold in| 201. 

Wayne county as follows: New-truck registrations also were 
Austin, 1; Chevrolet, 2,348; | down for the same period, the re- 


Crosley, 3; Ford, 3,105; Henry J, port said, with 927 units sold in 
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all Reynolds & 


leaved, Repair Orders speed service de- 
partment operations . . . eliminate carbon 


paper fumbling 


easy-to-read copies. 


---one of the several hundred 
sales aids and operating systems that 





,..service sales are increased with 
REYNOLDS & REYNOLDS “Service Selling” 
REPAIR ORDERS! 


Reynolds & Reynolds Service Selling 
Carbon Interleaved Repair Orders increase 
service sales by reminding the Service Sales- 
men and customers of additional services 
required. Protective service operations and 
the mileage intervals at which they should 
be performed are printed on the repair 
. to your specifications. 

Reynolds & Reynolds offers you a large 
selection of iesaleed repair orders. How- 
ever, if your operation requires a specially 
designed repair order, Reynolds & Reynolds 
can develop and produce it, from a rough 
sketch . . . economically. And remember, 


Reynolds Carbon Inter- 


. . - and insure legible, 


build and protect your profits, produced 
by Reynolds & Reynolds 


write today for samples and complete 


The publicity received from winning 
the grueling New York to Paris 

race increased the sales 

of the Thomas Flyer. Only three 

of six cars finished the race. 


—from Floyd Clymer’s Historical Motor Scrapbooks 
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June as compared to 1,028 in May 
—(Sam Sampson.) 


+ * x 


San Antonio, Tex. 


Despite loosened credit restric- 
tions, June vehicle sales in Bexar 
county showed a decline of 12 units 
in June from May figures. 


Car sales dropped from 1,022 to 
947, truck sales from 100 to 81 and 
commercial vehicle sales from 114 
to 97—a general drop in all classi- 
fications. 

Chevrolet led the new-car sales 
with 185, followed by Ford with 
146 and Dodge with 81.—(J. H. 


Reed.) 
2 * - 


New Orleans 


New-car sales in New Orleans for 
June amounted to 1,285 — 1,227 
through authorized dealers and 58 
through non-franchised outlets. The 
June figure was only 64 short of 
the previous month, May, when 
1,349 units were registered. 

Individual sales by makes through 
authorized dealers were: Chevrolet, 
211; Plymouth, 186; Ford, 180; Pon- 
tiac, 99; Buick, 93; Studebaker, 87; 
Dodge, 57; Nash, 56; Oldsmobile, 
53; DeSoto, 39; Mercury, 39; Chrys- 
ler, 31; Henry J, 21; Cadillac, 19; 
Packard, 18; Lincoln, 8; Willys, 7; 
Kaiser, 7; Hudson, 6; Crosley, 3; 
Austin, 2; Consul, 2; Hillman-Minx, 
2, and MG, 1. 

Individual sales by makes 
through unauthorized outlets 
were: Chevrolet, 15; Plymouth, 
11; Pontiac, 5; Oldsmobile, 4; 
Mercury, 4; Dodge, 4; Ford, 3; 
Buick, 3; Cadillac, 3; Chrysler, 3; 
Willys, 1; Lincoln, 1, and De- 
Soto, 1. 

New-truck sales for June totaled 
210, as compared with 193 in May. 

Individual sales by makes were: 
Chevrolet, 76; Ford, 41; Dodge, 27; 
GMC, 20; International, 18; Stude- 
baker, 9; Reo, 5; Willys, 5; White, 
4; Mack, 3, and Diamond T, 2.— 
(Gordon Hebert.) 

* 


* * 


Hutchinson, Kans. 


Up to June 1, Reno county, Kans., 
(Hutchinson) had issued 17,755 car 
licenses this year, compared to 16,- 
873 during the same 1951 period, 
or a gain of 902. 

An increase has also been noted 
in truck registry. In the five-month 
period last year truck tags issued 
totaled 5,458, against 5,919 regis- 
trations in the first five months of 
1952 for a gain of 461 units. 

The records show an overall total 
of 1,363 plates sold by the Reno 
county treasurer’s office between 
Jan. 1, 1952 to June 1, 1952. 

Altogether last year, 18,937 car 
licenses and 6,124 truck tags were 
sold. It is believed that last year’s 
total will be surpassed during 1952. 
—(George M. Hunholz.) 

* *x * 


Birmingham, Ala. 
Sales of new cars here for June 
were slightly off from the previous 
month, showing a loss of 61 units. 
Total for June was 1,001, as com- 
pared with 1,062 in May. 


Sales by makes: Allstate, 3; 
Buick, 72; Cadillac, 23; Chevrolet, 
251; Chrysler, 33; DeSoto, 18; 


Dodge, 49; Ford, 190; Henry J, 10; 
Hudson, 12; Lincoln, 6; Mercury, 
39; Nash, 26; Oldsmobile, 48; Pack- 
ard, 11; Plymouth, 97; Pontiac, 58; 
Studebaker, 27; Willys, 8, and mis- 
cellaneous, 1. 
Dealers report that sales of 
cars were under those of 
the month previous but that they 
were able to get better deals with 
prices slightly higher. 

The steel strike in this district 
was beginning to be felt and re- 
ports show that sales of new and 
used cars for the first week of July 
were under those of June.—(Sruart 


Riddle.) 
* * # 


Ottawa 

Used-car dealers here are going 
all-out to push sales of late models. 
Some of them say their stocks of 
1950 and 1951 models are too heavy 
for “financial comfort.” 

“I'd rather break even on such 
cars,” said one dealer, “than lose 
money while waiting for a mar- 
ket upturn.” 

Another dealer said he would not 
turn down any reasonable offer to 
get such cars out of his stock. 

“Frankly,” he said, “I’ve been 
losing some money on most of my 
recent deals, but I’ve got to get my 
inventory on a more realistic basis.” 





—(M. L. Schwartz.) 
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Bored by Sales Clinics 


His factory’s merchandising 
schools and sales clinics are dry 
as dust, complains one Detroit 
dealer, and they'll have to be re- 
vised drastically before they can be 
expected to hold the salesman’s 
interest. 

“The way it is now, these clin- 
ics aren’t doing a bit of good,” 
this dealer says. “We send our 
men to attend a course that lasts 
a week or 10 days, and after one 
session they don’t want to go 
back. 


“The trouble is that the subject 
matter hasn’t been changed in a 
generation whereas the general 
tempo of life has stepped up con- 
siderably. The factory men still use 
the same old routines, the same 
old talks and charts and statistics. 

“Films with a touch of humor 
might help. You always remember 
something longer when you get a 
chuckle out of it.” 

e * 7 

‘Having Wonderful Time’ 

When he goes away on vacation 
this year, Ed Snethkamp jr., sales 
manager of Snethkamp Auto Sales, 
Inc. (Chrysler-Plymouth), will re- 
member to send postcards to 500 of 
his past customers and future pros- 
pects. 


As part of his “personalized” 
selling technique, Snethkamp 
keeps an elaborate file of in- 
formation on his buyers, includ- 
ing their birthdays, spare-time 
activities and any new children 
in the family. 

The file provides a good “in” for 
telephone conversations. Sneth- 
kamp can, for example, ask a pros- 
pect whether he’s been fishing 
lately and, if so, how his car stood 
the trip. 

Snethkamp’s father has been a 
Chrysler dealer for 34 years. An- 
other son, Bill, is vice-president 
of the firm. 

= . om 


Chrysler Hand-Work 


Out at Chrysler division’s E. 
Jefferson Ave. plant, a pro- 
gram will soon get underway 
to build 200 hand-made models 
of the division’s 19538 line of 
cars. 

As of last week, with final 
assembly lines idle since July 
11 because of the steel strike, 
Chrysler division still had 9,- 
800 units to produce to com- 
plete its 1952 model run. Some 
of the 1952 model run may be 
lopped off, depending on how 
long it takes to refill supply 
lines after settlement of the 
steel strike. 

* e . 


U. C. Prices Seen Rising 


A steady improvement in used-| 


car prices, touched off by the tight 
new-car situation, is predicted by 
a Melton, owner of Melton Nash 


Any wage increase in the steel 
industry eventually will be reflected 
in the cost of new cars, Melton 
believes, and this will tend to keep 
used-car prices up. 

es ¢ 


Buick V-8 Coming 


Buick dealers hear that the 
new V-8 engine promised them 
in 1953 will not be immediately 
available in all lines of Buick 
cars. Initial production of the 
engine reportedly will be so 
limited that installations may 
have to be restricted to Road- 
master models. 

ee 8s s 


Hunt for Clean Cars 


A survey of the used-car lots on 
Detroit’s Livernois Ave. reveals 
that franchised new-car dealers are 
looking for good used cars to keep 
volume going. 

One used-car dealer said that he 
had talked to several new-car 
dealers who were looking for ’51 
or ’50 models (preferably of their 
own make) to offer the public. 

But, the used-car dealers say, 
clean cars “are hard to come by,” 
and that very few dealers are 





willing to wholesale used cars at 





With the Staff... 
ALONG DETROIT'S AUTO ROW 


terms of 18 months or less, but re- | 


an advantageous price to the 

new-car dealer. 

Used-car dealers, who operate} 
service shops in connection with 
operations, appear to be in better) 
shape for whatever is to come than 
those who do not. 

“They can make clean cars out 
of average units,” one dealer said. 
“I wish I had a service shop, for 
a while, at least.” 

+ * 7 


Moderate Credit Needs 
James E. Funston (Chevrolet) 
finds that most of his new-car cus- 
tomers still are content with credit 








laxed installment-buying restric- 
tions have made a big difference at 
his lot. 

Used cars are moving briskly, 
according to Funston, with the 
emphasis on 1949 models. “We 
can’t keep a °’49 in stock,” he 
says. “It’s sold the same day we 
take it in on our lot.” 


New-car sales are picking up, too, 
Funston says. When contacted, he 
had just a two-day inventory. 

Funston recently succeeded to 
the Chevrolet dealership following 
the death of his father, I. L. Funs- 
ton. 
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New TV Set Is Opening Prize— 

William C. Rux (smiling, right, center) and Archie M. Hylton opened their new 
dealership, Hylton and Rux (DeSoto-Plymouth), Lakeland, Fla., by awarding a new 
television set to a lucky visitor. Rux formerly was district sales representative in Sara- 





sota, Fla., for DeSoto's Atlanta region. 











For a modern VISUA Lo 
GLASS) 


LIBBEY: OWENS: FORD 


GLASS DISTR 


I@RONT see your nearest 





IBUTOR 


a a+ == 4 


A VISUAL FRONT MAKES 
PASSERS BUY! 


Have you investigated the cost of bringing more people 
into your store? Chances are it would be lots less than 
you think. 

You can find out quickly from your local L-O-F Dis- 
tributor or Dealer. They know local conditions and 
codes. They can recommend local architects and con- 
tractors who will help you get the maximum return on 
every modernization dollar you spend. 

Your L:O‘F supplier has the best and most complete 
line of storefront materials—L-*O-F Polished Plate Glass, 
Golden Plate to cut down fading of displays, Thermopane* 
insulating glass units, 7uf-flex* doors to open up en- 
trances, Vitrolite* glass paneling to beautify exterior sur- 
faces, L-O-F plate glass mirrors for interior beauty. 

Send the coupon for your free copy of our Visual 
Fronts book, and for the name of L-O-F Dealer or Dis- 


tributor nearest you. *® 


[2 FREE BOOK ON VISUAL FRONTS 
Libbey-Owens-Ford Glass Co. 

7672 Nicholas Building, Toledo 3, Ohio 

Send me your book on Visual Fronts and the name of the nearest L-O-F Distributor. 


Name____ —_ i ia a ‘a 
(Please Print Plainly ) 
Address _ 


___ Zone_ State 


City___ Ss. 

















—.. and then, as a matter of 
courtesy, I have to delay the 


distribution of my nuggets of wis- | 


dom and experience to answer some 
of my private correspondence. Since 
many of the oldtimers seem to re- 
member the same things, I can 
cover most of them in a limited 
number of short paragraphs. I'll 
make them snappy ... but. . 
honest. 

J. C., San Jose, Calif. . . In the 
spring of 1910, speaking at the 
Bohemian club, in San Francisco, 
I told the story of the Rambler 
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owner who pushed his car off the 
ferry into the bay because he was 
sore at our dealer. The full page 
ad I ran about the incident made 
the Rambler popular in the Bay 


region... The headline ... “HE 
BURIED HIS BEEF IN THE 
BAY.” 

Jack N., Kansas City ... The 


by Bonfils, piqued because the 
| Star was getting the business, ran 
a sarcastic headline. “Rambler 
Owner Arrested for Speeding.” I 
bought a full-page in the Star 
| credited that paper with “covering 
| the southwest like a blanket” and 





|interested what was then the fin-| 


est distributing organization west 
of the Mississippi . . . The headline 
. . . “Every Man Believes in his 
Lucky Star.” 

Tom K., What Cheer, Ia. ... The 
Rambler “Cross Country” was the 
first nationally advertised car to 
publicize a distinctive model name. 
The Stutz “Bear Cat” and the Ap- 
person “Jack Rabbit” followed. 


Charles P., Des Moines... When 


-| the so-called “La Salle-Hupp” ap- 


| peared, it was a knockout. George 
France, our Des Moines distributor 
(Hupp and Jordan) showed me an 
advance picture at the Fontanelle 
hotel in Omaha. I wired Charlie 





"Parking is as easy as dialing a telephone !" 


| 





Kansas City Journal, then owned} |} 


Wi 


Buffalo Dealer Displays 1905 Cadillac— 









Contrast of a 1905 Cadillac with the golden anniversary models drew steady traf- 


fic to the showrooms of Maxson Cadillac-Pontiac Corp., Buffalo, during a recent three- 
day showing. The 1905 model, complete with duster-clad mannequins, was mounted 
on a pedestal to give it prominence. 





Bradley of Cleveland, 
his group buy all the Hupp stock| reached 75. The Cleveland syndi- 
they could find at 17... the mar-/| cate later bought 
ket quotation. I knew Hupp would | 
double its sales and profits. It had 
always been a fine car mechanical- | 
ly, but lacked style. If only the | 
loyal old owners bought new Hupps, | 





suggesting | I 


the result would be a “pushover.” |. . 





sold my share when the stock 


the Hupp Co. 
* 


* * 


Jackson Car’s Slogan 


ON T.... Wetkegan, Til... . 
The Jackson car had a slogan 
. “No hill too steep ... no sand 





offers you the ease of Full Power Steering, 


the safety of Power Braking, the pleasure of 


No-Shift Driving, the spectacular performance 


of the mighty 160 h.p. Fire Dome V-8 or the 


economy of the Powermaster Six. It is the 


year’s most-talked-about car. See it! Drive it! 





~ - 


ie 
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DE SOTO-PLYMOUTH Dealers present GROUCHO MARX every week on both RADIO and TY,..NBC networks, 


too deep” when they challenged 
Charlie Jeffery of the Rambler to 
a contest. Our reply was dignified 
and concise. Gentlemen: Your sug- 
gestion merits careful consideration 
and time. After you go out and get 
a reputation we shall be pleased to 
hear from you again.” 

Henry H., Scranton, Pa... . When 
the Velie car appeared it had a mo- 
tor much like the Continental, then 
used in the Overland. I suggested 
to Ross Judson, president of Conti- 
nental, that he give the Velie mo- 
tor a distinctive trade mark with- 
out changing the design. That was 
the origin of the “Red Seal” Conti- 
nental motor. 


John O., Boston .. . When the 
Jordan car appeared with that 
arrow head trade mark on the 
radiator, suggested by that in- 
signia engraved by nature on 
Arrowhead mountain, near San 
Bernadino, Calif., my pal George 
Graham, of Pierce Arrow, politely 
inferred that we might be “steal- 
ing his stuff.’ I wrote George 
with humility . . . Dear George: 
God created that arrowhead on 
that massive mountain. Mr. Birge 
and Col. Clifton created the 
Pierce Arrow. We could not of- 
fend the Almighty, even by de- 
ferring to the gods on your 
Mount Olympus. If we decide to 
change the name of the car to 
the Jordan Great Arrow, then 
your implied criticism might be 
actionable.” 

Frank M., Washington, D.C... . 
What about my carefree statement 
that this cock-eyed world is run my 
women? Well . .. Frank, I’ve been 
around and sometimes much to my 
discomfiture, I’ve come to trust 
that judgment. A southern gentle- 
man and his wife once walked into 
our Chicago salesroom . . . “S-o-h 
|. .. this is the great Jerden,” said 
|the wife . . . “Excuse me dear,” 
said the husband, “The name is 
Jordan.” “Listen, big boy,” said the 
wife, “ah-m-m fum the south and 
if we buy this car, we'll call it the 
Jerden.” 


Carl Nordstrom, Minneapolis .. . 
It was Pat Downes of P. J. Downes 
Co. who went to Winnipeg with me 
to share the Rambler distributor- 
ship of all western Canada. Pat’s 
terriory (farm machinery and auto- 





| mobiles) then stretched all the way 
| from the Cascade mountains to St. 
| Paul, and from the Minnesota-Iowa 
| line to Hudson’s Bay. (There was a 
| fine Irishman.) 


| Harry L., New York . . . How 
| did we choose the colors for the 
| Playboy? Red is the color of the 
}sun ... Blue is the color of the sky 
|. . . Green is the color of the grass 
. Eve exudes the hue of pink 
. often smells of lavender... 
| tastes like old Burgundy wine... 
|Could anything be simpler? .. . 
| Adam always falls. (No use fight- 
ing it... boy... they’ve got us 
licked from the first bell.) 








New - Miracle LIGHT 


The best lighted avto sales agencies and 
cor lots get the You can do the 
same with POST-LITES, the glamorous 
outdoor fluorescents that are sold on a 
written guarantee to increase your busi- 
ness satisfactorily within 30 days or you 
may return the lights for full refund. This 
guarantee is over two years old, yet not 
one POST-LITE has been returned. In- 
creases in patronage as much as 500% are 
directly traceable to these lights. 


Act NOW! Beat your competition to the punch with these 

new miracle lights that give 10 times the light at half the 

cost, It's the best and cheapest advertising you can buy. 
j You can’t miss! 


PS 
MAIL COUPON FOR FREE CATALOG 


|| W. H. Long Co.--101 W. Illinois St.--Chicago 10 ! 
Est. 1911. 41 Yearsof Guaranteed ServicetoIndustry | 
Please rush FREE Catalog, Prices and details | 
of your Written Money-Back Guarantee. 





Address 





City 


| Lined eemenneieneniimamames 


Salesmen: Exclusive Territories Open 





State | 
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Economy Ax Swings 


At OPS Workers 





By William Ullman 

Washington Correspondent 
Wi Congress did not finally fold up the economic sta- 
bilization agencies as threatened, it did make a sizeable 


dent in operating staffs by cutting President Truman’s re- 
quested ESA budget from $103 million down to $60 million. 


It appears that sum will be* 
just about enough to finance 
some 10,000 of the 17,000 


workers for the 10-month 
period the agencies have to live, | 
according to the terms of the} 
amended Defense Production Act. | 
There will be an immediate cut of 
4,000 jobs, it is understood. 

Economic Stabilization Chief 
Roger Putnam was voted the entire | 
budget, which he has tentatively} 
decided to allocate as follows: 
OPS, $37 million. The President} 
requested $68 million for it. By far| 
the largest job cut will be in OPS.} 
The Wage Stabilization Board got} 

Re $9,500,000, com-| 
pared to $16 mil-| 
lion urged by the 
President. | 

Office of Rent! 
Stabilization, $11) 
million. The Pres-| 
ident asked for} 
$15 million. Sal-| 
ary Stabilization | 
Board, $2 million, | 
s eS compared to $3,- 
William Uliman 315,000 requested. 
Administrator’s Office, $400,000 in-| 
stead of $465,000; and Airline and| 
Railway Wage Board, $80,000 com- 
pared to the $120,000 proposed to} 
Congress. 

“We plan to make the mini- | 
mum cut possible at this time,” | 
one official explained, “in the | 
hope that inflation pressures will 
ease off in the next six months 
when steeper cuts will be made.” 
After the first big cut is made,. 
he added, most jobs that are 
vacated will be abolished. 
Another spokesman said that 
about half of the field offices of 
OPS and other stabilization agen- 
cies will be ordered closed in the 
first big cutback. He said that em- 
ployes to be laid off wculd be given 
a 30-day on-the-job notice, and 
that an office would be set up to 
find jobs for those to be laid off. 
Meantime, a bloc of OPS em- 
ployes here who are faced with 
the ax have proposed that the first 
to go be those employes who have 
job restoration rights in other fed- 
eral agencies, 


OPS Hit Hard 

HE entire staff of the OPS will 

be cut more than half by Sept. 
1, with about 700 of the 2,500 em- 
ployes in national headquarters 
here being dismissed. Price Chief 
Arnall said that 5,400 of the 9,500 
workers in OPS field offices will 
be released. 


In 13 cities where there are 
both district and regional offices, 
offices will be merged. They are: 
Boston, New York, Philadelphia, 
Richmond, Atlanta, Cleveland, 
Chicago, Minneapolis, Dallas, 
Denver, San Francisco, Seattle 
and Kansas City. 

The slash will leave OPS with 90 
field offices, but specific personnel 
reductions remain to be established 
for them. 

Arnall said: “The cost of living 
is at an alltime high and defense 
expenditures are growing. There- 
fore, even though this slash in our 
staff will be a big handicap to us, 
We still intend to carry on the very 
best price control program we can. 
And we certainly don’t intend to go 
into a willy-nilly rush of lifting 
price ceilings just because our staff 
will be so reduced after Sept. 1.” 


| 






Allocations Explained 

RESENTING issue No. 7 of the 
- Defense Production Adminis-| 
tration’s list of basic materials and 
alternates, DPA Chief Henry! 
Fowler made the following com- 
ment on the steel, copper and 
aluminum situations: 

Steel—The categories indicated, 
for steel products reflect conditions| 
preva‘ ing prior to the steel shut- | 


down and the probable relative 
position soon after the resumption 
of operations, However, a_ long 
stoppage could accentuate more 
sharply the shortages in some spe- 
cific products. 

Copper— With resolution of 
Chilean copper price negotiations, 
government arrangements to per- 
mit U. S. consumers to pay world 
copper prices and to pass on most 
of the increased cost to their 
customers is expected to increase 
our available supply. If U. S. con- 
sumers purchase up to the limit 
allowed us by the International 
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liveries will be revived in the 
| third quarter of 1952. 

Aluminum—aAvailability of alum- 
inum is improving steadily and, 
barring unexpected emergencies, 
supplies by the second quarter of 
1953 should be ample not only for 
all defense needs, but also for those 
of nearly all civilian products as 
well. Stockpile deliveries are 
planned to be resumed during the 
fourth quarter of 1952. 


Mexico Stock Race 


‘Set for November 


| MEXICO CITY.—The third an- 
nual Pan American stock-car race 
lacross Mexico will be staged in 
November, it was announced last 
week by Pedro Vignaud de la Prida, 
= a : prominent lawyer and businessman 
; no : and one of the event’s principal 
=n sponsors. 

Nash Dealers Get Carbon Blaster "De te Pride sald President Sen 
J. D. Adair (left), president, Kent-Moore Organization, Inc., and W. A. Cook, Nash| guel Aleman again had promised 
| national service manager, are shown discussing oferation and use of the “Head-on" |his cooperation in the planning 

| carbon blaster, a recently developed equipment iiem for removal of carbon deposits | and supervision of the race. 
| from engine compression chambers. The carbon blaster is produced by Kent-Moore. The 1952 event will be from the 
lit is being made available to Nash dealers “for increasing service revenue and|Guatemalan frontier to the U. S. 
| owner satisfaction,’ according to Cook. border. The previous races termi- 
: nated at Ciudad Juarez, opposite 
Materials Conference, defense | creases for civilian copper con- | —] Paso, Tex., but the starting 
programs can be continued un- sumption appear probable in the | point was a considerable distance 
hampered, though only slight in- immediate future. Stockpile de- | from the Guatemalan border, 





* 2a} +d 
































"What we're making on radios doesn't 
add up to peanuts when you figure on 
our production delays, field com- 
plaints, and..." 











"Take it easy, Fred! 
Let's talk to Bendix. 
On their record, they 
can give us the produc-— 
tion...the quality... 
and the price we're 
looking for." 











That's right! Bendix can positively show you how to make more 
profit on your automobile radios. 


First of all, Bendix* Radio has solved more problems and tougher 
problems than any other radio manufacturer. That’s a plus to 
remember if you get snowed under with field complaints about 
your present radio. And, too, Bendix understands quantity pro- 
duction—from the precision methods involved to the split-second 
timing that’s necessary to meet tight schedules. It is this production 
know-how that has made Bendix a leading automotive supplier. 





Working closely with the automotive industry has taught Bendix 
plenty about price, too. They know that on high-production units, a 
few cents can mean the difference between profit and loss. Their 
engineers are constantly developing circuits with fewer components 
and lower cost. 


If you want to cut the cost and improve the quality of your auto 


radios, call Bendix. *REG. U. S. PAT. OFF, 


Get the complete story from our Detroit office. 
261 McDougall, Detroit 7, Mich. » Phone: LOrain 8-1419 and 8-1313 


BENDIX RADIO DIVISION of 


BALTIMORE 4, MARYLAND 


AVIATION CORPORATION 


Xt 
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HOUSTON.—-Complete withdraw- 
al by the federal government from 
the field of gasoline taxation “as 
soon as may be consistent with the 
needs of national defense” was 
urged in a resolution passed at one 
of the final sessions of the Gov- 
ernors Conference here. 


The resolution pointed out that 
gasoline taxes are paid by high- 
way users for roads “which are 
rapidly deteriorating because the 
funds needed to develop and 





Richardson Sells 10 to Sheriff— 


Ten Chevrolet patrol cars with special equipment were delivered recently to the 
sheriff at Monterey county, Calif. Undersheriff Vic Tibbs and some of the 10 patrol- 
men stand in front of the cars, which are equipped with sirens, red lights, spotlights 
and a two-way radio, all installed by Richardson Motor Co. of Salinas. 








U. S. Gas Tax Scored 


Governors Declare Federal Collections Bar 
Adequate Highway Programs 


maintain a modern highway sys- 
tem are not available.” 

In another resolution, the 45 gov- 
ernors attending the annual con- 
ference declared that the tax poli- 
cies of the federal government have 
made it “virtually impossible” for 
state and local governments to ob- 
tain the revenues which they re- 


quire and urged that Congress take | 


action to establish a commission on 
intergovernmental relations “to re- 


appraise our entire intergovern- 


mental fiscal and service struc- 


ture.” 

In discussing highway transpor- 
tation, Gov. Arthur B. Langlie of 
Washington declared: “Everyone is 
aware today of the traffic jam all 
over the country. The question fac- 
ing us is—What can be done about 
it? Highway building is a commu- 
nity undertaking of and for the 
benefit of all the people. There are 
more units of automobiles than 
homes in America today and the 
inability of our state highway de- 
partments to meet the rising de- 
mand for roads has caused much 
delay, which the people will not 
take.” 

Specific problems discussed by 
members of a panel on highway 


SETS BY MUSKEGON 


SERVICE PISTON RING SPECIFIC ENGINE! 


ARE DESIGNED FOR A SINGLE, 


i i igned especially 
i i he piston rings are designed 
a Wen 0 oy ae po A replaced, it is only logical that 
d especially for that engine too. 
ith the car manufacturer to design and 


As a result, engine and rings are truly 
nd economy. 
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,; ee , ~ 
Factory Approved and Factory Engineered Service — — € 
Bey ra ti car dealers and other authorized service 
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A set of service rings designed 
by Muskegon in collaboration 
with the engine maker*. 


T ton King? 

v MUSKEGON PISTON RING co.| 
MUSKEGON, MICHIGAN 

PLANTS AT MUSKEGON AND SPARTA | 


“THE ENGINE BUILDERS’ SOURCE” 





Copyright 1952 by Muskegon Piston Ring Company 


*Name on request. 



























safety included the lack of public 
| Sympathy over highway deaths, the 
| need to coordinate enforcement and 
public education, lack of uniform 
traffic laws and ordinances, and 
the need to assist teen-age drivers 
on the necessity of making safe use 
of motor vehicles. 

Gov. Alfred E. Driscoll of New 
Jersey warned that, despite suc- 
cess to date of the New Jersey 
turnpike, it should not be used 
as a pattern for other toll roads 
because the toll road idea might 
be overdone. 


No action was taken on a pro- 
posal by Maryland’s Gov. Theodore 
R. McKeldin urging the construc- 
tion of super toll highways for 
“interstate buses and big over-the- 
road trucks, separate from those 
used by passenger automobiles and 
other light-weight vehicles.” 

Gov. McKeldin said, “I am not 
anti-truck and pro-railroad, or vice- 
versa. This suggestion is in the gen- 
eral public welfare—including the 
welfare of the companies operating 
buses and trucking businesses.” 

Upon Gov. McKeldin’s invitation 
for comment by the trucking indus- 
try on his proposal, John V. Law- 
rence, managing director of the 
American Trucking Assn., declared, 
in part: 

“The trucking industry will be 
glad to explore with Gov. McKeldin 
or any other appropriate person or 
group the future possibility of sep- 
arate roads for larger vehicles .. . 
Neither the governor of the Free 
State nor any other responsible 
public official probably contem- 
plates as part of such a highway 
plan the double-taxation for new 
separate roads of large trucks. In 
many cases single trucks now pay 
| $3,000 or more annually in use taxes 
and in some states pay annual road 
taxes equivalent to those a smal] 
passenger car would pay: in 70 
years.” 


Ramblers Aeoauas 
‘For 40 Percent of 
Nash Production 


SEATTLE.—Rambler models 
comprise 40 percent of the Nash 
cars now being produced, it was 
| disclosed by H. C. Doss, Nash gen- 
| eral sales manager. Doss said there 
|are 110,000 Ramblers on the road. 
| He said the 1953 Rambler would 
feature considerable changes, with 
styling by Pinin Farina, who de- 
signed the 1952 Statesman and Am- 
| bassador models. “Hardstops” will 
be introduced soon in the latter 
two series, Doss said. 

Doss addressed Nash dealers, 
factory field representatives, and 
newspaper and radio men at a 
luncheon here. 








Wholesalers Permitted 
To Buy Scrap Rubber 


| WASHINGTON.—Wholesale rub- 
|ber dealers are now permitted to 
| buy without ceiling price limita- 
| tions mixed lots of used tires and 
tubes offered for sale by agencies 
|of the U. S. government. This au- 
thorization was provided by OPS 
last week in Amendment 3 to CPR 
59, effective July 8. 

Thus the dealers are allowed to 
bid for lots of scrap rubber con- 
taining re-usable and re-cappable 
tires with the same opportunity as 
local scrap collectors. 


CPR 59 has fixed ceilings on 
wholesale and consumer levels. Ex- 
cept for sales in the export market 
scrap tires and tubes only at the 
no controls are placed on purchases 
and sales by local collectors, on the 
theory that their prices must neces- 
sarily be in line with those estab- 
lished at subsequent levels of dis- 
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On the Financial Front... 
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Shares of 5 


Gain 5.9 Percent 


By George Deery 
Associate Editor 

N THE second quarter, the com- 

mon shares of five car makers 
registered an average appreciation 
of 5.9 percent, while a like number 
dipped an average of 5.1 percent, 
i.ccording to a compilation by First 
of Michigan Corp. 
Five truck builders had an 
average loss of eight percent, and 
the two in this classification that 
increased in value were up 2.9 
percent. For the month ended 
June 30, the stock market picture 
of auto stocks was also mixed. 
Those showing a higher closing 
quotation at the end of the month, 
compared with May’s last sales, 
were Autocar, up 1.7 a 
Chrysler, 3.6 percent; Diamond T, | 
2.9 percent; General Motors, 6.4 
percent; Mack, 8 percent; Reo, 1.2) 
percent, and Studebaker, 1.3 per- 
cent, 

* * * 

Bynes during the month in- 
4 cluded Federal Motor Truck, 
2.5 percent; International Har- 
vester, 0.8 percent; Kaiser-Frazer, 
2.6 percent; Nash-Kelvinator, 2.5 
percent; White, 1 percent, and 
Willys-Overland, 3.9 percent. 


Unchanged from the preced- 


Willys Launches 
Sales Training 


As Dealers Grow 


TOLEDO. — Willys-Overland has 
set up a retail merchandising and 
sales training program within its 
sales promotion department, Gerry 
E. Lyons, general sales manager, 
announced last week. 

Lyons noted that the company 
was planning a substantial increase 
in the number of dealerships han- 
dling its new Aero line of cars. 

He said a merchandising and 
sales training representative would 
be assigned to each of the com- 
pany’s six sales regions. 

Five of these representatives al- 
ready have been named. They are 
John A. Connor, of Ridgewood, N. 
J.; Henry F. Knowles, of Evanston, 
lll.; Albert K. McBride, of Atlanta; 
John J. Keho, of Milwaukee, and 
Joseph P. Shovlin, of Los Angeles. 

Connor will make his headquar- 
ters in New York, Knowles in Chi- 
cago, McBride in Atlanta, Keho in 
Chicago and Shovlin in Los An- 
geles. 


Stevenson Elected 


R. S. Stevenson, vice-president of 
Allis-Chalmers’ tractor division, has 
been elected company executive 
vice-president by the board of di- 
rectors, President W. A. Roberts 
announces. 





25 Years’ Service— 


H. G. Hersh (left), Atlanta regional 
manager for Pontiac, presents James P. 
Carper (center), Memphis Pontiac zone 
manager, with $250 gold watch in appre- 
ciation of his 25 years with the company. 
Troy R. Douthit of Douthit-Sanchez Co., 
Memphis Pontiac dealer and chairman of 
dealer committee in Memphis zone, pre- 
sents Carper with a sterling silver thermos 
set as a gift from the dealers. Carper 
joined Pontiac at Dallas in 1927. Since 
then he has served in Memphis, Jackson- 
ville, New York and Atlanta. He returned 
to Memphis as zone manager in January, 
1949. 


General Tire Nets 
$2.9 Million on 
Record Sales 


General Tire & Rubber has re- 
ported net profit for the first half 
of $2,946,246, equal to $2.30 a com- 
mon share, compared with $3,411,- 
779, or $2.74 per share, in the like 
1951 period. 

Net sales, however, were at a 
record high—$87,657,490—compared 
to $85,485,711 in the first six months 
of the preceding year. 

The firm made _ provision for 
Yee | $6,000,000 in federal taxes. 


* f 


Car Firms 


ing month’s close were Crosley, 

Four-Wheel-Drive and Packard, 

the First of Michigan tabulation 

shows. Federal and Hudson 
opened and closed the quarter at 
the same price per share. 

On the upside for the second 
quarter were Chrysler, 2.5 percent; 
Crosley, 5.3 percent; Diamond T, 0.9 
percent; Four-Wheel-Drive, 4.9 per- 
cent; General Motors, 5.9 percent 
and Packard, 11.1 percent. 





| D.C. Insurance Rates Up 


* 6 ¢ | WASHINGTON. — Auto liability 
ISTED as giving up tage. On Barbeau's 30th Birthday— |insurance rates will be increased 

4 car, 14.7 recent; ivco, - “rce : 
13.5 "Seek: Senianehnaas Har- Congratulations were in order recently for Elmer Barbeau (center), owner of Bar- | UP to 40 percent this month by 157 


reate . ° tears . beau's Garage (Studebaker), Waupun, Wis., on the occasion of the firm's 30th anni- companies writing policies here, the 
M gtr ys "Es Seek: versary as @ Studeboker dealership. Regional Manager Harry B. O'Neil (left) presented | District of Columbia insurance de- 
Nash. 8.8 percent; Reo, 5.2 percent; | plaque befitting the anniversary celebration. John H. Scharnhorst, district manager,| partment has revealed. The new 
Studebaker, 0.3 percent; White, 5 looks on at the right. The firm has been on its present site since it was founded. __| rates were to take effect on poli- 
> Willys, 8.8 percent. | _ rae pee cies written on or after July 14. 

ey a che anita stocks | Federal, 4%; Four-Wheel-Drive, | Frazer, 4%; Mack, 15% ; Nash, a ee 

at the end of June were Autocar, | 8, and General Motors, 58%. 19%; Packard, 5; Reo, 20%; Stude- ugnue wee ae ab 
7%; Chrysler, 78°; Crosley, 2%; Others were Hudson, 145; In-| baker, 375s; White 26, and Willys,| M° " uWS contain the WA AD 


. Section. Others are profiting from AUTO- 
Diamond T, 13%; Diveo, 9%; | ternational Harvester, 32%; Kaiser-| 9%. | MOTIVE NEWS WANT ADS! Are you? 








WHAT DO THESE ROAD SIGNS MEAN 10 YOU? 





VRE 


ys 





This sign means SHARP RIGHT TURN This sign means ROAD ENTERING on your left This sign means ROAD CURVES to right 











This sign means ROAD CROSSING this road This sign means ROAD CURVES to left—then to right This sign means 


BETTER BUSINESS... BIGGER PROFITS 


Quaker State Motor Oil is a fast mover, a solid profit maker. 
Its outstanding reputation is known to car owners from coast 
to coast. People in your neighborhood insist on it. 
Made from 100% pure Pennsylvania grade crude oil, 
Quaker State Motor Oil is processed in modern refineries . . . e If the car manufacturer recom- 
with technical skill unsurpassed in the industry. It is, we mends Heavy Duty Oil with deter- 
believe, the finest motor oil produced anywhere in the world. gency—use Quaker State HD Oil. 
Get some of that Quaker State green out front. And watch 
that green ‘‘ folding money”’ float into your cash register. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
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Dealer Business Counsel 


| 
Sharing in Profits Can Spur Office Manager | 
To Many Economizing Measures 


By J. B. Van Tassel 
Dealer Business Consultant 
RECEIVED a letter the other 
day from the zone business 
manager of a large West Coast | 
distributorship in| 
which he requests | 
that some men- | 
tion be made for} 
office managers 
in my profit shar- | 
ing plans for de-| 
partment heads) 
and others. He is| 
absolutely right! 
when he states 
that an aggres- 
sive and ambi- 
J. B. Van Tassel tious office man- 
ager is in a good postion to save 
a lot of money for a dealer, pro- 
vided the dealer is willing to in- 
clude him in his profit-sharing 
plan. This department head is no 
different than any other employe 
when it comes to working hard to 
make an extra “buck.” 
The idea of a _ profit-sharing 














(6-month period) 


REPAIR ORDERS 
SERVICE SALES 


LABOR SALES 


PARTS SALES 


SERVICE ABSO 


SUN MASTER 


MOTOR TESTER 


SUN FAST 
BATTERY CHARGER 


per order 


RPTION 


plan is based on two objectives; 
one to sell more merchandise 
and the other to hold down costs 
and expenses to a minimum, re- 
sult being a maximum of net 
profit from operations. | 
However, to accomplish this in| 
your own business best, you should | 
consider profit-sharing with all key 
personnel that have any control 
over sales and expenditures. De-| 
partment managers, such as car 
department managers, stockroom | 
and service department managers, | 
are probably your biggest asset | 
when it comes to getting more} 
sales, more gross profits and lower | 





expenses in their respective depart- | 
ments than any one else. 
+ * * 


Several Types of Plans 
yp office manager is usually re- 

sponsible for credits, collections, 
administrative expenses, statement 
analysis, budget planning and 
checking and a lot of other re- 
sponsibilities that probably don’t 
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Before launching dealer service sessions on the dual-range Hydra-Matic, Kaiser- | 





_Kaiser-Frazer Holds Service School— 


Frazer field service representatives themselves received intensive training. At an in- 
struction class in St. Louis are (left to right): Emil Andres, Lawrence Mesh, L. |. Bald- 
win, R. W. Nauman, S. J. Murray, T. A. Hines, F. A. Rinehart (General Motors Detroit 


| Kreyling, MW. W. Davis, W. J. Goewert, W. H. Thomas and R. J. Gillespie. 


| Transmission division), Clark W. Dunn, R. C. Camp, M. R. Thomas, W. R. Lewis, C. W. 








get you more sales but do have a| agers sharing in the profits of the 


whale of an effect on your profit) departments. 
results. Therefore, as I see it, they| based on a _ percentage 


Most of them are 
of the 


most certainly should be included | amount of net profits produced. 


in any profit-sharing plan that may | 
be adopted by you. 

There are several different plans 
for employes and department man- 


One very popular plan is 
figured on the basis of paying 
all employes (including depart- 
ment managers) 25 percent of 
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SUN GENERATOR- 
REGULATOR TESTER 


SUN MASTER 
DISTRIBUTOR 
. TESTER 





for you 


eee tO increase profits and customer goodwill 


The report above is not unusual. The same thing is hap- 
pening in thousands of shops using the SUN Diagnosis 
Program. This shop owner reports not only large increases 
in parts and labor sales but a practical elimination of 





SUN BATTERY 


CHARGER 






for service. 


customer comebacks. He charges $4.50 for a SUN Diagno- 
sis and shows a 12% increase in new customers. Most of 
his customers order a SUN Diagnosis everytime they return 


What sun Diagnosis and SuN Training for mechanics has 
done for this shop owner and thousands of others like 
him, it can do for you. SUN has a Program practically 
tailor-made to fit your shop, regardless of size. 


Tell us the number of vehicles you service per month. 
We will send you a complete report showing what you can 


Diagnosis Program. 


a * name OF SHOP OWNER FURNISHED ON REQUEST 


CTRIC CORPORATION 


expect in the way of increased sales and profits with a SUN 


R5890 


6327 AVONDALE AVENUE 
CHICAGO 31, 


ILLINOIS 





the amount of the net profit in 
the department. This 25 percent 
is placed in a pool and paid to 
the employes and department 
managers twice a year, at vaca- 
tion time and Christmas time. 

The employes’ share is based on 
what percentage their individual 
salaries or wages earned for the 
period bear to the total of all sal- 
aries and wages paid in the depart- 
ment for the period. 

On a profit-sharing plan basis 
the more money a dealer makes, 
the more money the employes 
make. Also on this kind of a basis, 
a dealer will encounter less union 
and employe grievances and reduce 
manpower turnover to a minimum. 
| f FS * 


Feels Like a Partner 

HE dearest and nearest thing to 

a man’s heart is his pocketbook, 
because the amount of money in 
his pocketbook determines how 
much he can do for his own wel- 
fare and happiness, and the hap- 
piness and welfare of his loved 
ones. 

The salary check is his assur- 
ance of security for his family 
and that’s important to him. The 
profit-sharing plan check is the 
one that makes him feel that he 
is a partner in the business; it 
furnishes him with a goal to aim 
for. That goal is the dealer’s goal, 
maximum sales and maximum 
profits. 

Take, for example, a department 

|in a dealer’s business that is not 
up to par on net profit or is show- 
| ing a loss. 
Isn’t it logical to assume that 
| the employes’ interest would ma- 
|terially increase where a dealer 
would take them into his confi- 
dence and show them where these 
| unfavorable results will eventually 
|put the department out of busi- 
|ness and that, only with the coop- 
;eration of the employes in doing 
|everything possible to produce 
|maximum sales, minimum costs 
|and expenses, can the department 
| survive? Also, that in return for 
|their extra efforts in this connec- 
| tion they will all share in the 
| profits of the department? 

(Any questions you may have 
on Business Management will be 
gladly answered by writing J. B. 
Van Tassel, care of AUTOMOTIVE 
News.) 





Wisconsin Seeks 
2-Cent Boost in 
Motor Fuel Tax 


MADISON, Wis. — The county 
road administrators has announced 
| that it will ask the 1953 legislature 
|to boost motor fuel taxes by two 
|cents a gallon to finance a hugely 
expanded road building program. 

The action was taken by organ- 
ized county highway commission- 
ers and county highway commit- 
teeman at their midsummer road 
school. 

A. J. Thelen, manager of the 
Wisconsin County Boards Agsn. 
and legislative counsel for county 
governments, will be in charge of 
the legislative campaign if the coun- 
ty boards of supervisors approve 
|the higher gas tax idea at their 
fall sessions preceding next Jan- 
uary’s legislature session. 

Thelen said the resolution of the 
| county officers asking the increase 
in motor fuel levies was influenced 
| by the speech of Gov. Walter J. 
Kohler, who remarked that the 
| state’s road program “needs signi- 
ficant additions and that new 
| money will probably be required to 
|finance a system of expressways 
|for the most important links of 
| the state trunk highway system.” 
| Requested was a division of the 
| added revenues to be gained by the 
| tax, between the state routes and 
| the local government road systems. 
| A two-cent increase in motor 
|fuel taxes would bring in about 
$18,000,000 in additional money, and 
| boost the total highway taxes of the 
| state to about $80,000,000 yearly, the 
| county officers say. 





|Vaughey Named Director 


At General Finance 


Election of T. Alexander Vaughey, 
| vice-president of General Accept- 
| ance Corp., as a director, has been 
|announced by F. R. Wills, presi- 
| dent of the company. 
| WVaughey, who joined General Ac- 
|ceptance in November, 1951, was 
| formerly with Aid Investment and 
| Discount, Inc., Akron, O. 


| 
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IMING in the automotive indus- | 


try is recognized as being of | 


prime importance in the launching | 
of any campaign or the introduc- 
tion of a new model. 

From all indications, the timing | 
of the NADA Equipment Exhibi- | 
tion at San Francisco next Febru- 


ary couldn’t have been better for | 


the dealers in that area if the dates | 
for the show had been set by design | 
with full prior knowledge of what | 
has transpired this year. 

West coast dealers, even more 
than those in the rest of the na- 
tion, have been faced with the 
problem of how to maintain a 
reasonable profit structure. With 
high labor rates and high over- 
head, these Coast dealers should 
be keenly interested in any equip- 
ment and procedures that will en- 
able them to turn out more re- 
pair jobs in the same given time. 
At the mid-summer. meeting 
which Ray Chamberlain, conven- 


tion manager of NADA, holds here | 


in Detroit each year with exhibit- 


ors, factory service officials and the | 
press, to talk over the details of | 


the coming exhibition, the consen- 
sus of the meeting was that this 
year’s show should have a theme 
built around how the dealer can 
not only use modern equipment to 
boost shop profits but also how to 
successfully merchandise the equip- 
ment the average dealer has in his 
shop now to the end that he will 
obtain greater use from his equip- 
ment investment and increase his 
shop profits by so doing. 
* * iz 


Most Productive to Date 


i ve"* one in the meeting, and it 
was the largest meeting Ray 
has held since NADA included the 
equipment show in its convention 
program, 
idea. Now all that is necessary is 
to coin a short, snappy phrase that 
will encompass these objectives. 

It was agreed in the meeting that 
last year’s show in New York was 
by far the most productive show | 
that NADA has had to date. Much 
of this was due, those in attend- 
ance agreed, because the show was 
open Saturday and Sunday which | 


was in accord with the | 


urday or Sunday show. The equip- 
ment show will open on Saturday 
morning, prior to the opening of 
the convention and will be open 
| both Saturday and Sunday for the 
convenience of the dealer service 
employes both days. 


* * * 


| Bring in Servicemen 


te IS expected that the radius, 
from which dealers will find it 
| possible to send their service men | 
| to San Francisco, will be much 
| greater than in New York. West- | 
erners are accustomed to driving | 
longer distances and do not have | 
|the traffic difficulties that make 
|driving more difficult in the east. 
| Some at the meeting felt that deal- 
| ers as far away as Los Angeles and | 
(See BACKSHOP, Page. 25, Col. 1) 


NADA Sells 65% 
Of Booths for 
53 Exhibition 


[REROte. — Over 65 percent of 

the space presently laid out for 
the sixth annual Equipment Ex- 
hibition that will be held in con- 
nection with the next NADA 
convention is already spoken for, 





ager, 


tory service executives and NADA | 
offiicials held here. 

More space can be added if 
there is a demand for it, however, 
stated Chamberlain, explaining 
that he had only diagrammed the 
first floor of San Francisco’s 
Civic Auditorium which gave 
them 178 booths. Additional 
booths can be made available on 

| the second floor if necessary. 
The meeting, the largest ever 

held for this purpose, was attended 

for the first time by M. Robert Deo, 





NADA. LeRoy J. Smith, assistant | 
| Show manager, brought along a/| 
| blocked- -out diagram of the show | 
| Space to indicate the spaces that | 


Ford, L-M Dealers Tap Schools cus 








Fountain of Mechanics 


ETROIT Ford and_ Lincoln- 
Mercury dealers have proved | 





Ray Chamberlain, convention man- | 
announced at the annual | 
midsummer meeting between fac- | 


managing director, and Jay Green, | 
assistant secretary-treasurer of | 


life in service shops and solve me- 


|chanic shortage problems. 


This year’s automotive service 
competition, sponsored by the 
dealers, has reaped the invalu- 
able potential of 23 young men, 
all of whom have had three years 
of automotive theory and shop 
training in Detroit vocational 
schools. They are literally the 
“cream” of this year’s Detroit vo- 

| cational graduates. 

| The three top boys in this year’s 
|competition not only _ received 

| money awards, but also were given 

|tuition-free certificates to attend 

a two-week Sun Electric course. 


| Chances are all of the boys will 
|soon be working for some Detroit 
| Ford or L-M dealer. | 
* 

| |O* THE 22 me aren participated 

in a similar competition last 
year, six are still working for Ford 
dealers; four are in the armed serv- 
ices or soon will be; four are work- 
ing in auto plants, and five are 
| going to college. 

Only four of last year’s 22 boys 
are not in some activity reiated to 
the automotive trade. One boy is 
working with his father. Another 
left a dealer for a construction job 
and more money. A third is not em- 
ployed, but is expected to soon join 
an L-M dealership. The fourth, a 
| Negro lad, has not been placed. 

Ford and L-M dealers in the 
Cincinnati area conducted a simi- 
lar competition in June for the 
first time. They believe the re- 

sults will assure them a supply of 
young mechanics a year from 
now. 

Thirty-two seniors from the auto- 
motive classes of Central vocation- 
al school went through a week of 
intensive clinic work under the Cin- 
cinnati dealer-sponsored program. 
Following examinations, the top 
three boys were given monetary 
awards. 





* * 





Id bepee- ee boys will be with Ford 
and L-M dealers in Cincinnati 
for the coming year under a com- 
| bined work-study program. They 
will work two weeks, then attend 
school 


for two weeks. Fourteen 


|dealers have already signed boys | 


enabled many more service men to | 'had been spoken for by those who | on, each of them taking two so that 


attend. 

It is hoped that the West Coast 
factory field officials, especially the | 
West Coast regional, district or | 
zone managers will start to set up 
a program for their dealers within | 
a reasonable distance from San 
Francisco to bring their service 
managers" with them to the Sat- | 


|had been regular exhibitors each 
| year and who get advance notice | 
of the show and ,BPace diagram. 


| [ WAS ne out that the civic 

auditorium in San Francisco is 

| perhaps the most ideal show build- 

| ing available in any city where the | 
(See NADA, Page 21, Col. 1) 


one will always be on hand while 
|the other is in school. One dealer- 
| Ship, Hamco Motors signed up six 
_ boys to assure having three on 
| hand at all times. 

At the end of the 12-month 
cooperative course, the boys will 
be vocational school graduates, 
and will be offered permanent 


‘Lube’ Plan Boosts Shop Profits 


ITS current presentation of | 


N 
I “Lubricare,” a continuing service 
promotion based on better and more 
thorough lubrication, Buick is hit- 


ting directly at the cause of much) 


customer dissatisfaction with car- 
dealer service and the root of much 
customer illwill. 

The new version of this pro- 
gram aims not only at a more 
complete diagnosis of the mainte- 
nance needs of the customer’s car 
while it is in the shop, but at 
fixing the little things that cause 
annoyance yet take little of the 
mechanic’s time to adjust. 

That the program is paying off 
for those dealers who are actively 
engaged in it is seen in reports 
from widely scattered areas. 

Fletcher Motor Co., San Jose, 
Calif.. says the new program has 
increased sales in its service and 


parts departments by $11,424.50. 


Stipes-Williams Buick, Altus, Okla., | 


has had to add approximately 2,000 
square feet of shop space to take 
care of its increased patronage. 
Hancock Buick Co., Columbia, S. 
cc 
up $3,000 per month. 


* * * 


TE basis of the Lubricare pro- 


brication of the customer’s vehicle, 
with 59 points included in the serv- 
ice and with special-purpose lubri- 
cants being used. 

A 99-point inspection procedure 
that goes along with the lubrica- 





Service Highlights 


Engine Rebuilding ............Page 22 
New Products ................Page 28 














reports that service volume is | 


gram is the more thorough lu- | 


tion turns up many current and 
future service jobs. These are all 
listed on an inspection report pad. 
Buick service officials say it 
takes only 90 extra seconds to 
uncover more than 29 repair-or- 
der possibilities. 

The customer is notified of the 
needed services through the use of 


|a steering-wheel tag that has a 
selling message on the value of | 


Lubricare as well as a space to list 


card carries a reminder of the 


to his car every 1,000 miles, every 


000 and 25,000-mile intervals. 
Lubrication men who are paid on 

a straight-percentage or flat-rate 

basis sometimes are reluctant to 





(Continued on Page 20, Col. 3) 


| jobs 


the required work. The back of the | 
things the owner should have done | 


2,000 to 3,000 miles and at the 10,-| 


in the dealerships where 


| ployed by Detroit dealers is held in 


they completed their combined high regard. 
again that it is possible to put new | work-study courses. 


| The dealers are promised young 
men, who are not only well-trained 
but also trained on the dealer’s 
own products and his procedures of 
working. 

Subjects covered in the week of 


trouble-shooting techniques; engine 
| performance and diagnosis proce- 
|dures; brake testing and adjust- 
ment; front-end alignment and cor- 
rection; rear axle and transmission 


justment; paint practice and serv- 
ice salesmanship. 
* * * 
HE Ford and L-M dealers 
Cincinnati are the first line 
group in that city to conduct a 
co-op program with 
schools. The Detroit dealers are 


top graduates of that city’s voca- 
tional schools. 


However, there are other dealers 


tional 
basis. 

Five different vocational schools 
were represented in the Detroit 
Ford and L-M dealer competition. 
Ten contestants came from Wil- 
bur Wright school, eight from 
Cass Tech, three from Washing- 
ton Trade and one each from 
| Miller and Western high school. 
| The experience of the Detroit 
dealers with the vocational gradu- 
| ate mechanics they employed out of 
| last year’s competition has been 
|“more than satisfactory,” accord- 
ing to W. H. Walton, assistant cen- 
tral regional service manager for 
Ford. Walton has been active in 
both the Detroit and Cincinnati 
programs. 





* * * 





competitive training included elec- | 
trical systems, with emphasis on | 


vocational | 


the first line group there to employ | 


overhauling; body and fender ad- | 


The Detroit dealers are even 
proud of those boys who have left 
their dealerships to go with one 
of the vehicle manufacturers, 
especially one who is now with 
General Motors Research and an- 
other who is at Packard in the 
metallurgy department. High 
praise also followed the young 
man who is now a tool maker’s 
apprentice at Chrysler. The deal- 
ers say they are pleased to have 
had a hand in helping these boys 
to get ahead. 

It is the consensus of the Detroit 
dealers that even if only a few of 
the boys stay with them, the pro- 


|gram would still be invaluable to- 


in | 


ward building for the future. 
However, the dealers say they 


| have learned something about why 


some of the boys have been lost— 
admitting that they might not have 
been lost if more attention had 
been paid to the young fellows 


| when they were first breaking into 


|the service shop. 
* * 


in Detroit who work with voca- | 
schools on a_ cooperative | 





W anes, says that in every in-| 
_ stance, each” of _the boys _ em- | 


ETROIT and Cincinnati Ford 
and L-M dealers are not the 
only ones actually trying to do 
something about solving the auto 


|industry mechanic problems. 


There is a growing movement 
toward a program that will utilize 
the abilities of young vocational 
school graduates on a_ broader 
basis. The feeling is mounting that 
more young men must be lured 
into the service end of the auto 
industry, and that something must 
be done to make the job of the 
auto technician one that will be 
looked upon with pride. 

Certainly, it would seem that 
the industry could be censored 
for not having done something 
long before this. Dealers and 
service managers have long been 
warned that a serious shortage of 
mechanics was coming. 

The industry in general is aware 

(Continued on Page 21, Col. 1) 





Future Mechanics 





'Ford, L-M Dealers Aid Local Youths— 


Ford and Lincoln-Mercury dealers of Cincinnati (above) hold a windup luncheon 
with the 32 vocation students enrolled in automotive classes who will work on oa 
cooperative two-week school, two-week work basis with the dealers. 

Ford and Lincoln-Mercury dealers of Detroit ((below), school officials and the press 
attend a graduating luncheon for the top 23 students entered in the dealer contest. 


| The boys, 
the dealers. 


students of Detroit vocational schools, will immediately be given jobs by 
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Tax Evasion Costs 
Partners $1,500 


HARTFORD, Conn. Joseph Slo- 
nim and Harry Lazinsk, former 
owners of L & S Motors here, have 
been fined $1,500 each in Federal 
court and given one-year suspended 
jail sentences for income tax eva- 
sion. 

Federal Judge J. 
also placed the 
on probation for 
dered them to 


Joseph Smith 
onetime partners 
two years and or- 
pay prosecution 
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Lube’ Plan Ups Profit 
Dealers Find Close Inspection of Customer's Car 
Builds Sale of Service, Parts 


(Continued from Page 19) 


costs, with fine and prosecution 
payments a condition of probation. 

Lazinsk was convicted of evading 
$2,922 and Slonim $2,861 in their 
1944 income taxes. Their 22-day 
trial by jury was one of the longest 
at the court 


Seiberling Appoints 2 
L. M. Seiberling, sales vice-pres- 
ident of Seiberling Rubber Co., 
Akron, has announced the appoint- 
ment of William E. Cowell as man- 
ager of the service department and 
K. P. Parks as assistant manager. 


THE EXTRA-COMFORT SEAT CUSHIONING 
IN THE NATION’S LEADING CARS 


GEORGE P 





. HOOPER 


714 F 


SHER BLOG 


|can’t take 





take the extra time and interest in 
a customer to make inspections. 


+, + a” 


1. PROVIDE incentive, Buick 
officials are advising dealers to 
put lubrication men on a straight 
salary that is a good one for the 
area. In some cases, dealers are 
paying an extra 10 cents for every 
inspection report filled out. 

Although acknowledging that 
lubrication is a “loss-leader” serv- 
ice which in itself costs the deal- 
er money to perform, unless he 
is able also to sell other work, 
the Buick service men point out 
that it has been recognized for 
years as the best “leader” to get 
customers to patronize the shop 
at regular intervals. 

With the “lube” man ona straight 
salary, there is no reason why he 
the time to make the 
procedure inspection checks and 
list the needed work, and also to 
do many little things that he finds 








KEY TO CUSTOMER SATISFACTION 


Precision-made DeVilbiss products—Spray Equipment, Exhaust 
Systems, Air Compressors and Hose—simplify refinishing prob- 


lems and insure professional results. With them you can turn out 


factory-quality finishes and build greater customer satisfaction. 










are necessary as he goes about his 
work. 

Little “courtesy” services such as 
tightening a loose bolt, adjusting a 
noisy door lock, replacing a loose 
windlace, etc., pay off not only in 
increased customer goodwill and 
steady patronage but actually re- 
sult in new-car sales, according to 
dealers who are properly working 
the program. 

* * + 


ge and again, we have had 
customers come in and compli- 
ment us on the fact we are showing 
a great deal of interest,” says Mc- 
Nally-Hall Motor Co., Roswell, 
N. M. 

Union County Buick Co., Eliza- 
beth, N. J., reports: “Since intro- 
duction Lubricare to our customers 
eight months ago, we have enjoyed 
amazing improvements in customer 
relations.” 
however, have 
increased cus- 


Buick dealers, 
monopoly on 


no 


Over-all auto refinishing with DeVilbiss equipment is just one of the highly profitable spray-appearance services. 


You'll profit from all 7 
of these spray-appearance services 


1. Over-all vehicle refinishing 


simply doesn’t pay to try and get 


2. Vehicle touch-up jobs 


3. Spraying chrome protective 
material 


4. Spraying underbody coatings 

5. Spraying upholstery recondi- 
tioners 

6. Spraying waxes 


7. Spraying flock coatings 


Every one of these 7 spray-appear- 
ance services is a money-maker. It 


along with makeshift, inadequate 
equipment to handle these services 
when the cost of equipping your 
shop with DeVilbiss spray equip- 
ment is so amazingly low. 

You'll reap the benefits for years to 
come. Records prove appearance 
services can easily account for one- 
third of service department volume. 
Your local DeVilbiss Jobber or 
branch office will gladly give you 
detailed information or, if you pre- 
fer, write us direct. ; 


A New Sewice! 






REBUILT EXCHANGE UNIT 
;, DEViLBISS 
mitine Factory grants) 







Now—exchange worn-out 
guns, bare compressors for 
guaranteed factory-rebuilt 
units! Saves delay. Nomi- 
nal charge. 


THE DEVILBISS COMPANY, Toledo, Ohio — Windsor, Ontario + London, England « Santa Clara, Calif.— Branch Offices in Principal Cities 





Air Compressors Spray Guns 


Hose and Connections 





Spray Booths 


FOR BETTER SERVICE, BUY 


DeVILBISS 
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“How many 
to a swish?” 


miles does it get 


tomer patronage, increased prof- 
its from labor and parts sales, 
and the “lead-in” to new-car 
sales such as provided by the 
Lubricare program. Any dealer 
can get the same results if only 
he will see to it that his shop 
crew is properly attuned to the 
job of showing the customer that 
his business is appreciated. 

Dealers have been told that the 
service shop is the basic key to 
real automotive retailing success 
so many times that it has become 
bromidic to many. Yet the fact re- 
mains that if a dealer, or a dealer 
group, will serve the customer as he 
wishes to be served, as many Buick 
dealers are doing under the Lubri- 
care program, they cannot help but 
increase sales, customer following 
and gross profits in several depart- 
ments of their business. 

+ * + 


HEN a dealer admits that he 
thought he was doing a won- 
derful business after completely 
modernizing his service department 
and then found that the addition of 
this common-sense, customer-mind- 
ed Lubricare program boosted sales 


| to a new peak, then such a proce- 
| dure must be worthwhile. 


That was the experience of North 
Shore Buick Co., whose lubrication 
sales soared to $16,218.70 after mod- 
ernization. When the Lubricare idea 
was put to use, direct sales reached 
$22,899.62. 

Proof that diagnosis of the cus- 
tomer’s car while it is in the shop 
pays off is offered by Manistee 
Motor Sales, Manistee, Mich. This 
firm reports that 75 percent of 
the service work prescribed by 
the program inspection has been 
sold to car owners. 

Even if the work that is turned 
up by the inspections is not sold 
immediately, the list of these need- 
ed services serves as a reminder 


| to the customer, and invariably he 


will come back to have the work 
done. 

Many shops preserve these slips 
in a followup file classified as to 
type of service. When a slow period 
develops in that particular depart- 
ment, the service salesmen tele- 
phones the customer, reminds him 
that the last inspection showed a 
certain type of work to be neces- 
sary and informs him that the shop 
could handle the job at his conveni- 
ence. 

* * * 

UCH services not only bind bind 
\” the customer more closely to the 
franchised dealer but show a profit 
in added business. 

There also is a great source of 
personal satisfaction in knowing 
that his shop actually is pleasing 
his customers to the point where 
they stop him on the street and tell 
him so repeatedly, as is happening 
to the Buick dealers in Danville, 
Va.; Roswell, N. M., and many 
other points around the nation. 

But when it pays off as well in 
an increase of service business of 
$3,000 per month as it has for 

Hancock Buick, an increase of 30 
percent in parts and labor sales 
as it has for W. Hart Buick Co., 

Hartford, Conn., or an increase in 
labor sales alone of 38 percent 

as it has for Handy Chevrolet Co., 

Goodland, Kans., then serving the 

customer properly is profitable. 

Lubricare is a carefully worked 
out program that no doubt encom- 
passes many features peculiar to 
Buick. But there is no reason why 
any franchised dealer in any make 
of car cannot develop a similar 
deal for his own shop that will turn 
|up the same results in increased 
| work and profit, greater customer 
goodwill and steady service-shop 
patronage not only by his new-car 
owners but by all the owners of his 
| make of car in his trading area. 


———— 
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‘Cream’ of the Grads... 
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Dealers Tap Schools 
For Service Talent 


(Continued from Page 19) 


that it has fallen short of obtaining 
the number of mechanics needed 
to make proper diagnosis of and 
repairs on the nation’s car and 
truck population. 
* * * 
lpg outlook is that as new mod- 
els are announced, new engi- 
neering advances will make the job 
of properly servicing cars more of 
a problem. Even current models 
present problems that appear to be 
beyond the ability of the current 
supply of mechanics to cope with. 
A large volume of unnecessary 
parts replacements constitutes a 
blight on the industry and an in- 
determinable needless cost for own- 
ers. 

Under highly competitive mar- 
ket conditions, such needless 
costs would present a real sales 
handicap for many vehicles. 
There is only one way that the 

auto industry can fill its need for 
mechanics. That is, to train them 


and make such jobs more attrac- 


tive to young men. 
Andrew D. Althouse, superin- 


NADA 


(Continued from Page 19) 


convention has been held since the 
show has been added. 

Here the meeting room where all 
of the convention speeches are 
heard is in the center of the build- 
ing with the exhibit space sur- 
rounding it. Thus, it is easy and 
convenient for dealers who attend 
the meetings to take time before 
and after the speeches to see the 
exhibits. 

Again this year, a program has 
been developed so that there will 
be no conflict between the show 
hours of 9 a.m. to 6 p.m., except | 
on the last afternoon (Wednes- | 
day) of the convention. 

This year, there will be four serv- 
ice clinics for the benefit of the} 
dealers and servicemen and extra 
tickets will be distributed to the 
repair shops in the area for the) 
Saturday and Sunday dates. 

a * * 


SwOME exhibitors will be put to 
’ some extra expense when they 
exhibit in this year’s show if they 
also intend to exhibit in the jobber 
show that follows eight davs later, 
but it is expected that the civic 
auditorium officials will allow those | 
exhibitors to leave their exhibits! 
in the same hall. 

Attending this year’s meeting 
at the Statler were: Dean Walt- | 
ers, Willys-Overland; G. W. Otto, 
Cadillac; Milnar Thom, Cadillac; 
Paul E. McDonald, General Mo- | 
tors; M. E. St. Aubin, General 
Motors; Hank Botsford, Buick; 
C. G. Johnson, Studebaker; C. F. 
Watson, Studebaker, and C. J. 
Leonard, Kaiser-Frazer. 
J. W. Alexander, Kaiser-Frazer; | 

E. D. Longenecker, Lincoln-Mer- | 
cury; Robert F. G. Copeland, Lin-| 
coln-Mercury; N. F. Lawler, Nash; | 
L. E. Stewart, Nash; F. E. Van | 
Halteren, Chrysler; C. J. Skelly,| 
DeSoto; W. B. Rice, Plymouth; | 
D. T. Stanton, Dodge; E. J. Blum, 
Hudson; Bruce Miller, Hudson; 
W. L. Courage, Hudson and W. E. 
Osband, Packard. 
* * + 

( THERS were: J. A. Carr, Pack-| 

ard; George Awtrey, Federal; 
Charles Devendorf, Federal; J. A.| 
Karl, International Harvester; A. 
B. Campbell, GMC Truck and 
Coach. 

M. Bazner, Ammco Tool; Joseph | 
Doyle, Sun _ Electric; William 
Squires, Sun Electric; H. J. How- 
erth, Stewart-Warner Corp.; L. F. 
Woolman, Equipment and Tool 
Institute; Lou Hodgins, Doyle 
Vacuum Cleaner; Jack Maher, 
Doyle Vacuum Cleaner; J. O. 
Stephenson, J. O. Stephenson 
Foundry Mfg., and H. B. Barrett, 
Barrett Equipment Co. 

G. J. Gaudaen, Automobile Manu- 
facturers Assn.; Stewart Hanson, 


Hanson Chevrolet; James Mason, 
Hodges Auto Sales; Paul Graves, 
Detroit Auto Dealers Assn.; Cham- | 
berlain, Deo, Jay Green and L. J. 
Smith, all of NADA. 


tendent of vocational training in 
Detroit schools, contends that deal- 
ers can play a tremendous role in 
such an endeavor. 


* * * 


E SAYS that since the start of 
the Ford and L-M dealer serv- 
ice competition, attendance in De- 
troit vocational schools has shown 
a marked upward trend. Higher- 
type boys are electing automotive 
courses, Althouse said. 
It 1s Althouse’s hope that dealers 
in all cities where there are voca- 


tional schools will follow the exam- 
ple set by the Detroit dealer body. 
He maintains that dealers 
throughout the country could 
solve their mechanic problems by 
showing more interest in voca- 
tional schools and what such 
schools can do for them. 

The schools and _ teachers 
ready with automotive training 
classes, but they want and need 
the cooperation of dealers. They 
need industry aid in arranging 
proper courses of study so that 
when students are graduated they 
will be ready to be of real value) 
to dealers. 

Most important, the schools need 
equipment. This the dealers could 
furnish at little or no cost to them- 
selves. 

Detroit dealers have set the pat- 
tern. Walton and Althouse say they 
will be only too glad to pass on any 
information that might aid dealers | 
in other cities to put their feet on| 
the same path. 


are 
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Detroit Contest Winner— 


Andrew Althouse, superintendent of vocational education for Detroit schools, 
presents the winner's cup to Ed Schoeners, of Stark-Hickey (Ford), Detroit, who still 
employs last year’s winner of the contest. Between them is Art Stringari, dealer 
labor relations counsel for the Detroit Ford and Lincoln-Mercury dealers, who put on 
the contest. Daniel Kolton, graduate from Cass technical high school, this year's 
winner, proudly displays his certificate. 


RAMSEY ENGINEERING SCORES AGAIN! 


with this NEWEST ADDITION to the Ramco line-up: 


Ramcrome/7 


GETS THE MOST 


Where friction reducing chrome ring installations 


are indicated... get the m 
life superiorities by insta 


Ring combinations. Ramco's patented Spiro-Seal 


and Double-Life Principle 








OUT OF CHROME 


ost out of chrome's long 
lling Ramcrome 10-Up 


s have made possible 


Ramco's newest origination... the 3-Way Control 


Principle that gets the most out of chrome. 


AT YOUR RAMCO JOBBERS NOW IS THE COMPLETE STORY 
BACK OF EVERY ONE OF THE DRAMATIC STATEMENTS 


CONTAINED IN THIS ANNOUNCEMENT. 


See him today or write: 


Ramsey Corporation, St. Louis 8, Missouri 


with ) 





SWAY «mm 


CONTROL PRINCIPLE 


..-a new achievement in 








Faster Oil Control 


without costly engine drag! 


Quicker Seating! 
No resort to High Pressures! 
% Triple Life! 


_Ramcrome ZZ 
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Chevrolet Dealer for 35 Years— 


Edgarton E. Berkley, 


president of Berkley Chevrolet, 


Inc., Baraboo, Wis., has 


celebrated his 35th anniversary as a Chevrolet dealer. He sold his first car May 14, 
1917, and has been sel'ing them ever since. He first entered the automotive field as 
mechanic. He also distributed Klondike and Oakland cars and delivered the city's 
first Cadillac. With him are his son (center) Ralph Berkley, vice-president and grand- 


son, Tyler Berkley (right). 


Bowie in Government Post 


Allen P. Bowie, Ventura, Cailif., 
district petroleum engineer for 
General Petroleum Corp., has been 
granted a leave of absence to serve 
as chief of petroleum reserves for 





the Petroleum Administration for 


Defense in Washington. His place 
here will be taken by Innes M. 
MacKenzie jr., who was transferred 
from the Los Angeles office. 





Assembly-Line Comparison Drawn by Waukesha Aide .. . 





Engine Rebuilding Job Outlined 


SAN ANTONIO, Tex.—The en- 
gine rebuilder should have _ the 
equiyment and the knowledge to do 
in his shop just what the man- 
ufacturer does on the assembly line, 
according to E. F. Lindsley, serv- 





New Road Trims Route 
To Alaska 475 Miles 


SEATTLE. —The John Hart 
highway, a new link on the mo- 
tor route to Alaska which con- 
siderably shortens the highway 
distance from the west coast 
and provides a circle route for 
travelers from the east, was 
scheduled to open early in July. 

The highway runs from 
Prince George, B. C., to Dawson 
Creek, where the Alaskan high- 
way begins. A 277-mile gravel 
road, it makes possible a short- 
cut of 475 miles, according to 
the American Automobile Assn. 
Approaches are from Seattle or 
Wenatchee, Wash. . 





ice engineer of Waukesha (Wis.) 
Motor Co, 

Addressing a meeting of the Au- 
tomotive Engine Rebuilders Assn. 
here, on “What a Factory Expects 
From an Engine Rebuilder,” Linds- 
ley said that a rebuilder’s job was 
entirely different from ordinary re- 
pair work, since it requires greater 
knowledge, skill and care. 

Lindsley outlined the different 
steps for rebuilding an engine. 

1. The engine must be dis-assem- 
bled. Before starting, however, 
everything should be put in readi- 
ness; shop cleared, bins and boxes 
prepared for the parts, and proper 
tools put within easy reach. 

If possible, invite the customer to 
watch the operation because this 
gives him a better understanding 
of how his engine is constructed | 
and gives the rebuilder an oppor-| 
tunity to explain the necessary re- 
placements. 

2. Parts should be carefully in- 
spected. As each part is removed, 
it should be tagged to indicate its | 
condition. A record should be kept | 


R-M SUPER 








PRIMER 452 





R-M Super Flash- 
Sand is available 
in Red, Light Gray 
or Dark Gray. 


f 


Rinsneo-Mason Co. 
5935 MILFORD AVE., DETROIT 10, MICH. 


1244 N. LEMON ST., ANAHEIM, CALIF. 


rLASH-SAND 


Excellent workability and fast drying helps 
keep refinishing operations moving. 








Only light, easy sanding required. (Many 
experienced refinishing men are referring 


to this amazing undercoat as the “Lazy man’s 


primer surfacer.” ) 


The excellent filling and holdout of R-M 
Super Flash-Sand keeps final coats on the 


surface where they belong. A full, glossy 


finish is assured. 


Reduces two parts of thinner to one part 
of Flash-Sand. Ask your R-M jobber. 





REG. U.S. PAT. OFF 





Manufacturers of passenger and commercial car lacquers, enamels, primers, 
surfacers, tinting colors, thinners, removers, rubbing compounds, etc, 


|combined commercial 
|transit sections of the National 


| operating conditions,” 


of each part so that the rebuilder 
knows where it is at any time and 
when it is ready for re-assembly 

3. The engine must be re-as- 
sembled. This work calls for a 
reinspection and a check-off to 
be sure that the work required 
on each part has been completed. 


4. There should be a running test. 
This should be done before the en- 
gine is replaced in the car. This 
helps catch any faults in operation 
which indicate needed adjustments 
and will assure that the engine will 
not come back to the shop. 

5. Finally, a running test should 
be made. The rebuilder should 
make at least one trial run with 
each customer before putting a 
final O.K. on the job. He is able 
to tell much easier than the driver 
if there are any final adjustments 
to be made before the engine leaves 
the shop. 

“No engine rebuilder,” Lindsley 
said, “is an expert in every line 
and he should turn over delicate 
jobs to experts. This will save time 
and trouble. It will leave him free 
to concentrate on work he is more 
capable of doing.” 

He stressed that all manufac- 
turers’ catalogs should be kept 
and studied. 

“A school should be conducted 
for employes, either periodically or 
continuously, to keep up with the 
technical changes in the automo- 
tive field,” the engineer advised. 

“In addition, there should be a 
definite mechanic training program 
which will aid apprentices until 
they become experts in some par- 
ticular phase of engine rebuilding. 
“The engine rebuilder is not giv- 
ing the engine an overhaul job, nor 
is he making repairs. He is doing 
a rebuilding job as much as if he 
had a small factory.” 


Pacific Express 


Gets Safety Kudos 


LONG BEACH, Calif.—The first 
Marcus A. Dow memorial award 
for professional achievement in 
fieet safety engineering, presented 
by the National Safety Council in 
cooperation with Greyhound Corp., 
was awarded to Kenneth N. Beadle, 
safety director for Pacific Inter- 
mountain Express Co., at the west- 


lern safety conference in Long 
Beach, Calif. 
Clifford E. Peterson, commis- 


sioner of the California highway 
safety patrol, made the presenta- 


tion. Prior to the presentation, 
Paul H. Coburn, director of the 
National Safety Council’s motor 


transportation division and secre- 
tary of the award committee, de- 


scribed the background of the 
award. 
Beadle will speak before the 


vehicle and 


Safety Council at the 40th Na- 
tional Safety Congress and Exposi- 
tion to be held on Oct, 23 in the 
LaSalle hotel, Chicago. 


Fruehauf Tandem 
Advantages of New Unit 
Shown on Film 
NEW YORK.—A new film, en- 
titled “Fruehauf GT—-The Tire Sav- 
ing Tandem,” is now being exhibit- 
ed at Fruehauf branches through- 

out the country. 

“The motion picture compares the 
conventional tandem with Frue- 
hauf’s gravity tandem under actual 
says Frue- 
hauf. “Among these are better tire 
mileage, better braking, greater fuel 
economy, greater safety, easier ride 
for load and trailer and lower 
maintenance costs.” 

The film illustrates such GT ad- 
vantages as self-steering, self-align- 
ment, easier pulling, elimination of 
wheel hop and brake fight, better 
riding qualities, one - purpose 
springs, less unsprung weight and 
greater stability on curves, the 
company says. 

Noting that the Gravity Tandem 
is the first entirely new conception 
in tandem design in 25 years, the 
film points out that it has the 
soundest design of any undercon- 
| struction of the two-axle type. 
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| Auto Personnel 








Universal C.I.T. Credit Corp. an- 
nounces the appointment of six 
district managers by the company’s 
division offices at Birmingham, 
Seattle, Charlotte, N. C., Philadel- 
phia and Boston. 

Appointments include: Robert B. 
Kellis, Fayetteville, N. C.; Clifton 
Wolfe, Knoxville, Tenn; William F. 
Copper, Nashville, Tenn; Albert 
Yeo, Philadelphia; Allen R. Main, 
Presque Isle, Me., and Barney N. 
Lauby, Spokane. 

* oa * 


Danforth Holley Joins 
Firm’s Executive Group 
Danforth Holley, cost director of 
Holley carburetor Co., has been ap- 
pointed to the firm’s executive 
committee. Holley, son of President 
Earl Holley, has 
held a variety of 
positions with the 
company since 
1937. 
Named assistant 


dent in charge of 
finance was Ralph 
Sather. He previ- 
ously was assis- 
tant to the vice- 
president in 
charge of manu- 





Danforth Holley 


facturing. 
N. A. Miles, secretary of the com- 
pany, has taken on the additional 


to the vice-presi- | 


the division was J, V. Koski, who 
has served for the past seven 
years as chief draftsman. Rus- 
citti was formerly sales manager 
of the division. 

* * * 


Lincoln-Mercury Promotes 
Five in Chicago Office 


Appointment of a new Lincoln- 
Mercury assistant district sales 
manager in Chicago and five other 
management transfers and promo- 
tions have been announced by R. F. 
Williams, regional sales manager. 
R. H. Whitney, formerly regional 
parts and accessories sales depart- 
ment manager, has been named as- 
sistant district sales manager in 
the Chicago district sales office. 
| Transferred from Chicago to the 
| post of assistant district sales man- 
|ager at Kansas City is J. C. Clen- 
|man, who has been manager of the 
Lincoln sales department in the 
midwest regional office since early 
this year. 


M. J. Rowlands has been promot- 
ed to replace Clennan as regional 





duties of vice-president in charge 


of industrial relations. 
* * . 


Thorne Named to Head GM’s 


Vehicle Development Staff 

Appointment of Maurice A. 
Thorne as engineer in charge of 
the General Motors’ engineering 
staff vehicle development group 
is announced by C. A. Chayne, 
engineering staff vice-president. 
This appointment marks the con- 
solidation of GM’s engineering 
staff automotive ordnance and 
car development groups. 

Also announced were the ap- 
pointments of R. V. Hutchinson 
and G. C. R. Kuiper, as assis- 
tants to Thorne. Kuiper 
work with the car development 
section of the group, and Hutch- 
inson with the automotive ord- 
nance section. Thorne joined GM 
at Oldsmobile in 1934. 

: * * 


Klotz Heads Fleet Sales 


In Ford’s Southeast Region 


Appointment of Frank P. Klotz 
jr. as regional fleet sales depart- 
ment manager is announced by C. 
R. Beacham, sales manager of the 
Ford’s southeast region. Klotz will 
have charge of Ford fleet sales ac- 
tivities throughout all or part of 12 
southeastern states. He will super- 
vise fleet sales in six Ford sales 
districts—Chester, Washington, Vir- 
ginia, Charlotte, Atlanta and Jack- 
sonville. 

First employed by Ford in Ches- 
ter in 1936, Klotz worked in the ex- 
port department until World War 
II. After four and a half years of 
military service he joined Ford in 
the Chester (Pa.) district office, 
and was assistant service manager, 
distribution manager, assistant fleet 
sales manager, and truck and fleet 
sales manager before his recent 
promotion. 

* * + 


Buckley Elected Chairman 


Of Better Business Bureaus 

John R. Buckley, publisher of 
Good Housekeeping, New York 
City, has been elected chairman of 
the board of governors of the Assn. 
of Better Business Bureaus. He 
succeeds John N. Garver, vice-presi- 
dent of Manufacturers and Traders 
Trust Co., Buffalo. 

Elected as vice-chairman was 
Arthur S. Albright, vice-president 
of Detroit Edison Co. Victor H. Ny- 
borg, Rye, N. Y., was reelected 
president. Preston Leavitt, Hart- 


ford, Conn., was elected secretary | 


and Edward L. Greene, New York 
City, was reelected treasurer. 
* ca - 


Gabriel Promotes Two 


At Metal Hose Division 
Gabriel Co., Cleveland, an- 
nounces the appointment of C. N. 
Ruscitti as manager of its divi- 
sion, International Metal Hose 
Co. 
Appointed chief engineer for 


ANSWER to ALL 


will | 


BEARING NEEDS 


Mi The COMPLETE Engine 





Engine Bearings (Main, Connecting Rod and Camshaft) ® Bushings * Con- 


necting Rod Service 


Rod Bolts and Nuts * V-Seam Piston Pin Bushings * Shims and Shim Stock 


M More than 7,000 items 


FEDERAL-MocGuL SERVICE 


(Division of Federal-Mogu! Corporation) 
DETROIT 13 » 





Bag of Dimes Buys Chevrolet— 


Frugality paid off for the Hoykas of Albany, N. Y., when they recently bought a 
new Chevrolet with a moneybag full of dimes that they had put away for just such 
an exchange. Don Allen Chevrolet sold the Hoykas their new car. Making the trans- 
action are (left to right) W. S. Urban, assistant general manager; Mr. and Mrs. Hoyka, 
and William Geier, sales manager. 





| Lincoln sales department manager. 
|He has been with Ford since 1945, 
|and was a field manager for the 
| Chicago district sales office at the 
time of his promotion. 

Charles Gradwell replaces Whit- 


ries department manager. Gradwell 
had been Chicago district parts and 
accessories sales manager since 
January, when he was transferred 
there from Buffalo. 

In the Chicago district sales of- 
| fice, Clifford H. Gieske, of Detroit, 


- 


re 
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|has been appointed manager of 
parts and accessories sales. Charles 
Lamb, formerly with the Ford Air- 
craft Engine division in Chicago, 
has been named a field manager 
to replace Rowlands. 

* + * 


| Willys-Overland Names 
Evans to Regional Post 


J. Harry Evans, associated in 
the automotive field for more 
than 25 years, has been appoint- 
ed an assistant regional sales 
manager at Willys-Overland, it 
is announced by Gerry E. Lyons, 
general sales manager. 

Evans will serve the com- 
pany’s region five, which includes 
Oklahoma, Arkansas and Louisi- 
ana. He has served as a district 
manager with Chevrolet, Ford 
and Chrysler Motor Sales Corp. 
For several years before World 
War II, he was a retail branch 
manager for B. F. Goodrich and 
also for U. S. Rubber. 


Bakelite Names Benedito 
Head of New Sales Setup 


Consolidation of all sales activi- 
ties for molding and extrusion plas- 
tics sold by Bakelite Co., a divi- 

(Continued on Page 24, Col. 1) 
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Auto Personnel 


|of Versnick Brothers, Detroit. Sus- 
|cession to Severns as sales man- 
| ager of the western Pennsylvania- 
| New York division is Ted B. Allen, 
| promoted from Kendall's James- 








(Continued from Page 23) 


with the 24t 
Korea, 
the prisoner 
section and 
ficer with t 
tion. 


sion of Union Carbide and Carbon 
Corp., is announced by George C. 
Miller, sales vice-president. 

John D. Benedito has been ap- 
pointed manager of the new mold- 
ing and extrusion materials de- 
partment. Benedito will be respon- 
sible for the sale of all molding 
and extrusion materials. David A. 
Munns has been named manager of 
molding and extrusion materials di- 
vision that will function as a part 


Kendall 


of Benedito’s new department, | signment of 
which will also supervise activities | agers. 
of the wire and cable division head- | Belvin C. 


ed by J. E. Brister. 


* * + 
Jacoby Rejoins Fruehauf 
After Service in Korea 


Charles P. Jacoby, former Chi- 
cago All-Star grid player, has re- 
turned from the Korean war and 
has rejoined the Chicago branch of 
Fruehauf Trailer Co. as a sales- 
man, Joseph Gruca, Chicago man- 
ager, announces. 

Jacoby, who was a 


ferred from 


Kendall prod 





lieutenant ! place Robert 








Whether you pile up the miles in cross-country 
hops or start-and-stop city driving, give your 
motor a break. Use on/y 100°; Pure Pennsylvania 
Motor Oil... made from the finest crude the 
world has ever known. It provides that comfort- 
ing, money-saving, extra protection against the 
trouble and expense caused by high-pressure 
friction that robs you of the power you bought. 


BUY 100% PURE 


PENNSYLVANIA 


{ MOTOR OIL 


4 w, OIL 
For your protection, only oils made from 
100% Pure Pennsylvanico Grade Crude 
which meet ovr rigid quality require- 
ments ore entitied to carry this emblem, 
the registered bedge of source, quality 
ond membership in our Associction. 


VANIA GRADE CRUDE OIL 
~ Oil City, Pennsylvania 
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served as a 


Kendall Refining Realigns 
Division Sales Chiefs 

Refining Co., Bradford, 
Pa., announces changes in the as- 


division to the midwestern division, 
where he succeeds R. Hilden Sailer. 
Sailer has left Kendall to become a | 
partner and vice-president in Berry 
Oil Co., Oklahoma City and Tulsa, | 
Okla. The firm is a distributor of | tional 


Kendall also has named David H. | 
Severns as sales manager of the} 
Michigan-Indiana division to re- 





AP the power you bought 
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7a SELL THEM BY TELLING THEM 


rersci ae 















town (N. Y.) branch. 


* ~ * 

Booklets Cite Zinc’s Qualities 
of war interrogation For Spinning, Drawing 
ge Bi org 6 palo The American Zinc Institute, 60 
owas es oe on eo ro 2 oe 
nounces that it is publishing two} 
booklets on the desirable qualities 
of zinc for spinning and drawing. | 

The pamphlets emphasize lower 
| production costs and minimum tool 
costs through the use of zinc in| 
spinning and drawing that will be | 


h Infantry division in 
linguist with 


* * * 


division sales man-| 
; | 
Booth has been trans- goods. * * * 


nap a vag valley | Staff Changes Announced 


In Mack, Brunswick 
Among staff changes announced 
by Mack Motor Truck Corp., Ar-| ager of the Cincinnati district in 
thur E. Santow has been named na- | place of Ward N. Shaw, who has 
accounts manager of the/| been transferred to Florida. 
| company’s central division in Chi- Frank C. McManus has joined 
cago. Brunswick Ordnance Corp., New 
Santow succeeds R. J. Meinert, in| Brunswick (N. J.) subsidiary of 
whose office he had served as as-|Mack Trucks, Inc., as vice-presi- 
sistant. Meinert now becomes man- 


Official club headquarters for members 


one of their regular meetings with Fisher 


ucts. 


M. Fox, now manager 


dent and general manager. He fills 
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Wherever you are... 
THIS ADVERTISING 


| works for oY f 


Month after month . . . for twenty-nine continuous years... 
leading national magazines have carried the story of 100% 
Pure Pennsylvania . . . the oil made from nature’s finest crude 

.. to millions of car owners in all walks of life. Whether you 
do business in a major city, county seat, or in the heart of 
rural America, the answer is the same: your customers and your 
prospective customers are included in those car-owning readers. 


Sell them by offering them your brand of 100% Pure 
Pennsylvania. 

Sell them by pointing out the greater engine protection, 
insurance against costly repair bills, that comes from using 100% 
Pure Pennsylvania Motor Oil. 














Parcs ed ‘ 4 
Woo. PURE 


PENNSYLVANIA 


“Made Srom 
the highest grade crude oil in the world 


PENNSYLVANIA GR 


Sell them by displaying Pennsylvania oil ina prominent location. 


For your protection, only oils made from 100% Pure Pennsylvania Grade Crude 
which meet our rigid quality requirements are entitled to carry this emblem, 
the registered badge of source, quality and membership in our Association. 
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applicable to costs of consumer | Aero Club Meets in Dealer Showroom— 


of the San Bruno ‘‘Aero-Bats" is the show- 


room of Clay Fisher Motors (DeSoto-Plymouth), San Bruno, Calif. The organization is 
a model plane club sponsored by the dealership. Club members are shown here at 


kneeling to the left of the movie projector. 


|a vacancy created by the resigna- 
|tion of R. W. Walker, executive 
vice-president and a director. 

+ + * 


W. B. Spielman Elected 
J. B. E. Olson President 


Wallace B. Spielman is the new 
president of J. B. E. Olson Corp., 
distributor of 
Kurb-Side and 
Kargo - King 
aluminum - alloy 
truck bodies. 

Spielman, for- 
mer executive 

| vice - president, 
| succeeds Sigmund 
| Pines. Other new 
|officers are Her- 
| bert H. Spielman, 
| sales vice - presi- 
| dent, and Edward 
| J. Scherer, secretary. 
x ok * 


| 
| Draft Aide Is Appointed 
Wisconsin Highway Chief 
Harold L. Plummer, 57-year-old 
| veteran of military service and 
| American Legion organization 
| work, has been appointed chairman 
of the Wisconsin state highway 
|}commission by Gov. Walter J. 
Kohler jr. The nomination is sub- 
ject to confirmation by the state 
senate next winter. 
Plummer, who succeeds the late 
J. R. Law in Wisconsin’s top high- 
way post, said he would resign as 
a captain on active duty at state 
selective service headquarters. 
* * * 





W. B. Spielman 


Former Dealer Heads Sales 
For Brake & Equipment 


A former automobile dealer, L. 
A. Walbrun, has been named sales 
vice-president for 
Brake & Equip- 
ment Co., distrib- 
utors of truck 
equipment in 


Wisconsin and 
Michigan. 
Walbrun served 
as a branch man- 
ager for Mack 
Truck until 1947. 
During the past 





five years he has 
been truck man- 
ager at a Ford dealership and op- 
erator of a dealership of his own 
in Medford, Wis. 


* *e2 * 


Mosher Moves Up 


Ezra Mosher, formerly resident 
engineer of National Seal Co., sub- 
sidiary of National Motor Bearing 
Co., Inc., at Van Wert, O., has been 
named chief research engineer of 
the parent company in Redwood 
City, Calif., it is announced by 
Lloyd A. Johnson, president. 


L. A. Walbrun 
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salt Lake City will find it advan- 
igeous to send their top service 
nen, since these boys get little 
hance to see many of the things 
that will be on display. 

It was also suggested that the 
West Coast offices and distributors 
of those equipment makers who 
will exhibit in this coming show 
can profitably be laying’ the 
groundwork for dealers to bring or 
send their service heads into the 
show to see the equipment avail- 
able. It has been four years since 
NADA held this show in San Fran- 
cisco and many service men were 
prevented from coming to that one 
due to a heavy snowstorm that im- 
mediately preceded opening of the 
show. 

I got quite a bang out of the 
way Jim Mason of Hodges Auto 
Sales and Stewart Hanson of 
Hanson Chevrolet, who attended 
the session, went into action 
when one of the equipment men 
said he didn’t believe that dealers 
bought any equipment unless they 
had their service managers with 
them. 

Both Jim and Stew told the group 
about the thousands of dollars 
worth of equipment of different 
types they had bought at the two 
last shows. Both said they probably 
would not have bought some of the 
things they purchased, if they had 
not seen the items at the show 
themselves. 

But everyone was in agreement 
that the show should be pegged to 
be of greatest value to the medium 
and smaller dealers, since they are 
the dealers who have the least op- 
portunity to see the newest servic- 
ing machines and equipment. The 
bigger dealers, like Hanson and 
Mason, do get around and if they 
are in trouble they do know where 
to go to get help and sound advice. 

+* *# * 


Car Loaner Deal 
— A. BACKUS, the son of a 
prominent former Detroit Ford 
dealer, was in the office the other 
day to show us a new “Car Loaner” 
deal he has worked out for dealer 
use. Ross, from his experience in 
business with his father, feels that 
one of the biggest boosts that can 
be given a dealer’s service business 
would be for him to issue a guar- 
anty to every customer, that should 
his car be laid up for more than 
one day for service, the dealer 
would provide a car for the custom- 
er’s use. 

He has worked out a car loaner 
guaranty form, which the dealer 
would sell his customers. The price 
suggested on the sales pamphlet is 
$12 per year. The dealer agrees to 
loan a car to the repair shop cus- 
tomer for a stated interval or for 
the time it takes to repair the own- 
er’s car, which ever comes first. 
Ross Backus’ address, if any dealer 
is interested in his deal, is 145 S. 
Franklin, Dearborn, Mich. 

Just got a note from my good 
friend John Wolf, enclosing the 

national averages on dealer serv- 
ice, which shows that despite the 
fact that dealers are facing a 
period when they will have few if 
any cars or trucks to sell, they 
are still not putting out too much 


DeVilbiss Plans 
School Schedule 


TOLEDO.—A fall schedule has 
been announced by DeVilbiss Co. 
for courses of instruction in auto- 
motive refinishing and preventive 
maintenance of car finishes in its 
school of spray painting, now en-| 
tering the 27th year of tuition-free 
operation for users of DeVilbiss | 
equipment. 

Applications, the company said, 
should be made early as possible | 
for enrolling shop superintendents, | 
service managers, spray operators 
and any others who wish to attend | 
the week-long classes as follows: 
Sept. 15, Dec. 1. These classes will 
be held in quarters adjoining the 
firm’s main plant at Toledo. 


During July and August, no 
classes will be offered in Toledo 
because, for the first time, the 


school is being transferred tempo- 


m Page 19) 
effort in building their service 
department sales. 

For June, when the figures would 
naturally include some of the hang- 
over May Safety Month business as 


well as the preparation for vaca- | 
items | 


tion travel, the number of 
per repair ticket is still consider- 
ably under one and one-half times 

1.44 items per ticket to be exact. 

John says that his field men find 
dealers the country over jittery 
about the steel and economic con- 
dition, but still haven’t realized 
that the one constant and reliable 
source of “pay-overhead” revenue 
is being sadly neglected. 

In fact, it has been my experi- 
ence that the dealers who cry the 
loudest about the lack of business 
are the boys who never go into 
the service department unless they 
have to, except to park their per- 
sonal car in a stall that should be 
kept clear to make money for them. 

om * * 


tye BAR SALES CO., Chicago, 
writes me as follows: “We wish 
to bring up a matter of vital im- 
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| White Introduces Payload Tractor— 


White Motor Co. has just announced this new payload tractor which the company 
claims is designed to give maximum payloads under restrictive state laws and lowest 


Operating cost. The new model (WC-24 PLT) has a 180-horsepower engine and weighs | 


only 10,500 pounds fully equipped. The tractor has a bridge formula front axle loca- 
tion with 28-inch dimensions from front bumper to center of cab. It is available in | 


140, 146 and 158-inch wheelbases. 


portance that car dealers should be 
aware of, when they use tow bars 
to move cars. The Interstate Com- 
merce Commission regulations re- 
quire controlled steering guide ca- 
bles on unit being towed. In addi- 
tion, safety chains must be used on 


~~—_ 


| every 


hookup, regardless of the 
tow bar used.” 

We are glad that the boys at 
Tow Bar Sales brought this data 
to our attention, so that we can 
pass it along to you dealers who 


may move cars with tow bars. In 










| 
| 
| 


} 
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addition to keeping you out of 
trouble with the law, it is- also 
good once in a while to empha- 
size some of these safety warn- 
ings, just so that it aids in keep- 
ing our streets and highways as 
safe as possible to drive on. 

There are enough irresponsible 
drivers on the road without fran- 
chised dealers, unwittingly perhaps, 
being among those who cause un- 
necessary accidents. 





Chevrolet Dealers Cite 
Parts Chiefs in West 
PORTLAND, Ore. — Chevrolet 
dealers’ parts and accessories 
managers of the Portland zone 
held their Record club banquet 
here. On this occasion, 109 dealer 
managers from Oregon, Wash- 
ington and Idaho were honored 
for outstanding sales records. 
High-point men received spe- 
cial awards and were elected to 
office. They include: President, 
Henry I. Rigsby, of McKenzie 
River Motors, Springfield, Ore.; 
vice-president, James J. McMa- 
hon, of Pasco Auto Co., Pasco, 
Wash.; secretary, George 
Schoenberner, of Junction City 
Motor Co., Junction City, Ore., 
and treasurer, Delbert Sweek, of 
S-M Motor Co., John Day, Ore. 








-e- amazing new, all-purpose 
reciprocating POWER SAW 


— WONDER TOOL for cutting 


cost of car and 
truck body work 


Completes your body shop tools 


needed for many jobs on late- 
model cars and all trucks 


One-hand control — power unit 
furnished with 6 blades for cutting 


ANY material. . 


in steel carrying case 


STR 50 


Powered for heavy-duty — 34” stroke . . . 2250 strokes 
per minute . . . weighs only 634 Ibs... . 1444” long. 
You'll marvel at its ease of control and accuracy of 
cut. Every day you'll discover new money-saving and 
time-saving uses for SAWZALL. See your jobber or 


Pictured above — speedy removal of damaged right 
rear quarter panel on a late-model Cadillac for replace- 
ment—a job on which the Milwaukee SAWZALL saved 
many hours of time. This tool is now used by many body 
shops for cutting out panels from doors, turret-tops, 





rarily to the West Coast. Starting 
July 6 and continuing through Au- | 
gust, it will operate at the Univer- | 
sity of Santa Clara at Santa Clara, 
Calif, | 


bodies, fenders and scores of truck jobs. write us for FREE FOLDER No. SW-5. s 
MILWAUKEE ELECTRIC TOOL CORPORATION 
5838 W. State Street * Milwaukee 8, Wisconsin 
CANADIAN DISTRIBUTOR: Matthew Moody and Sons Co. © 740 Inspector St., Montreal 
XU 
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C. S. Mead Motor Co. (Chevro- 
let), Pasadena, Calif., has an- 
nounced the appointment of Jack 
Hoehne as general Manager. 
Hoehne was associated with his 
father in the Hoehne Chevrolet Co., 
St. Louis. A Chevrolet dealership in 
Memphis is also owned by them. 
+ ” 


Speves Buys Deal 


Don Speves has bought the 
Chevrolet dealership in La Habra, 
Calif., from Don Brookmeyer. 

. + & 


Pierce at Capital Motors 


F. R. Pierce has been appointed 
manager of Capital City Motors 
(Ford), Fourth and Jackson Sts., 
Springfield, Ill. 

* + + 
Bees Bombard Business 


Bnt Bee-Man Battles Back 


A Chevrolet dealer in Puente, 


Calif., recently got the bees-ness | 


as bees who have been making 


honey in the brick wall of his | 


building for the past 25 years 
tried to take over the dealership. 
An old bee-man, J. A. Thiede, 


hived them but all efforts to re- 
move the bees from their favorite 
crack in the wall have failed. 


* 4 4 


Gilbert Widens Frontage 


Gilbert Buick, Inc., St. Louis, has 
bought a site adjoining its sales 


building at the southwest corner | 


of Gravois and Potomac Aves. 
which gives the company a front- 
age on Gravois of 285 feet. 

* + ea 


Lammerts Reopens Lot 

Lammerts, Inc., has reopened 
a “used-car gardens” at Main 
St. and Park PI, Niagara Falls, 
N. Y. The area has been black- 
topped and a new office building 
erected. 


Wins Dealer Derby 
Woman Bank Clerk Takes 


Conway Nash Prize 
| Yvonne Cambis, Monrovia, Calif., 
| bank teller, was awarded 100 sil- 
|ver dollars as the winner of the 





Four Dealers Get Ford Award— 


Four Ford dealers in Milwaukee recently received Ford's four-letter award as out- 





though they were all doing their 
| best to win the $100 first prize.” 

Other place winners were: Jane 
Barton, Arcadia, Calif.. who won 
second place with 42.2 miles per 
gallon, and Betty Wilhite, third 
place winner from Duarte, Calif., 
with 42.1 miles per gallon. 


L. A. Buick Dealer Appoints 


Son of Packard’s Spencer 


Bev Spencer has been ap- 
pointed new-car sales manager 
for Ed James Buick Co., succes- 
sor to Howard Buick Co., in Los 
Angeles. 

He is the son of LeRoy 
Spencer, executive vice-president 
of Packard Motor Car Co. in 
| Detroit. 


+ * * 


Westwood Motors 


Westwood Motors, Inc., has been 
incorporated in Buffalo, with capi- 


standing dealers. The dealers honored by W. A. Mizia, field manager and R. P. Wood tal of 200 shares. Incorporators are 


Rockford district sales manager, were Al Shallock Inc., E. A. Swendson Inc., Soerens 


Motor Co. and Knippel-Selig Co. 


Conway Nash “Women’s Economy 
Derby” in Monrovia. 

Setting a mark of 43.8 miles per 
gallon, Yvonne competed with sev- 
en finalists all of whom drove the 


same Nash Rambler over the same 


Solomon, Norma, Harry and Lor- 


| raine Stern. 
* + * 


| Fleming Heads Up Sales 


|For Slack’s Mercury Deal 

Robert L. Fleming has been 
named sales manager for Lyman 
Slack Motors (Mercury), Port- 
land, Ore. 


course, with a measured amount of 
gasoline. 

Sponsor of the event Carle Con- 
way, Monrovia Nash dealer said, | 
“The contestants all gave fine ex- | 
hibitions of sportsmanship, even | 


Schrader Contributions to the Tire Industry 











TO HELP SERVICE 





THAT’S A SCHRADER IDEA 


BETTER.WE RECOMMEND 
THAT THE DEALER USE HIS 
TIRE GAUGE THE SAME 
WAY HE DOES THE 










TIRES 











IT STARTS WITH 
ME CERTIFYING 
ALL MY AIRLINES 
AND GAUGES WITH 
A MASTER GAUGE. 






THEN | CHECK ALL 
MY CUSTOMERS’ 
TIRES WITH THIS 
PENCIL GAUGE... 











































... 1 INFLATE TO RECOMMENDED 
PRESSURE APPLYING THE 
HEAT BUILD-UP FORMULA FOR 
SAFEST DRIVING, 
RIDING COMFORT 
ANP STEERING 
FASE. THEN | SEAL 
IN THE AIR WITH 
THIS VALVE CAP. 








IT SURE 
SOUNDS 
GOOP TO 
ME. 
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And it sounds good to the many dealers who are 
now using Certified Air Service as part of their 
regular procedures . . . and it helps them service 
and sell tires. This is but one example of the 
service behind Schrader Tire Valve Equipment 
that extends right down to the car owner. 

Have you seen a copy of the Certified Air Service 
procedure manual? Write for Manual B-200. 


A. SCHRADER’S SON, 470 VANDERBILT AVE., BROOKLYN 17, N. Y. 
Division of Scovill Manufacturing Company, Incorporated 


IN TIRE VALVES 





REG. U.S. PAT OFF 








FOR ORIGINAL EQUIPMENT AND REPLACEMENT 


Fleming succeeds Burt Wilson, 
who recently resigned to take an 
interest in an auto firm in Mich- 
igan. 

+ * “ 


Heile Names 2 


J. P. Heile has appointed Harry 
J. Elbra service manager and add- 


|ed Ed Roberts to the sales staff of 


his Cleveland Dodge-Plymouth deal- 
ership. 
* + * 


K-F Dealer Chartered 


Inland Kaiser-Frazer Motors, 
Spokane, Wash., has been incor- 
porated by Virgil E. and Myrtle 
R. Gleason, of Spokane, and Leon- 
ard A. Haubrick, of Opportunity, 
Wash. 


* * * 


Kennewick Incorporates 


Kennewick Motors, of Kennewick, 
Wash., has been incorporated by 


Stanley Klespert and Reuben Koch. 
| * * * 


Continental Motors, Inc. 
Continental Motors, Inc., of 
Cleveland, has been incorporated 
by Thomas F. Bremer, Leonard 
S. Frosh and J. Stava. Nominal 
capital is given as $1,500. 
* * ~*~ 


Manhattan Incorporates 
Manhattan Motors, of Cleveland, 
has been granted a charter by the 
secretary of state. Incorporators 
are Audrey Reinman, Martin A 
Rini and James A. Butler. 
~ . ok 


Harold Fulk, Inc. 


Incorporation papers have been 
taken out by Harold Fulk, Inc., 


| automobile dealers, 606 Walnut St. 


N.E., Canton, O. Incorporators are 
(Continued on Page 27, Col. 1) 











SAVE COSTLY 
Drive-Line Repairs 
INSTALL 


National 
\ 
PARTS & ASSEMBLIES 
And Re-Use Original Assemblies 


National parts enable you to extend 
the life of expensive drive-line assem- 
blies. Install National parts to restore 
original quiet, efficient operating con- 
dition. Save buying a new drive-shaft, 
drive-shaft housing, transmissi case, 








and ring gear and pinion assembly. } 
As Advertised in the Saturday | 
Evening Post | 

Sold Nationally by Leading Jobbers | 
Write or Wire for Detalls—Dept. AN | 


NATIONAL MACHINE WORKS, INC. 
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Harold H. Fulk, Donald W. Seiple 
and Edward J. Zink. 


ob * * 


Capital Incorporates 
Incorporation papers have been 
granted Capital Motors, Inc., of 
Portsmouth, O. The incorporators 
are Fred Brown, Iley Conley and 
J. R. Brown. 


* * * 

Berkley Chevrolet Reports 
Used-Car Lot Opening 

Opening of a used-car lot on 
Highway 12 at Ritz Corners is 
announced by R. E. Berkley, vice- 
president of Berkley Chevrolet, 
Inc., Baraboo, Wis. 

Gerald Fike has been ap- 
pointed sales manager. The Berk- 


ley firm has been in the automo- | 


bile business in Baraboo for 35 


years. 
* * a” 


Gilbert Gets Filling Station 
Gilbert Buick Inc., St. Louis, has 
purchased a $75,000 filling station 
adjoining its sales building at the 
southeast corner of Gravois avenue 
and Potomac street. 
* * * 


Ofgant, Jackson Merge 


Mass. Dealerships 


Ofgant-Jackson Chevrolet Co., 
is the name of a newly merged 
dealership in Boston. The an- 
nouncement was made by Edwin 
I. Ofgant. The former Jackson 
Chevrolet plant at 460 Blue Hill 
Ave., Roxbury, has been expand- 
ed, and the company now occu- 
pies nearly four acres of land and 
buildings. 

Batteries of floodlights were 
thrown on for opening ceremo- 
nies. Gifts for visitors were among 
the gimmicks used to mark the 
merger of the Ofgant and Jack- 
son names. 


Maykel Pm H ead 
Chevrolet Dealers 


Charles Mavykel of Charles Chev- 
rolet, Inc., Worcester, Mass., has 
been elected president of the Chev- 
rolet Dealers Assn., numbering 130 
dealerships in Massachusetts, Rhode 
Island and Southern New Hamp- 
shire. He succeeds Edwin I. Ofgant, 
Ofgant-Jackson Chevrolet Co., Rox- 
bury. 

F. Merle Matthews, Matthews 
Motor Co., Fitchburg, was elected 
first vice-president, and Robert 
Pierce, 
Inc., Pawtucket, R. I, was named 
second vice-president. Directors 


are: Robert B. Kayser jr., Common- | 


wealth Chevrolet, Boston; A. H. 
Auld, Auld Chevrolet, South Dart- 
mouth; William J. Grattan, North- 
Shore Chevrolet Co., Lynn; Robert 
E. Hight, R. E. Hight Chevrolet 
and Ambrose C. Duggan, North 
Quincy Garage Co., North Quincy; 
Charles H. Ungerman jr., and 


Pierce. 
oo + * 


Hogue Buys Plant 
Tom Hogue, owner of the Hogue 
Motors, Inc. (Hudson), Topeka, 


Kans., has purchased the building 
at 905 W. Sixth, now occupied by 


the former Kaiser-Frazer dealer- | 


ship, operated by Tom Smith, The 
latter recently moved to Oklahoma 
City, where he purchased a Pack- 
ard dealership. 

* ok * 


Davis Heads Shop 


Warren Davis has been appointed 
service manager of Eskridge-Knell 
Motors, Liberty Heights and Garri- 
son Blvd., Baltimore. 

* * * 


Rohrs Is Service Chief 
Bankert Hudson, Howard at 25th 
St., Baltimore, has named Fred W. 
Rohrs jr. service manager. 
* * * 


Oklahoma City Dealers 
Fight Zoning Regulation 

An appeal to the Oklahoma 
Supreme court was planned by 
Oklahoma City auto dealers seek- 
ing to prevent the city from en- 
forcing a 25-foot setback on their 
lots. 

District court refused to grant 
the dealers a permanent injunc- 
tion against enforcement of the 
setback regulation, which applies 


Pierce-Crook Chevrolet | 


from Page 26) 
to two zoned districts, but a tem- 
porary stay was issued. 
The court action was started 
by S. B. Leveridge, operator of a 
lot at 1436 S. W. 29; the Capitol 
Hill Automobile Dealers Assn., 


and others. 
+ * 


Vogt Buys Oldsmobile Firm 


In Lorain, O., from Kilgore 
J. W. Vogt has purchased Kil- 


gore Motor Sales (Oldsmobile), Lo- | 


rain, O., from O. E. Kilgore, who 


retired after operating the firm | 


since 1924. 
The company’s new name is Vogt- 
| Oldsmobile, Inc. Vogt formerly was 


assistant sales manager of Hanks | 


| Motors (Oldsmobile), Cleveland. 
* * * 


| Chips Off Block 


Family Ties Strong Among 
Calif. Packard Dealers 


Many Packard dealers’ sons in 
Southern California are doing a 
good job of following in their dad’s 


GRIZZLY 
Helps 


foorsteps, says George Wagner, 
resident manager of Earle C. An- 


| thony, California Packard distribu- 
| tor. 


He points out that the following 
sons are actively engaged in the 
automotive business with their fa- 
thers: Bob Hackett jr., of R. R. 
Hackett, Inc., Bakersfield; Bert and 
Jack Kelly, of Kelly Motor Co., 
Glendale; Bill Noll, of Noll Auto- 
mobile Co., Highland Park; Joe 
Mansfield jr., of North Hollywood 
Motors, and Merrell Jordan jr., of 
Jordan Motor Sales, San Diego. 

* + * 


Campbell Wins Honor 


James A. Campbell, a salesman 
at Johnson-McReynolds Chevrolet 
Corp., Roanoke, Va., has been hon- 
ored by the Roanoke Sales Execu- 
tive club. He was chosen as one of 
the five outstanding salesmen in 
the city of Roanoke in all cate- 
gories. 

* oh k 


| Merit Motors, Cleveland, 


|purchased by Albert R. Anderson | 


Is Purchased by Trio 


Merit Motors, Cleveland, has been 


jr., general manager; Kenneth R. 
Jones, vice-president, and Frank J. 
Baginski, secretary-treasurer. 

The new firm, a Kaiser-Frazer 
dealership at 10212 Lorain Ave., 





You Sell | 


Bonded Relines— 
With Biagov Fhoffts! 


Selling bonded relines will be an important, highly 
profitable business when you work closely with.your 
Grizzly Distributor! For he has the experience and the 
proper linings and equipment to give you complete, 
dependable bonding service. He can supply you with a 
full range of “Saftibond” linings—the first with fac- 
tory-applied bonding agent . . . the lining that insures 
cleaner, better results at least cost. He can provide fast 
service from a shoe exchange well-stocked with. “Safti- 
bond-ed” shoes (as well as riveted shoes). He will de- 
liver each set of Grizzly lining or shoes in special car- 
tons clearly labeled for error-proof installation. In 
fact, he’s ready to answer any questions you have on 
bonding—so call your Grizzly Distributor today! 
Grizzly Manufacturing Company, Paulding, Ohio. 











“A, 
BEAR IN MIND wee ... ASK FOR 
4 
-| GRE 
$ , oO 


é BRAKE LINING 


GRIZZLY SYNCRO-SET®, SILVERTIP® AND SAFTIBOND® 
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PRECISION BUILT HEAVY DUTY 








Wis. K-F Dealer Expands to Appleton— 


Marvin Nelson, president of Nelson Sales & Service (Kaiser-Frazer), marked his 
debut in Appleton, Wis., by opening this new building. The occasion was a three-day 
open house observance. Nelson has operated as a K-F dealer in Clintonville, Wis., for 
six years and will continue there. The Appleton outlet is in charge of Len Wagester, 
general manager. 


1952” in the annual beauty con- 
test at Boise. 

The company’s Miles Browning 
says he’s naturally very proud of 
his sponsored entry, who is a 
pianist and vocalist and Idaho 
winner in an American Legion 
oratory contest. She plans to 


will be known as Anderson Motor | 
Sales, Inc. 
* * ok 
Dealer-Sponsored Beauty 
Wins ‘Miss Idaho’ Title 
Sponsored by Browning Auto 
Co. (Buick), Twin Falls, Id., love- 
ly Zoe Ann Warberg has cap- 
tured the title of “Miss Idaho of | 


study law under the $1,000 schol- 
arship she 


received as “Miss 















bug 








GRIZZLY 
SAFTIBOND 


BRAKE 











SAFNIBOND-ED 





SHOES 





—e 





28 





AUTOMOTIVE NEWS, JULY 21, 1952 








New Products 











PARA-VEN—A Venetian blind for auto 
rear windows is now being marketed by 


Paramount Venetian Blind, 151 E. 126th 
St., New York. It uses a clear plastic 
bracket. 

* + + 


Auto Finish Preservative 
Praised by Du Pont 
Neither the blazing Florida sun 


nor the smog of an eastern city | 


impaired automobile finishes which 
were protected with a brilliant gloss 
coating material newly developed 
and road tested by the du Pont Co. 


specialties division, claims’ the 
company. 
Severity of the three months’ 


road test was intensified by the se- 
lection of finishes notorious for 
their susceptibility to failure. 
* + * 

Lee Selects Agency 

Lee Tire & Rubber Co. has ap- 
pointed Gray ¢& Rogers, Phila- 
delphia, as its ad counsel. The 
company, a subsidiary of Lee 
Tire & Rubber Corp., sells tires, 
tubes, batteries, surgical rubber 
goods and rubber household 
items. 

t * * 

General Announces ‘Unipak’ 
For Automotive Switches 

General Automotive Specialty 
Co., Inc., 450 W. 3ist St.. New 
York, announces a unit package 
of automotive switches which is 
designed to hold 10 individually 
boxed switches of a particular 
catalog number. 

Called Unipak, it protects the 





GRIPSO —A type of vise pliers, called 
“Gripso Trigger-Matic,"" has been an- 
nounced by H. R. Basford Co., 235 15th 
S:., San Francisco. According to the manu- 
facturer, this plier features a trigger-re- 
lease that allows the user to release the 
plier simply by pressing the trigger and 
squeezing the handles. It is said this 
feature eliminates handles flying apart 
and makes it possible for the user to 
| easily operate the tool with one hand. 


individual packages from being 
damaged or soiled. Both the Uni- 
pak and the individual package 
are printed in matching colors of 
red, white and blue with end 
panels clearly marked with de- 
scription of contents and code 
number. 

* * 4 
Wix Accessories Offers 
Filter Display Rack 


Wix Accessories Corp., Gastonia, 











Joure looking 
at (juality... 


YOU’RE LOOKING AT 
THE LEADER! 





@ competitive price 





Here’s what makes LUMITE 
the leading seat cover fabric: 


® amazing wear-ability 
@ year ‘round comfort 


®@ quality-controlled finishing 


@ original styling 


® ease of cleaning 








I 
2. 


cover fabric. 


cover fabrics. 


N. C., is offering a new, light- 
weight wall or floor display rack 
to dealers at no extra charge along 
with the company’s SS-24 assort- 


ment of Hevi-Duty Filter car- 
tridges. 
Of steel-wire construction, the 


rack provides a storage place for 
oil-filter cartridges, and carries an 
inventory and filter-identification 
chart. A window banner also is in- 
cluded in the kit. 

* a * 
Non-Glass Mirrors 


Offered by Flexmir 


Flexmir Metallizing Co., Ince., 
Newark, N. J., says its non-glass, 
unbreakable mirrors can be used 
wherever mirrors are desired, and 
in many places where it would be 
impossible to use ordinary glass 
mirrors. 

It is claimed that impartial tests 
have proved that the reflectability 
of the Flexmir magic mirror is 


equal to glass. It is shatterproof, | 
(one-third the weight | 


lightweight 
of glass) shock resistant, pleasant 
to touch, will not steam up or cloud 
up in frost and will not distort be- 
cause of severe changes in tem- 
perature, it is claimed. 


You're looking at the uniformly excellent finish 
of LUMITE* woven saran fabric . . . produced by 
the oldest and most experienced weaver of saran! 
And, when you look over your seat cover sales 
picture, here are two facts about LUMITE worth 
remembering: 


LUMITE is the biggest-selling saran seat 


LUMITE is the best-known brand in seat 


Make the most of this unique acceptance! Whether 
you're a dealer, a trim shop, or a manufacturer, 
be sure you feature the leader . . . LUMITE! 


Jor Quality seat covers 


LUMIT 


*Registered trade-mark 











woven 


SARAN 


fabric 


For Free Sales Aids and further information, write: 
Dept. AN-27, Lumite Division, Chicopee Mills, Inc. 
40 Worth Street, New York 13, New York 





FORD ACCESSORY—Sheller Mfg. Corp., 
Portiand, Ind., announces that it is mak- 
ing an accessory steering wheel for 
Fords. The wheel is styled in black and 
with chrome metal rings 
and horn rims, exhibiting the Ford em- 
blem in the base, says the company. 


white plastic, 





IRON-GRIP SHELVING — Equipto Divi- 
sion of Aurora Equipment Co., Aurora, 
Ill., announces a line of Shelving. The 
| shelves have been designed to hold up 
| to 2,000 pounds on each individual shelf, 
the firm says. A special stud is said to 
save 60 percent of assembly time. The 
stud slips into a hole in the shelf and 
then into a keyhole in the upright. The 
shelf is then pressed down and assembly 
is complete. 





DELIVERYCYCLE—The Mustang deliver- 
| cycle by Mustang Motorcycle Corp., 635 
W. Colorado, Glendale 4, Calif., is ideal 
for use in metropolitan areas, says the 
| company. It has a load capacity of 300 
pounds and offers the performance of big 
cycles at half the operating cost, says 
Wade Brunson, sales manager. 

(Continued on Page 29, Col. 1) 








EDITORIALLY, from a 
standpoint of news coverage, 
special features, syndicated 
writers and comics, the Courier- 
Express has the strength which 
compels thorough readership 
and insures the effectiveness of 
your sales message throughout 
the great 8-County Western 
New York Market. 


COLOR for ADDED POWER 
Full ROP color weekdays gives 
your message still greater impact 
in this powerful newspaper. 


BUFFALO 
COURIER-EXPRESS 


Western New York's 
Only Morning and Sunday Newspaper 
REPRESENTATIVES: 
SCOLARO, MEEKER & SCOTT 





























New Products 








(Continued from 


PROTECTO-PLATE — Call Boy Co., 7147 
Lyndale Ave., S., Minneapolis, is offering 
a device it claims will neutralize the for- 


mation of rust in radiators. Called Pro- 


tecto-Plate, the device is a magnesium al- 
loid rod that is suspended in the cooling 
system under the radiator cap. It works 
according to a principal long known to 
chemists, engineers and many manufac- 
heaters, 


turers of home water 
company. 


says the 





. 4 
@ 4 
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ONBLOK FILTER—A new oil filter for 
Chevrolet cars and trucks that is said to| 
clean engine oil within 20 miles of ordi- 
nary driving has been introduced by 
Premier Autoware, Cleveland. This On- 
blok oil filter fits directly to the engine 
block. There are no outside lines to con- 
nect. Installation takes less than 15 min- 
utes, says Premier. 








SPRAY GUN—A spray gun with ultra 
sensitive controls for fine spraying has 
been introduced by DeVilbiss Co., Toledo, 
O. The new gun, designated as Type 
EGA, is designed for small refinishing 
jobs, stenciling, blending, high-lighting 
and decorative work. It's spray pattern is 
medium sized and can be adjusted to 
practically pin-point size for touch-up) 
work, says DeVilbiss. { 


Page 2S) 





LICENSE 


LAMP — A 
plate lamp that mounts in either of two 


chromed license 
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sheet metal screws if is ready for vibra- 


tionless flush mounting. Or it can be 
mounted directly on the present license 
bracket of most model cars, says the 
company. ALL 


International Announces 
‘Quick-Stik’? Transparency 

International Transpareney Co., 
310 Lakeside St., Cleveland 13, an- 
nounces Quik-Stik, a window trans- 
parency sign that it claims pro- 
vides the easiest, fastest application 
yet devised. 

The company says that Quik-Stik 
eliminates the need for long soak- 
ing, inconvenient water containers 
or plumbing facilities. The trans- 






MILE-O-DIAL — Paco Products, 3236 N. 


31st 





St., 


THIS SPACE 
FOR YOUR AD 


Milwaukee 





16, 






announces a 


29 


is a handy 
with ad 


cars. The company says it 


give-away item, in connection 
vertising 


+ + * 
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SPRITZIT SPRAY —M-M-A, Inc., Lan- 
caster, Pa., announces three sprays for use 
in the automotive industry. They are for 
bumper guards, ignitions and refinishing. 
items come in a container for easy 


application. 


Make ita habit 


AND MAKE THE BIGGEST PLUS-PROFITS 
YOU'VE EVER HAD, WEEK AFTER WEEK AFTER WEEK! 





Make it a habit to sell Casite with . Tell 


gasoline. 
your customer Casite will help him get back that 
old-time zip and power, that Casite will deliver 
that Better and Smoother Performance he’s been 
looking for! 






Sell it for tune-ups. Casite is a quick, easy, profitable 
non-mechanical tune-up. You just runa pint through 
the carburetor, or add a pint to the gasoline. That’s 
all you have to do to improve the performance of 
any car, old or new. : 











ad. 


Sell it to prevent trouble. Any motor oil is ‘‘cold” 
and slow when engine first starts. Casite makes that 
slow oil move fast—speeds the flow of No. 20 oil 
24% at 100°F, more when the engine is colder. 
This protects the engine during warm-up when 
most engine wear occurs. 


—_— 


CASITE DIVISION «+ 





HASTINGS MANUFACTURING CO. - 


ways has just been put on the market by! parency applies quickly and _ re- | pocket-sized calculator that enables mo-| Ail 
| Yankee Metal Products Corp., Norwalk,| mains secure and attractive for | torists to figure out the number of miles 
Conn. Complete with rubber pad and/ years, says the company. per gallon they are getting from their 





Sell it with every oil change. Point out that Casite 
keeps the engine clean, keeps it keen, keeps it free- 
running. Casite retards the formation of slud 
and gum, keeps motors alert and powerful for t' 
next 1000 miles! 





Sell it for break-in. Casite helps oil penetrate into 
tight places—assures proper lubrication of a tight, 
new engine until normal clearances are established. 
This prevents excessive friction during the break- 
in period. 


Sell it to correct trouble. Casite in the crankcase 
prevents and corrects hydraulic valve lifter troubles. 
Casite gets oil into lifters quicker, helps them func- 
tion smoothly. Casite also keeps away deposits of 
sludge and gum which causes sticking and clattering. 








(Continued on Page 30, Col, 3) 


WickER STARTING 
ASTER LUBRICATION 
BETTER BREAK-IN 
“LEANER ENGINE 








Talk Casite when you talk about valves. Casite frees 
sticky valves and rings, gets rid of engine gum and 
goo, lets the engine “breathe,” lets power zoom 
through. Casite helps prevent expensive valve 
grinds. 





Top off all repairs with a Casite tune-up. Use Casite 
to top off bearing, valve and ring jobs. Casite 


— oil, spreads oil, helps it around fast. 
site gets enough oil to right places at the 
right time to help make any repair job run freer. 





Sell it to every owner of every car. Casite is uncon- 
ditionally guaranteed. Your customer gets Better 
and Smoother Motor Performance all "round, 
or he gets back twice what he paid. re are no 
strings—he must be completely satisfied. 


HASTINGS, MICHIGAN 


Casite, Drout, Hastings Piston Rings, Spark Plugs, Oil Filters 
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NE ROLLA-DUCT, PORTABLE POWER UNIT—Both light and power are furnished this 
automobile mechanic by means of NE Rolla-Duct, a portable unit manufactured by 


National Electric Products, Pittsburgh, that rolls both directly to the job. Rolla-Duct, 
which also is furnished with flood-lighting, or infra-red heating unit strips, easily 
collapses for close-to-floor work, or for movement. It carries 21 feet of heavy-duty 
indestructo cable as a power line, says National Electric. 
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SELF RAISING TOP—Superior Engineer- 


ing Corp., 49 N.E. 22nd St., Miami, an- 
nounces a device that raises convertible 
tops and windows automatically the min- 
ute it starts to rain. The company says 
that the secret is a micro-moisture grid 
which is installed on an exposed part of 
the car and activates the top and windows 
as moisture hits it. The product is called 
Auto-Up. 


Performance that stands out! 


@ No other manufacturer can dupli- 
cate Ditzler’s record of consistently 
dependable performance in the field of 
automotive finishes. That’s why Ditzler 
finishes have been used year after year for 
nearly half a century by most of the 








builders of passenger cars, 
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Save time, effort and cost with 


BRAKE BLEEDER—Said to be completely 
automatic, Arsco Mfg. & Sales, 451 10th, 
New York 18, has 
bleeder that 
bleed a complete set of brakes. 
with a reversible check-valve for easy 
cleaning and is also equipped with a 
snap-on coupler to fit any car, the firm 
states. 


requires 


lifted Ditzler to its present position as the 
foremost exclusive manufacturer of auto- 
motive finishes. Because Ditzler finishes 
are rated as best by those who build auto- 
motive vehicles, it is reasonable to con- 
clude they should also be the most 
efficient, most economical and most satis- 
factory for refinishing needs, 


DITZLER TWO-STAR** Materials! 


DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, Detroit 4, Michigan 


GA As. 6 


@ You can’t buy better lacquers for automotive refinishing. 
Thinned with Ditzler Two-Star** Thinner, DTL-113, Ditzler 
Two-Star** Lacquers flow on so smoothly that little com- 
pounding is required. Two-Star** Polishing Cleaner, DRX-4, 
gives a brilliant lustre. Use Two-Star** Polishing Compound, 
DRX-25, if color is sprayed a little dry, or over-spray is rough. 
Two-Star** Gloss Undercoat, DL-900, eliminates sand 
scratches in old lacquers. You'll find these materials ideal for 
small touch-up spots on baked enamel jobs. They are also 
deluxe materials for all-over jobs in lacquer. 


announced a brake | 
only one man to} 
It is fitted | 





AUTO-AIR—Automatic Air, a dial-type 
automatic tire inflator, is offered by Big 
Four Industries, 5938 Carthage, Cincin- 
nati 12. The company says, to operate 
automatic air, the attendant simply dials 
the desired pressure and pushes chuck 
on valve stern. When the exact pressure 
is reached, automatic air cuts off auto- 
matically. 


“Vacuum Regulator 
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WIPER CONTROL—Anderson Co., Gary, 
Ind., has announced a control instrument 
known as Anco AVR automatic vacuum 
windshield wiper motor regulator. In- 
stalled in the rubber hose vacuum line 
| AVR is said to control wiper motor auto- 
matically for safer driving vision. 

* * * 


THREE TYPES OF DRZSSING—Three new 


types of rubber dressings have been 
announced by Topps-All Products, 3815 
Tibbet, New York 63. The brown type 


comes ready for use and is recommended 
for brown floor mats and kick pad:. The 
black type is a concentrate and may be 
reduced with naptha or gasoline—six to 
eight parts to one of concentrate. This 
type is used for tires, running boards, 
floor mats or any exposed parts. The gray 
type is recommended for gray floor mats. 
. * * 





QUICK RELEASE—The automotive divi- 
sion of Wagner Electric Corp., 6400 Plym- 


outh, St. Louis, announces a combination 
relay quick release valve and emergency 
| valve for use on trailers. The valve (part 
number AF-14331), is a combination unit 
performing three functions, a relay unit, 
a quick-release unit, and an emergency 
unit that automatically applies the trailer 
brakes if there is an abnormal drop in 
the air pressure maintained in the trailer 
| emergency line, such as would occur in 
the event of tractor-trailer breakaway, 
says the company. 


' (Continued on Page 31, Col. 1) 
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‘Continued from Page 


ALEMITE 


"“ADJUSTASHOT” 


| 
| 


PULLS REINS ON GREASE FLOW—Ad.- | 


justashot (Model 7421), has been an-| 
nounced by the Alemite division of 
Stewart-Warner, Chicago 14. It provides 
the operator with instant choice of either 
full flow or a wide range of measured 
shots of lubricant by a simple twist of a 
knob. This new control valve fits any high 
pressure hose, regardless of make, S-W 
states. Light in weight, balanced and) 
shaped to fit the hand of the operator, | 
the valve is designed to reduce fatigue. | 
An outstanding feature is the fact that | 
the adjustashot control valve has a built- | 
in triple-stage strainer which removes | 
foreign matter from the lubricant, and 
which may be quickly removed for clean- 
ing without the use of any tools, the firm 
adds. 








DURO-CHROME—A three-for-one duro | 
chrome protector kit has been introduced | 
by Woodhill Chemical, 1391 E. 33rd St., | 
Cleveland. The kit contains a_ special | 
chrome protector applicator, a can of rust 
remover and chrome cleaner and 8 ounce: 
of duro permanent transparent chrome | 
protector, says Woodhill. 

* * « 
Self-Serve Car Lighters 
Introduced by Casco 

A self-service packaging promo- 
tion, designed to increase sales of 
automatic car lighters, is being in- 
troduced by Casco Products Corp., 
Bridgeport, Conn. 

Casco pop-out lighters, clipped to 
colorful merchandise cards, are | 
stacked on a three-deck wire rack 
that takes up only six inches of 
counter space, states the firm. Ac- 

















1 Ai +, hil 


g dealers all over the | 
United States recognize the value of dealer | 
identification. Their preference for Ben- | 
matt license plate frames, service mono- | 
grams and other personal identification, | 
exceeds by far that of all other manv- | 
facturers combined. | 

| 


The Benmatt 
Organization Inc. | 
3447 East 15th Street 


LOS ANGELES 23, CALIFORNIA | 
Phone ANgelus 3-6751 | 








30% 


cording to Casco, the “serve your- 
self” approach increases lighter 
sales up to 500 percent. 

* : * 





FILTER PUMP—A handy-sized oil filter 
pump, which is said to practically elim- 


| inate manual cleaning and wiping when 


changing a filter refill, has been made 
available to dealers by Purolator Products, | 
Rahway, N. J. Made of heavy gauge steel | 
and treated to prevent corrosion, it has 
a flexible nozzle that gets into any size 
filter housing and draws out sludge and | 
dirty oil when the unit is opened for 








refill changing, the firm states. The pump 
does its job in one operation. After re- 
moving the dirty element, the operator 
inserts the nozzle of the pump into the 
housing and then pulls back the plunger. 
This cleans out the housing and keeps oil 
drips off engine and fenders. There's no 


need to open the drain plug and the 
operator no longer has to worry about 
dirty hands or messy rags, it adds. 

* i * 





ton St., Chicago 6, has announced a new 
automatic braking tow bar with three- 
point hookup that is claimed to prevent 
twist action and sway when cars or light 
trucks are being towed at high speeds. 
Has other safety features. 

* * * 


Chicago Firm Announces 
Electric Industrial Truck 





|ers’ 
BRAKING—Tow Bar Sales, 40 S. Clin- | not only removes the same soils, | 
|but also checks most hand odors, 
| says the company. 


1952 


lighter than comparable units now 
in use, Was announced last week by 


Automatic Transportation Co., of 
Chicago. 
The firm stated that the truck 


permits the mechanical stacking of 
light, bulky loads without waste of 
lifting capacity. 


Quickee Adds Chlorophyll 


To Hand Cleaner 

A green chlorophyll Quickee wa- 
terless hand cleaner has just been 
placed on the market by Tudor 
Chemical Specialties, Inc., Yonkers, 
IN. Es 

This product augments the regu- 
lar pink Quickee waterless hand 
cleaner which is used for paint, 
pitch, tar, grease, grime and print- 
ink. The new green Quickee 


* * * 


Kab-Kool Device Offered 


For Truck Sleeper 


Kab-Kool, a new evaporative-type 


Use a spark plug that’s 
@ hot enough for the job! 


A peek at a spark plug’s electrodes will tell you whether it’s 
been running too cold. Hard, scaly carbon deposits on the 
shell, electrodes, and insulator tip—or heavy, black sludgy 
deposits between insulator and shell—mean that you 
should put in a spark plug that’s hotter. 
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TRAY-MATES—Glass Laboratories, 407 
Douglas St., Brooklyn 17, creators of the 
Magnatray, announces a pair of new 
utility trays. Packed in pairs in individual 
boxes, these trays feature a slide-o-lock 
attachment which enables the user to slide 
the trays and lock them into position at 
any position under the door garnish 
| moldings, says the company. 


|ucts Engineering, Inc., 1206 Maple 
| Ave., Los Angeles, and can be at- 
| tached to any truck cab or sleeper. 
| Water tank capacity is sufficient 
|for about six hours of operation. 
| A 12-volt D.C. motor, which runs 


| truck sleeper and cab cooler, is said | of the ordinary truck battery, 
| to be the only device of its kind. 


An electric industrial truck, much! It’s manufactured by Metal Prod-'the water. 


| drives the blower and re-circulates 


rmance with 
Ss, and other 
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Reduce Corporate Taxes 
on the Warehouse “Diet” 


Remember, when your inventory goes 
down —so do your taxes! That’s another 
good reason for shipping your wares by 
American Airlines Airfreight. No worries 
about fast delivery on reorders, too! 







For further information, wire us collect— 
1 American Airlines, Cargo Sales Division, 
tem\ 100 Park Ave., New York 17,N.Y. 











The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 
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Here are the facts —Tire inflation accuracy 
is important to tire life, and motorists know 
it because every car operators’ manual 
mentions it, and every piece of tire litera- 
ture stresses it. Yet, a survey by National 
Petroleum News shows that gauging equip- 
ment at 40% of service stations and car 
dealer shops is not accurate. Motorists 
want and appreciate proper tire care and 
it's up to you to furnish it. 


ACCURACY 


Lawsuits Affecting Dealers .. . 





Court Decisions 


By Leo T. Parker 
Attorney at Law 
\ ODERN higher courts consis- 
tently hold that if a seller does 
not agree to extend or give credit 
to the buyer of an automobile, 
cash is implied. 

Moreover, if a buyer promises 
to pay cash, or part cash, and 
does not do so, he cannot en- 
force the sale contract. If he gets 
a clear title, the seller can return 
the amount paid by the purchaser 
and recover the automobile. 

For example, in Shearer Motor 

Co. v. Burm, 216 S. W. (2d) 955, it 
was shown that one Burm agreed 





| $532.94, cash on delivery. The bal- 
jance due was to be secured by a 
| chattel mortgage on the automobile, 
| payable in 15 equal monthly install- 
| ments. 
| * * * 
| Full Amount Isn’t Paid 
SALESMAN of the Shearer 
| company delivered the auto- 






IS THE ANSWER 


Ordinary gauges just will not do the job — 
it requires a stationary, fully enclosed, 
scientifically engineered gauge that meets 
Grade A testing specifications of the Amer- 
ican Standards Association. Eco Tireflators 
and Islanders offer all of this and more — 
they're fast in operation and doubly sure 
because large drum dials eliminate any 
chance of misreadings. If you want to keep 
ahead of competition by offering real pre- 
mium air service, write for further details. 


JoHN Woop COMPANY 
BENNETT PUMP DIVISION 


Muskegon, Michigan 
FOREIGN SALES OFFICE: 
29 Broadway, New York, N. Y. 
Offices in principal cities 


to purchase an automobile and pay | 


mobile to Burm; delivered the in- 
voice to Burm; assisted him in ob- 
taining a license; secured execution 
of the chattel mortgage, which 
could only be valid in the event 


that the title passed to Burm, and 
prepared an application to transfer 
the title certificate, which actually 
was issued to Burm. 

It seems that the salesman did 
not know Burm was to pay $532.94 
cash, and he failed to collect the 
full amount. 

In the suit which followed, the 
higher court held that legal title 
in the automobile vested in Burm, 
notwithstanding the _ transaction, 
was not to be complete until the 
|full cash downpayment had been 
made. 

The court held further that since 
Burm had obtained delivery of the 
; automobile by representing to the 
|salesman that the cash downpay- 
ment due under the sales contract 
had been made, the company could 
return to Burm the amount he had 
| paid and regain possession of the 
| car. 


x * * 


Speedometer Set Back 


HIGHER court has held that 
£ the seller of an automobile, 
the speedometer of which was set 
back, is liable to the buyer not 
only for ordinary damages but also 
for exemplary damages. 

For example, in District Motor 
v. Rod, 88 Atl (2d) 489, it was 
| shown that one Rod purchased an 
| automobile whose speedometer 
registered 50 miles. Later, Rod 
learned that the speedometer had 
been set back. 
| In subsequent litigation, the high- 





|er court held that Rod could recov- | 


| er from the seller all ordinary dam- 
|ages he incurred plus $400 exem- 
|plary damages. The court said: 
“A buyer is entitled to rely on a 
| speedometer reading.” 

* * * 


Ruling Against C.1.T. 


| Reversed in Texas 
| A Texas supreme court ruling re- 
| verses a lower-court decision that 
|a protection agreement between an 
automobile dealer and the Universal 
C.1.T. Credit Corp. was deficient. 
On the grounds that the agree- 
ment was ambiguous, the lower 
court had held that the dealer was 
not liable for payment of an unpaid 
balance on a note after the buyer 
defaulted. This decision was struck 


Johns Replaces Worden 
As Fiber Glass Head 


J. M. Johns, manager of indus- 
trial sales for Libbey-Owens- 
Ford Glass Co., has been appoint- 
ed general manager of the new 
Fiber Glass division, it is an- 
nounced by G. P. MacNichol jr., 
vice-president. 

Robert E. Worden, of Worden 
& Risberg, Philadelphia, who 
was general manager of the divi- 
sion during its organization and 
development, is withdrawing from 
active participation in the man- 
agement to serve in a consulting 
capacity. 


'~” 
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down, however, when the corpora- 
tion carried the case to the su- 
preme court. 

In Universal C.1L.T 
v. Daniel, 243 S. W 
higher court said: 

“A reading of the many cases 
cited by petitioner ... will reflect 
that refinancing contracts of a sim- 
ilar nature and imposing almost 
identical repurchase agreements on 
automobile dealers have been in 
use and before the courts in Arkan- 
sas, Arizona, Florida, Georgia, 
Iowa, Michigan, New York, Penn- 
sylvania, South Carolina and Wash- 
ington. 

“In none of the cited cases in- 
volving rights and obligations aris- 
ing under such contracts was their 
validity questioned.” 


Credit Corp 
(2d) 154, the 


Winners Selected 


In Ford’s Arts 
‘Awards Program 


DEARBORN.—Winners of Ford’s 
1952 industrial arts awards pro- 
gram have been selected by 30 lead- 
ing industrial arts educators from 
all sections of the nation after three 
days of judging at Henry Ford 
museum in Greenfield Village. 

A total of 1,462 prizes, aggregat- 
ing $45,000 in cash, were awarded 
junior and senior high school stu- 
dents whose projects were chosen 
as the best among more than 5,100 
entries from 884 schools in 493 
cities throughout the U. S., Hawaii 


|and Puerto Rico. 


Prizes range from $20 in cash to 


| outstanding achievement awards 


all-expense-paid trips to Dearborn 


_and Detroit in September for win- 
ning students and their teachers. 


Thirty top-ranking finalists have 
been awarded the trip. 

Ten finalists will receive special 
awards of $200. Special award win- 
ners will be chosen by a panel of 
judges on the basis of the merits 
of the projects and an informal in- 
terview. 

Cash prizes are awarded to win- 
ners of first, second, third and 
fourth places and six honorable 
mentions in each of four age groups. 
The first prize is $100; second, $80; 
third, $60; fourth, $40, and hon- 
orable mention, $20. The 12 entrants 
placing: next in order after honor- 
able mention receive gold pins. 


Goodrich Names 4 


In Chemical Sales 


CLEVELAND.—P. C. Cramer and 
T. C. Culver have been named in 
appointments enlarging the field 
sales staff of Hycar American rub- 
ber and rubber chemicals, it is an- 


|nounced by W. D. Parrish, sales 


manager of B. F. Goodrich Chemi- 


| cal Co. 


In addition, G. A. Daum will 
handle Hycar sales in the Cleveland 


‘and Pittsburgh areas, and Frank 


E. Bell jr. will fulfill special sales 
assignments in eastern Indiana and 
Michigan, Ohio, and western New 
York and Pennsylvania. 

Cramer now will service the 
Philadelphia area, as well as Dela- 
ware, Virginia and eastern West 
Virginia. Culver will be responsible 
for Hycar rubber sales in the south- 
east, with headquarters in Clem- 


‘son, S. C. 


a, 


Top Salesman Awarded New Packard— 

Salesman Roy Dalbey (center), of 8. E. Weiler Packard agency, Oregon City, Ore., 
receiving keys to a Packard 200 four-door sedan from R. J. Froiseth, Portland Packar«! 
manager. Mrs. Dalbey is spectator. Car was first prize nationally in Packard 195) 


| master salesman competition, 
| salesmen's jamboree, Apr. 27-29. 


with winner 


being announced at Packard maste: 


— 


es 





\ 








SMUT ee ET oe erremermenne Fh ee 








AUTOMOTIVE NEWS, JULY 


21, 


1952 








Synthetic 


Sensation ? 


Early Tests Indicate New Discovery Is Superior 


To Any Rubber Yet Developed 


By Joe Kuebler 
Staff Correspondent 


AKRON.— Researchers are on the 


payee ap of what gives promise | 


f being another important advance 
in synthetic rubber. 

The new man-made material, still | 
in its early development stages, | 
“looks better” than any synthetic | 
yet made. 

In fact it has shown up so good 
in preliminary tests that William 
K. Knight, new manager of the 
government laboratories here, ad- 
mits he is “very excited” about 
its possibilities. 

If it clicks, Knight says, the in- 
dustry will come up with a syn- 
thetic that is superior to the 
present GR-S, which is a first class 
material. 

The new rubber was discovered 
by one of the university groups 
that has a contract with Recon- 


struction Finance Corp. to do 
fundamental research. The lab 
here, which is owned by RFC, then 


takes the formula and tests it on 
a larger pilot plant scale. 

Often, a rubber that shows up 
well on a small scale production 
of a few pounds, is not eco- 


nomical or has other drawbacks | 


when the recipe is increased to 
tons. 

In the case of the new rubber, 
development is up to a point now 
where a_ continuous. production 
unit, developed by the laboratory, 
can turn out. several 
pounds a week. 

Research on any new rubber is | 


hundred | 





| Books Published 
On Car Upkeep, 
Body Renovating 


|a slow and tedious process. Knight | @ 


says the present study may take 
|another year yet before the ma- 
l te rial is finally evaluated. One of 
the next steps will be to have tires 
made from the rubber and run on 
| test fleets in the south. 


So far, though, the synthetic has 
shown from lab checks to be well 
|adapted for use both in tires and | 
| mechanical 
made from the same basic ingredi- | 
ents —- butadiene and styrene — as 
other synthetic tire rubber. 








Kentuckian Purchases 


$70,000 Residence 


LOUISVILLE. — Almond Cooke, 
of Broadway Chevrolet Co., has 
bought the suburban home of Ly- 
man C. Martin, of Mengel Co. Tax 
stamps on a deed recorded between 
the two men indicated a $70,000 
valuation. 

The home, 
land, 
| Rd., east of Louisville. 





rubber goods. It is| 


| 





with nine acres of | 
is on Mocking Bird Valley | Sharp 
| British-made cars to the Canadian 
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Buick Sign Dominates Oakland Skyline— 


Elder Buick Co., Oakland, Calif., 


erected this three-ton Buick sign atop its building. 
| The sign, motivated by an electric motor, has a readability of four miles in all sections 
| of the city, says the company. It is 23 feet long, eight feet high and it took a 130- 


foot crane to lift it to the top of the building. — 








Canada Sees Push 


On British Cars 


OTTAWA. — Dealers expect a 
increase in shipments of 





| market within the next couple of 
months, it is reported. 


Increasing British-made car sales 
in Canada has been under serious 
consideration, and it is understood 
that an allout drive to stimulate 
such sales will be made before the 
season ends. 


E mergency Plan 


For Defense Oil 


a y Suspended by U.S. 


3| WASHINGTON. 


The Petroleum 
Administration for Defense has 
| terminated a regulation under 


}| which defense-needed oil supplies 


| were kept flowing to _ friendly 
| foreign nations after the shutdown 
|of Iranian production June, 1951. 

Known as “Plan of Action No. 
1,” the regulation took effect July 
26, 1951. It established the machin- 
ery by which 19 U. S. oil com- 
panies engaged in foreign opera- 
tions could cooperate with PAD 
in specific transactions. 

“Some adverse effects of the clos- 
ing-in of Iranian production remain 
even now,” Chapman said. “The 
free nations face the continuing 
possibility of shortages in aviation 
gasoline, low-viscosity distillates 
and residual fuel oil. 

“The worst of the shortages that 
the loss of Iranian supplies oc- 
casioned have been overcome, 
though. There is at least a rough 
balance between supply and de- 
mand.” 








| 
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DETROIT.—A book on automo-| 


tive maintenance, eighth in a series, | 


and a new textbook on auto body | 


reconditioning have been published | 


and are ready for distribution. 
“Automotive Maintenance and 
Trouble Shooting,” which is part of 
a library on auto upkeep and re- 
pair, was written by Irving Frazee, 


Ford, and Earl Bedell, 
director of technical 
schools and vocational schools of 
the Detroit public school system. 
This latest book, published by the 
American Technical Society, Chi- 
cago, takes up in detail the prob- 
lems of maintenance, electrical sys- 
tems, gasoline engines, fuel systems, 


divisional 


battery ignition, magneto ignition, | 
cooling systems, instruments, steer- | 


ing control, tire wear and brakes. 

William Landon, promotional 
manager for Plymouth, and Ernest 
Venk, instructor in auto aviation 
mechanics at Fordson high school, 
Dearborn, aided in compiling data 
and illustrations that go to make 
up the 414 pages and illustrations 
of detailed instructional material. 

The book on body reconditioning, 
by two vocational school auto body 
instructors in the Duluth school 
system and a technical writer, 
takes the reader through all phases 
of auto repair, including wreck 
work and estimating. 

The book, published by McGraw- 
Hill Book Co., devotes chapters to 
basic hand tools, welding equip- 
ment, metal straightening tech- 
niques, body panel aligning, use of 
hydraulic jacks, body panel straight- 
ening, body panel removal and re- 
placement, painting equipment and 


techniques, upholstery replacement | 


and damage estimating. 


Eaton Putting Up 
$8,000,000 Plant 


MARION, O.—Eaton Mfg. Co. is 





starting construction on an $8,000,- | 


000 plant here for the manufacture 


of automotive parts and forgings. | 


Work on the plant is expected to 
be completed next May. 

The proposed 170,000-square-foot 
structure represents Eaton’s larg- 
est single expansion in recent 
years. The company expects to em- 
ploy 500 workers at Marion. 

The new plant will bring to 14 
the number of midwest and Cana- 
dian plants and subsidiaries oper- 
ated by Eaton, one of the largest 
producers of automotive parts in 
the world. 


and trade | 


| 
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Car buyers are prime prospects for tire chains as an important, needed 
accessory for safe driving. For extra profitable sales volume, get a set 
of Campbell Tire Chains in the trunk of every car you sell! Here's how 
Campbell helps you make chain sales easy: 


BETTER PRODUCT You can show your customers the 
extra metal in Campbell's patented lug reinforcement. This 
insures better traction and guards against skids and side 
slips. Only Campbell has this patented construction. When 
you sell Campbell, you sell the safest, longest-wearing tire chain! 


BETTER PACKAGE 


a 
CAMPBELL 


N chains 





ae, 
packages easy to identify. SALES 


Campbell's modern, colorful, eye 


catching package displays well, stores 
\ —— well in less space, keeps chains neat 
in car trunks. The new color plan makes 


CLINCHER is the 


handy, easy-to-use Chain Applier included with every 
box of Campbell Lug-Reinforced Tire chains. 





BETTER SALES HELP The new Campbell Merchan- 
dising Kit contains display banner, ad-mats, streamers, 
post cards and display suggestions. And you can tie this 


promotion to Campbell’s strong national advertising. 


a must with wise motorists. 


Write today for free kit. 


Tire Chains are optional equipment that’s 


Get your 


share of this profitable business! Stock and 


sell Campbell Lug-Reinforced Tire Chains. 


CAMPBELL CHAIN @Goumsauy 


Factories: York, Pa., and West Burlington, lowa 





Chain for every need...industrial...marine...farm... automotive 
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July Award Honors 
Cochran of S. C. 


ECAUSE of his deep interest in 
safety for children and the edu- 
cational programs he sponsors for 
schools and civic organizations, J. A. 
Cochran, of South State Chevrolet 
Co., Chester, S. C., , 
is honored’ as 
Automotive News’ 
“safety - minded 
dealer of the 
month” for July. 
“The youngsters 
are those who 
need to be intro- 
duced to safety,” 
declares Cochran, 
who currently 
lists seven proj- 
ects on his agen- 








a A. Cochran 


with driver training 
foremost spot. 

“It’s the responsibility of the 
older people—<dealers, in particu- 
lar—to educate them to conduct 
themselves safely on the high- 
ways,” he comments. “If we can 
instill the principles of safety in 
the automobile into these young- 
sters early, they are bound to 
carry over these practices into 
later life.” 

Cochran tries to pattern his pro- 
grams to appeal to the children 


|and even lets them participate in 
| his presentation of safety programs 
| to civie organizations “because that 


taking the) 


| 


| 





N. Y. Motor Show Features Training Car— 

A dval-control driver-education car supplied by Noel Pontiac, Inc., New Hyde Park, | 
|N. Y., was the feature of a special safety exhibit by the Autmoobile Club of New 
| York at the International Motor Sports Show held in Grand Central Palace. The train- 


ing car is on loan to Sewanhaka high school in Floral Park, N. Y. 


more ‘ siitetynbitea.” 
* * * 

SS first introduced the 

A driver training program in 

Chester county schools in 1947, and 

ever since has been furnishing the 

Chester school with a car for train- 





satisfied with just a local program. a 

Last fall, he called a special meet- 
ing of the South Carolina inter-in- 
dustry highway safety committee | 
in an attempt to get the program | 
going statewide. Cochran is chair- | 
man of the group. 








in all 


going 
schools, we laid the groundwork 
for such project next fall,” Coch- 
ran said. 

Cochran would like to get local 


get the program 


dealers behind the program, and 
has suggested that special merit 
awards be given to firms which 
furnish automobiles for instruction 
in schools. 

* * 


LONG with his school work 
+4 Cochran plays an integral part 


|in other safety programs through- 


out the state sponsored by the com- 
mittee and the South Carolina Au- 
tomobile Dealers Assn. 

Among his duties are the plan- 
ning of at least one safety pro- 
gram before every civic group in 
his county each year and admin- 
istering programs suggested for 
the 46 county safety chairmen in 
the state. He also holds quarterly 
meetings with the chairmen to 
discuss safety ideas. 

Seeing to it that every business 
|meeting of the state dealers asso- 
ciation has a definite safety pro- 
gram included is another of Coch- 
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Reported for May _ ‘S| 179) 148) 29743) 41) 428) 3071-7968’ ~—«:127,—: 20557 33, 7689 6733, 6574 33 43, 243 2172) 1007 7 1976 3 803% '5 Lo 
Arkansas "52 91 14 56 34 27 1 = ; a, 
=" 5 a: | i 406 77g} a‘. ; + aie _ 
Georgia ‘32 vais 8 5 26 463 a 237 16 : 3. «147 18 40 1 272 52 CB Org 
Se Laat ae LS a ete re. | ee: ee” 2 _ 308! ee ee 82 4 6 Th: 
wantucky ‘32 ae 4 2 142 1 324 2 124 132 4 4 7 38 12 28 1 1292 "52 cameos = 
ee “s Ba ae eee SoS aes | ae 2/ 7 'Z 6 3 5 66 1510 'S 
New York 52 16 64 «1251 2 26 21569 15-782 9 413 I 32, a ° ee ae 
5! 42 58 1492 7 39 50’ 612 6 1089 ; sot 49? ty : . = , ; be 7 a 7 New ¥ 
~49 States Reported ‘52 115 150 24842 27. —(o314—i« 7979 ’ Cth. 
fice of © ie 2 2 & wo oa Foe & % 5 » me 6 a i mee Tie Bale thi 
~ Year "52 671 “701 1087541421588. 1308 38728335. 7571723332148 373203092978 98 245 1259 11646 4603 113 ~7525 1043 327461 ‘52 ——— a 
To Date = 5 99% 1190'149310 21! 2145’ 1803! 45862 $4) 105904’ 222 43033-39770 «312 S05i_—«155' ~—-305'—«1A94 17966) 5694’ _161/ 10454’ 585) 428514 5 To reer 
The follewing advertised-delivered prices || (Ultramatic standard on 400, o 
° ptional at 
are pees ee ee vo ~ yA —s | ele e i 8 models. ) 
Fete stabticin, Thome prices imine Current Ceiling Prices on New Cars 791-23: bus. ope. $1019.52, Suburban, $2. 
aan, ont Genter Scn-anb-tanting aa Savoy — e5i: 99. Cam- 
. j — r 
charges. They do NOT include transpor- | Newport, $3,084.24: conv., $3,206.60. Sara- , stat. wag., $2,004. Mainline 8—4-dr. sed., | bus. cpe., $2,212.82; 2-dr. Traveler, $2,- | $1,788.55. Guamieatte-4-as. a sibs 80: 
tation charges, state and local taxes or oe a. Fhe: el. a: pga ol 2-dr. sed., $1,704; bus. cpe., $1,- | 505.40; 4-dr. Traveler, $2,557.89. Manhat- |cl. cpe., $1,884.99; Belvedere, $2,216.39; 
r quip 89.62; Town ountry wag., p 37; 1; stat. wag., $2,079. Customli — | tan—4-dr. no .38; 2-dr. sed. ,- |conv., $2,3 
ALLSTATE — Four — 2-dr. sed., $1,395. | 8-pass. sed., $4,167.15. New Yorker—4-dr. | 4-dr. sed.. $1,769: 2-dr. sed, 31,720.00; cl. 515.91; ei. = +ri096 50: me , e -4 tS. 6—4-dr. sed., $2,- 
Six — 2-dr. sed., $1,657. (Sold only by | sed., $3,530.18; Newport, $3,965.99; conv., |cpe., $1,730.50. Customline 8—4-dr. sed., | $2.620.84; 4-dr. Traveler, $2,673.31. (Hy-| 000.95; 2-dr. sed., $1,943.06; stat. ‘wag. 
Sears stores. ) $4,088.59. Imperial—4-dr. sed., $3,837.26; | $1,844.50; 2-dr. sed., $1,796; cl. cpe., $1,-|dra-Matic optional at $168.79 on all | $2,597.24. Chieftain 8—4-dr. sed., $2.- 
AUSTIN—Somerset—4-dr. sed., $1,795; | Newport, $4,219.22. Crown Imperial — | 805.50; stat. wag., $2,248.50. Crestline 8-—— | models. ) 075.40; 2-dr. sed. $2,017.63; stat. wag. 
stat. wag., $1,895; conv., $2,295; A- - 8-pass. sed., $6,870.54; lim., $6,992.53. | Victoria. $2,104; conv., $2,213.50; stat. 7 , $2,670.64. Chieftain 6 Deluxe—4-dr. sed. 
sports sed., $3,395. (Delivered at U.S. | (Fluid-Matic optional at $131.81 on Wind-|wag., $2,384. (Ford-O-Matic optional at | ¢.@iNCOLN — Cosmopolitan — 4-dr. sed., | $9'104/11; 2-dr. sed., $2,046.26: conv., $2.- 
ports. ) sor, standard on Windsor Deluxe and other | $184 on all models.) $3,489; cl. cpe., $3,592.50. | Capri—4-dr. 427.54; stat. wag. '$2.680.99. | Chieftain 8 
BUICK—Special — 4-dr. sed., $2,192.92; | series. Fluid-Torque standard on Crown FORD OF BRITAIN—Prefect 4-d 4 sed., $3,631.50 spt. cpe., $3,834.50; conv., | neluxe—4-dr. sed., $2,178.58; 2-dr. sed., 
2-dr. sed., $2,133.91: cl. cpe., $2,099.50; |Imperial, optional at $166.51 on other |; 344: Anglia 2-dr. sed re $1,183: Consul $3,991. (Hydra-Matie standard on all) $9 121.78: conv., $2,500.48; stat. wag., $2.- 
bus. cpe., $2,040.48. Special Deluxe—4-dr. | eights, at $124.70 on Windsor Deluxe and | 4 Gr sed.. $1,693; Zephyr Six 4-dr Hor models. ) 753.52. Catalinas — Deluxe 6, $2,288.60 
sed., $2,239.14; 2-dr. sed.. $2,181.13; Rivi- | at $256.51 with Fluid-Matic on Windsor. | 5; 999 (Delivered at U.S. ports.) - MERCURY—4-dr. sed., $2,231.50; 2-dr. | Super Deluxe 6, $2,354.27; Deluxe 8, §2,- 
era, $2,278.95: conv., $2,615.22. Super— | Power steering standard on Crown Imperial, | ~ 1 * oe eee sed., $2,174; cl. cpe., $2,296; 6-pass. stat. | 363.77; Super Deluxe 8, $2,429.32. (Hydra- 
4-dr. sed., $2,545.16: Riviera, $2,460.16; | optional at $198.90 on other models.) HENRY J—Vacabond Four—2-dr. sed., | wag., $2,754; 8-pass. stat, wag., $2,802.50. | Matie optional at $178.35 on all models.) 
conv., $2,848.38: stat. wag., $3,272.47. CROSLEY—stat. wag., $1,001.64; bus $1,348.55. Vagabond Deluxe Six — 2-dr. | Monterey—4-dr. sed., $2,312; hardtop, $2,- ROOTES—Hillman Minx—4-dr. sed $1,- 
Roadmaster—4-dr. sed.. $3,177.88: Riviera. | coupe, $943.38; Hotshot, $952.07. Super— | S°4.;, $1,493.68. Corsair Four—2-dr. sed.. | 430; conv., $2.585.50. (Mere-O-Matic op-|533: conv., $1,840; stat. wag., $1,938 
$3,282.83; conv., $3,428.29; stat. wag.. | 2-dr. sed., $1,032.82; stat. wag., "$1,076.77; $1'593.68. Corsair Deluxe Six—2-dr. sed., | tional at $189.81 on all models.) Hillman Minx Deluxe—4-dr. sed., $1,645 
$3,948.70. (Dynafiow standard on Road- | conv., $1,035.38; Sports roadster, $1,028.72. pecs See ‘ASH— -” .|conv., $1,890. Humber—Hawk sed., §2,- 
master, optional at $192.50 on Special and | DeSOTO—Deluxe-4-dr. sed..” §2'336.24; | , HUDSON—Pacemaker — 4-dr. sed., $2.- | 999.35 Rambler Custom — Country Club | 295: Super Snipe sed., $3,369: Pullman & 
Super.' GM power steering optional atj|cl. cpe., $2,323.22; Carry-All sed., $2,- | 296-54; 2-dr. sed., $2,250.13; cl. cpe.. $2,-| -oa°' $9,080; conv., stat. wag., $2 104.30. | Imp. lim., $5,110. Sunbeam-Talbot—sed 
$198.90 on Super and Roadmaster. ) 573.90; 8-pass. sed., $3.140.31. Custom | 296-54; bus. cpe.. $2,102.77. Wasp—4-dr. | Statesman Super_4-dr. sed” $2,159.85; | $2:685; conv., $2,911. Rover 75—sed., $2,- 
CADILLAC—Series 62—4-dr. sed., $3.-|4-dr. sed., $2,555.15; ci. epe., $2,534.10; | S@@-, $2,448.33; 2-dr. sed., $2,306.15; cl. | >ar sed. $2,125.40. Statesman Custom— | 697. (Delivered at U.S. ports.) 
636.48; cl. cpe., $3,542.32; Coupe de Ville, | Sportsman, $2,890.50; conv., $2,995.71; | CP@., $2,448.33; Hollywood, __ $2,789.68; | 4a, sed. $2,311.90; 2-dr. sed. $2,289.90, | _ STUDEBAKER—Champion Custom—4-dr 
$3,962.08; conv., $4,110.01. Series 60 Spe-|8-pass. sed., $3,359.38: stat. wag., $3,- | CONV., $3,025.78. Commodore Six — 4-dr. | Ambassador Super-—4-dr. sed.” $2,534.40; | 8€4-, $1,757.42; 2-dr. sed., $1,723.85; cl 
cial — 4-dr. sed., $4,269.94. Series 75 —|187.80; Suburban, $3,728.30. Fire Dome | S¢4., $2,654.60; cl. cpe., $2,627.91; Holly- | 9 ap seq $2,498 30. Ambassador Custom |CPé-» $1,751.75. Champion Deluxe—4-dr 
S-pass. sed., $5,360.51; lim., $5,572.01. | Fight——4-dr. sed... $2,741.25; cl. cpe., $2.- | W00d. $2.976.59; conv., $3,223.65. Hornet | ““G'. S°0:, SMe) co, Manatee USeom | sed., $1,849.30; 2-dr. sed., $1,815.76; cl 
(Hydra-Matie standard on Series 62 and | 719.75; Sportsman, $3,077; conv., $3,181.50; | 4-49. sed., $2.749.18; cl. cpe., $2,722.51; | 679 95° (gaydra-Matic optional at $178 $5 cpe., $1,843.64. Champion Regal — 4-dr 
Series 60 Special, optional at $198.36 on|stat. wag., $3,374.25: 8-pass, sed., $3,- | Hollywood, $3,071.19; conv.. $3,318.24. | 5, Gaveeman and Ambannéer.) : sed., $1,933.48; 2-dr. sed., $1,899.94; cl. 
Series 75. GM power steering optional at | 543.25. (Tip-Toe Shift standard on Cus- | Commodore Eight — 4-dr. sed., $2,749.18; | : : cpe., $1,927.82; Starliner, $2,220.35; conv. 
$198.43 on all models.) tom, optional at $131.97 on Deluxe and cl. epe., $2,722.51; Hollywood, $3,071.19; OLDSMOBILE—Deluxe 88 — 4-dr. sed.. | $2,257.50. Commander Regal—4-ar. sed. 
CHEVROLET — Styleline Special — 4-dr. Fire Dome Eight. Tip-Toe Shift with | C°"Y:; $3,318.24. (Hydra-Matic optional at | $2,311.25; 2-dr. sed., $2,246.23. Super 88 | $2107.01; 2-dr. sed., $2,072.04; cl. cpe.. 
sed., $1,659.05; 2-dr. sed., $1,602.61; cl. | Fluid-Torque optional at $256.67 on Fire | $175.71 on all models.) —4-dr. sed., $2,444.94; 2-dr. sed., $2,-| $2,101.10. Commander State—4-dr. sed.. 
cpe., $1,609.22; bus. cpe., $1,519.14. Style- | Dome Eight. Power Steering optional at| JAGUAR—XK-120—Super Sports, $4,039; | 378-94; cl. cpe., $2,328.96; Holiday, $2,- | $2,193.05; 2-dr. sed., $2.158.08; cl. cpe., 
line Deluxe — 4-dr. sed., $1,749.19: 2-dr. | $198.90 on all special-transmission models.) | hardtop, $4,065. Mark VII—4-dr., $4,170. | 955.16; conv., $2,833.12, Classic 98—4-dr. | $2,187.14; Starliner, $2,487.52; conv., $2.- 
sed., $1,695.69; cl. cpe., $1,714.51; Bel-Air, DODGE — Wayfarer — 2-dr. sed., $2,- | (Delivered at U.S. ports.) sed., $2,766.81; Holiday, $3,001.11; conv.. | 531.01. State Land Cruiser — 4-dr.' sed.. 
$1,992.37; conv., $2.113.47; stat. wag., $2,- | 037.50; bus. cpe., $1,890.36. Meadowbrook | KAISER—Virginian Special—4-dr. sed., | $3,206.77. (Hydra-Matic optional at $178.35 | $2,349.33. (Automatic optional at $231.24 
281.41. Fleetline Deluxe—-2-dr. sed.. $1,- | —é-dr. sed., $2,166.32. Coronet—4-dr. sed., | $2,212.26; 2-dr. sed., $2,159.79: bus. cpe., | 0M all models. GM power steering optional | on Champions and $243.08 on Commanders 
695.69. (Powerglide optional at $178.35 on | $2,258.24; cl. cpe.. $2,242.42; Diplomat, | $1,991.89; 2-dr. Traveler, $2,264.72; 4-dr. | at $198.90 on all models.) and Land Cruiser.) 
Deluxe models.) $2,602.72; conv., $2,696.88; Sierra, $2,-| Traveler, $2,317.21. Virginian Deluxe — PACKARD — 200 — 4-dr. sed., $2,528; WILLYS-OV ERLAND—Aero—Lark 2-dr 
CHRYSLER—Windsor — 4-dr. sed., $2.- | 905.74. (Gyro-Matic optional at $102.61 on | 4-dr. sed., $2,327.70; 2-dr. sed., $2,275.23; | 2-dr. sed., $2,475. 200 Deluxe—4- ‘ar. sed., | sed., $1,731.30; Wing 2-dr. sed., $1,988.96; 
499.91; cl. cpe., $2,476.79; Town & Country | all models.) cl. cpe., $2,296.22; 2-dr. Traveler, $2,- | $2,675; 2: dr. sed.. $2,622. 250—Mayfair, Ace 2-dr. sed., $2,073.97. Four—stat. wag., 
wag.. $3.197.84; 8-pass. sed., $3,337.66. FORD—Malnline 6—4-dr. séd., $1,677.50; | 380.17; 4-dr. Traveler, $2,432.63. Deluxe— | $3,293: conv., $3,450. 300—4-dr. sed., $1,848.50 (four-wheel drive, $2,260.17). Six 
Windsor Deluxe — 4-dr. sed., $2,726.54; 2-dr. sed., $1,629; bus, cpe.. $1,525.50; |4-dr. sed., $2,452.93; 2-dr. sed., $2,399.53; '094. Patrician 400 — 4-dr. sed., $3,767. —stat. wag., $1,934.40 (Deluxe, $1,963.24), 





























Affecting Factories and Dealers... 





Auto Advertising 


By George Deery 
Associate Editor 

The most extensive analysis ever 
prepared of retail trade in the New 
York market has been issued joint- 
ly by three New York newspapers 

New York Mirror, New York} 
News and New York Times. 

Seven months in the making, 
the 160-page book covers all five 
boroughs of New York City and 
21 suburban counties. Each of the 
five boroughs is broken down into 
neighborhoods, 116 of them. The 
study shows, street by street, 
block by block, the “primary” and 
“secondary” shopping areas in | 
each of the 116 districts. 

Also shown are the number of | 
retail outlets (by type of store) and | 
their annual volume in 232 towns | 
of 2,500 population and over in the | 
21 suburban counties. | 
“These days, it is not enough to | 
know that 14,232,161 people in the | 
New York market spent over $14,- | 
000,000,000 a year in over 190,000 | 
stores, gas stations, etc. The busi- 
nessman must also know where the 
most profitable areas are, where he 
should concentrate his merchandis- 
ing, his point-of-sales displays, his 
dealer cooperation, his advertising 
efforts,” the book states. 

The three-paper study gives 
the details on the overall poten- 
tial for any product, tells where 
the best outlets are, how many 
there are, and what volume of 

business they do. 

So detailed is the material in the 
book that it can be applied to all 
kinds of products, its sponsors say. 

“It will aid in samplings and spe- 
cial sales tests. It will help in al- 
locating salesmen to areas. It pre- 
sents valuable information for job- 
bers, distributors and wholesalers 

retailers who want to know 
where to locate their stores (facts 
on how much business is being done 
in their line, and what the compe- 
tition might be in any given area,”) 
they add. 

* * 

Sterling in Detroit Post 

John L. Sterling has been 
named manager of the Detroit 
office of Cressmer & Woodward. 
He succeeds Don A. Jensen, who 
has retired. Sterling was former- 
ly associated with the firm’s of- 
fice in New York. 

U. S. newspapers represented 
by Cressmer & Woodward include 
Cleveland Plain Dealer, Dallas 
News, Chattanooga Times € 
News-Free Press, Salt Lake Des- 
ert News, Spokesman Review 
and Spokane Daily Chronicle. 

Others, all in California, are 
Los Angeles Times, Long Beach 
Press-Telegram, Oakland Trib- 
une, Pasadena Star-News, Santa 
Barbara News-Press, Stockton 
Record and Grass Valley Union. 


* * * 


Pontiac Dealers on TV 


A third group of metropolitan 
Pontiac dealers has just undertaken 
sponsorship of an important tele- 
vision show in their area. Some 130 
Pontiac dealers in the New York 
City area, including all within 
range of the station, has just be- 
gun sponsorship of hour-long, fea- 
ture films over WCBS-TV, the CBS 
outlet. These shows will be seen at 
8-9 p. m., e.d.t., every Tuesday un- 
der the title, “The Pontiac Film 
Theater.” 

This is the third big TV show to 
be sponsored by a group of Pon- 
tiac dealers. Nearly 40 Pontiac 
dealers in Chicago have been spon- 
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“How long have you been a 
citizen of the United States?” 


| 
i 


soring boxing from Rainbo arena 


‘every Monday night from 9 to 10 


c.d.t. over WENR-TV for several 


weeks. Similarly, the Southern Cali- | 


fornia Pontiac Dealers Assn. has 
been sponsoring a television news 
commentary by Clete Roberts over 
KLAC-TV, Los Angeles, on a five- 
day-a-week basis. 

* * * 


Tanners Add Mags 

James H. Liberty, executive 
vice-president of the Upholstery 
Leather Group of the Tanners’ 
Council of America, sends along 
a proof of ad for the Saturday 
Evening Post, Time, New York- 
er, Holiday, House & Garden, 
House Beautiful, Town & Coun- 
try and D.A.C. News (Detroit 
Athletic Club). 

“The response to the series is 
already most heartening,” he 
states, pointing out that “more 
and more people are inquiring of 
us about cars upholstered in 
genuine leather.” A substantiall: 


increased ad schedule will add 





CAR DEALERS REPORT 
CUSTOMER REACTION 


TO ROYAL TRITON 


It’s unusual when motorists actually take notice of one particular brand of oil—so 
unusual, in fact, that many car dealers have written to tell us about it. Here are a 
few typical customer reactions to ROYAL TRITON—the amazing purple heavy-duty 
motor oil—as reported by car dealers themselves! 


“One of our Hudson owners advises that after three “We know that there must be no sludge present if 
years of using nothing but Royal Triton, he still hydraulic valve lifters are to function properly. For 
does not add any oil between drains?’ this reason, we insist wherever possible that our 


E. C. Knight, Knight Motor Co., Santa Cruz, Calif. new Chevrolet owners use Royal Triton. The words 


“Sludge-free operation and increased mileage be- 
tween overhauls with Royal Triton tends to keep 


customers satisfied”’ 


Ted N. Sparks, Ted Sparks’ Pontiac, Prescott, Ariz. 


“Owners of Ford cars and trucks report splendid 
results from the use of Royal Triton. After thou- 
sands of miles of operation, Royal Triton users find 
their motors free from sludge. It has eliminated 
sticking valves on jobs where valve sticking is very 


common trouble?’ 


Fred B. Lockwood, Lockwood Motors, Inc., 


“Many of our customers have expressly mentioned 
satisfaction in low oil consumption and lack of 


sludging a ae Union Oil Building 1612 Bankers Building 4904 RCA Building 
M. Williams, Williams Motors, Marysville, Calif. CINCINNATI, 2111 Carew Tower Bldg 


“Our customers request that we provide Royal Triton, 
as they find less oil changes necessary” 

Service Manager Stanley Memeo, 

Francis M. Boucher, Cloverdale, Calif. 








| effect that business success is syn- 
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about 6,000,000 readers a month, | profoundly unscrupulous,” Con e| tant ad manager of AP Parts Corp. 


Liberty added. | emphasized. |and sales promotion manager of 
+ * * Recommended by Cone was “ad- | Radiator Specialty. 
While serving in World War II 





bilo ’ | vertising in the third dimension,” | 
New Departure’s Agency | which = described as in the field| he became associated with Morde- 


D. P. Brother & Co. has been of ideas, deal with the miscon-| Cai advertising agency, Calcutta, 
appointed ad counsel for GM’s New ceptions ‘ regarding success and | India, and later worked with it on 
Departure division, according to/ bigness promoted deliberately by | 4uto and airline accounts in India, 
D. P. Brother, president. New De-| those with ulterior motives. 7? wees 
pature, with head offices in Bristol, | ce | York in New Post 
Conn., is the nation’s largest manu- - . > 
facturer of ball bearings. First ads| Wix Promotes Fitzgerald leuen Rubber’s ‘public fe sarrsased 
of the new campaign will appear; E. J. Fitzgerald has been named | department since 1946. has been 
in September issues of national| sales promotion manager of Wix!| promoted to assistant director of 


magazines and trade journals. Accessories, according to Arthur} public relations. York is a graduate 
we ay Hull-Hyde, sales vice-president. His | of Massachusetts Institute of Tech- 
A Challenge former connections include Aro| nology, class of 1937, where he ma- 


Hitler and Stalin never told big- Equipment ad department, assis-' jored in technical journalism. 





ger lies than those who deal out ° . 
in this country to th CK! America’ Quto 
propaganda in this country to the 670. / 4 Finest 


| Industrial Advertisers Assn. LIST, Only $5.49 Illuminated. 


‘wasteful, that bigness is bad and| MIAN 11 aan 1815 Kelso Street —Flint_1, Michigan 
|that business is a sharpie, wholly 


onymous with moral failure, and it 
is up to advertising to explode this 25th YEAR 
false idea. | Since 1927 Dinsmore Compasses have made driving 


Fairfax Cone, president of Foote, | sssler, safer and more enjoyable. fer mewn iy 
Ae : th id. Tod sion made, fu 
Cone & Belding, ad agency, so weed Dinsmore companene ry stendard equi. 


stated in addressing the National | ment on many of our finest ears. 





: s .| 1 your jobber is not stocked, order direct. All 
The contention, which he as Sines eam qo fully quesenteed. 


sailed, “is based on opposition to) write For COMPLETE LITERATURE 
business as we know it, and its 


premises are that competition is FITS ALL CARS 
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‘Royal Triton’ and ‘Chevrolet’ have become synony- 
mous in our dealership and have led to both profits 

and customer satisfaction” 
Clyde L. Longe, Lakeside Chevrolet Company, 
Elsinore, Calif. 


These letters—and hundreds more on file—prove 
that ROYAL TRITON is the one distinctive purple 
motor oil that motorists remember and request. That's 
why ROYAL TRITON will bring permanent, satisfied 
customers to your service department—customers 
who recommend your entire service to their friends! 


Roseburg, Ore. Inquire today about handling Royal Triton 
in your automobile agency. Write to your 
nearest Union Oil Company office: 

Los ANGELES CHICAGO New YorRK 


New ORLEANS, 917 National Bank of Commerce Building 


UNION OIL 
COMPANY 




















America’s Finest 
"Motor Oil 
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But Competitive Market Persists in Steel Tieup.. . 





‘No Complaints’ in New Orleans 


By Gordon Hebert 
Staff Correspondent 

NEW ORLEANS.—tThe auto mar- 
ket condition here, 
phases of the business—new cars, 
trucks, used cars, parts and service 
—has been exceptionally good dur- 
ing the past 30 days. 

Since the abolishment of gov- 
ernment regulations regarding the 
financing of automobiles, the deal- 
ers have been on a more competi- 
tive basis. It seems that the dealers 
have received a “shot in the arm,” 
so to speak, and are out developing 
and fighting for business. 

One thing is very noticeable 
here, and that is that the public 
has not been frightened into buy- 
ing due to the steel strike. 

As one dealer pointed out, “the 
public has been scared so often and 
have received so many shocks on 
strikes, government regulations and 
bad war news that they are taking 
the present steel strike lightly.” 

As a matter of fact a few dealers 
are taking the same attitude as the 
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ARO DRAINS 


Does a full-size waste oil drain 
Cin in small eg 7 Adjustable 


including all | 
| deals, 


public by giving overallowances 
| when they have only a limited stock | 
lof cars on hand. 

“Sure I’m _ taking 
” one dealer said. 


some half | 
“I’m going 


|}to continue taking these deals as 








long as I have cars. I might as well 
sell them when I have them and 
when I’m out I will concentrate on 
used cars.” 

This same dealer continued by | 
saying, “I know it will be a few 
weeks after the steel strike before 
we will get cars, but brother, after 
that cars will be coming out of 
your ears.” 

There is one dealer in the me- 
dium-priced field who is buying 
all cars of his particular make 
from unauthorized independent 
outlets. As a result of this buying, 
his new-car business last month 
resulted in 35 percent from cars 
secured from the factory and the 
remaining 65 percent from cars 
purchased on the outside. 


This dealer admits he is not mak- 


from an outside source, 
him in selling due to the fact he is 
| able to have an assortment of body | 
| styles and colors. 

Also, as he pointed out, “I’m 
building potential service custom- 
ers.” 

Both new-car dealers and inde- 
pendent used-car operators are not 
|complaining about the used-car | 
business. Sales in this direction has | 
been better than average. 

Used-car prices are firm. The re- 
tail prices have not as yet increased 
due to the shortage of merchandise 
as the result of the steel situation, 
but wholesale prices have shown 
a slight increase. 

The majority of dealers report a 
better movement lately on late 
model cars. 

More dealers are advertising to 
buy used cars than ever before. 
The independent operators as well 
as a few new-car dealers are 
combing every neck of the woods 
in this section to buy used cars. 





ing his full gross on cars purchased 


All dealers, without exception, are 


but it helps 








|doing a terrific service and parts 
volume. Many of them are breaking 
| alltime monthly records. A goodly 
‘number of dealers are unable to 
|handle the traffic in the service 
| department. 

The independent part wholesal- 
ers and jobbers report a steady in- 
crease in business since the turn of 
| the year. 


Auto finance companies also re-| 


|port that they are writing more 


| business. 


| ‘Polluted’ Serap Costs 


| Pontiac Pair $20,000 


| DETROIT.—Accused of shipping 
“polluted” scrap metal to steel 
mills, two Pontiac scrap dealers 
last week received fines of $10,000 
each and suspended one-year jail 
sentences. 

Federal District Judge Arthur 
| Lederle imposed the sentences on 
|Benjamin and Arthur Monson, 
owners of Monson Iron and Metal 
Co., after OPS agents testified they 
discovered the presence of consider- 
able quantities of sand and dirt in 
the center of scrap bales due for 
shipment to steel mills in the De- 
troit area. The Monsons had plead- 
ed guilty to one count of a seven- 
count grand jury indictment. 








ACK — 


KEEP AHEAD 


Saves 


loaded. 


1 is re- for your 


pnt from pedestal and placed 
on drain-adapter, where throat 
valve automatically opens and 
empties bowl into drum or tank. 


The Leader! 


LUBE EQUIPME 


Name 
j Company. 
NT! 
| Street 
prooucts ! 
| City State 


- GREASE FITTINGS... AIRCRAFT 
-- AIR TOOLS... HYDRAULIC EQUIPMENT 





WITH 


needs today! 


THE ARO EQUIPMENT CORPORATION, BRYAN, OHIO 
Without obligation, send the Aro Lube Catalog No. 19 with 


information on complete Aro line. 


ARO FOR Lusr endia 


Easy to reach . . . easy to crack extra-tough fittings with 
“THE HUSKY”. . . ARO’S 10,000 lb. gun! Keep it 
handy for fittings that can’t be serviced by high-pressure 
pumps .. . ideal for trucks and under-the-hood fittings. 
Holds 400 shots of lubricant. Weighs only 314 Ib. 


Choose ARO for profit! Complete line . . . advanced 
features in cabinet models, overhead reels and hand guns 

















Dealer Shops Give 
Wide Support to 
Oldsmobile Guild 


| LANSING.—Close to 100 percent 
| participation by dealers has been 
achieved by the Oldsmobile Service 
| Guild since its formal inception six 
months ago, it was disclosed last 
week by G. R. Jones, general sales 
manager of Oldsmobile division. 

Of Oldsmobile’s approximately 
3,900 dealers throughout the coun- 
try, 3,750 were enrolled in the 
service-training program as of Apr. 
1, Jones said. Some 25,100 dealer 
servicemen now wear the blue and 
gold emblem signifying continuous 
factory training in the latest shop 
methods. 

Jones said Oldsmobile began work 
on the guild idea a year and a half 
ago as a means of improving shop 
efficiency. He said it gave sincere 





Success Story— 


Nearly all Oldsmobile dealers through- 
out the country are taking part in the 


Oldsmobile Service Guild program to 
raise shop efficiency, and posters help 
spread the word to the public. Members 
take a pledge which says, in part: ‘‘In all 
service work, | shall use the correct tools 
as well as sufficient time and care in 
workmanship to properly repair and serv- 
ice every car | work on .. . Nothing short 
of my best is acceptable." 

* * * 
craftsmen a chance to do better 
work. In fact, the organization’s 
motto is, “Nothing Short of My 
Best Is Acceptable.” 

To qualify for membership, a 
serviceman must take examinations 
every other month. Guild publica- 
tions and informal classes at each 
participating dealership help pre- 
pare him for the tests. 

Successful candidates receive 
yearly shoulder emblems and 
achievement certificates to display 
over their work benches. For three 
years of participation, a shop em- 
ploye receives a guild lapel pin, and 
after five years his reward is a pen 
and pencil set. 

Sixty $25 U.S. defense bonds are 
awarded annually for suggestions 
to improve repair techniques, and 
winners are enrolled in the guild’s 
“60 club.” 

Dealers stir public interest in the 
service guild through posters and 
direct mail. The shop employe him- 
self signs a replica of the guild 
seal and attaches it to the rear- 
view mirror after completing his 
work on a Car. 





Foster to S-F 


Sundberg-Ferar, Detroit indus- 
trial designing firm, announces that 
John B. Foster has joined the firm’s 
staff as a designer. For the past 11 
years, Foster was in the styling 
section of General Motors where 
he was assistant chief designer for 
Oldsmobile. 











‘“BORROUGHS BINS" 


SLIDING SHELVES 
SNAP-ON DIVIDERS 


“DON'T BE A CAPTIVE OF OLD 
| FASHIONED PARTS BINS, ANY LONGER" 


| KACHEL MOTOR CO., Studebaker 
COLUMBIA, PA. 
“Has Installed Borroughs”’ 


EAST COAST DISTRIBUTING CO. 
Berwyn, Pa. Tel. Berwyn 0405 
327 Hopkins Road, Baltimore 12, Md. 
Covering Eastern Pa., Del., Southern 
Jersey, Md., Va., and D.C. 
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hirst Report Due in October... 


Canada Plans Study 
Of Road Conditions 


OTTAWA.—The critical problem 
of wear and tear on highways 
caused by heavy present-day traffic 
will be investigated by a committee 
of Canadian highway experts ap- 
pointed by the Canadian Good 
Roads Assn., it is announced by C. : : 
W. Gilchrist, managing director of | Alberta; R. G. White, deputy min- 
the association. ister of public works and high- 

The association has set up the | W4ys, representing Prince Edward 
committee to study and make an | Island, New Bruniswick and New- 
objective report on the extensive | foundland; Walter Youngman, 
tests now being conducted in the | Trans-Canada highway division, de- 
U. S. by the Highway Research 
Board on the load-carrying ca- 
pacities and design of bituminous 
surfaced roads. 





department of public works, British 
Columbia; Dr. Norman M. McLeod, 
highways committee, Ontario re- 
search council; L. H. McManus, as- 
sistant chief engineer and soils en- 
gineer, department of highways, 





| ment. 
| Additional members are expected 
‘ , | to be named by the provinces and 
“The Canadian report is expected : F 5 
to provide answers to some of our| the Ontario research council will 
most perplexing problems,” Gil-| Shortly name a second member. 
christ stated. “We have been’ able | A preliminary report will be sub- 
to enlist a widely representative | mitted by the committee to the an- 
group of Canadian experts who will | nual convention of the Canadian 
co-operatively investigate this prob-| Good Roads Assn. in Quebec City, 
lem under the sponsorship of the} Oct. 20-23. 


partment of resources and develop- | 
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Aluminum Output Hits 
New Peak for 1952 

NEW YORK.—With steel 
plants still strikebound, Donald 
M. White, secretary of the 
Aluminum Assn., reported last 
week that aluminum production 
hit a new high for 1952 during 
May. 

“The 161,607,096 pounds of pri- 
mary aluminum produced in 
May,” White said, “is more than 
5 percent above the April output 
of 153,759,727 pounds. It also 
tops the May, 1951, production 
by more than 26,000,000 pounds.” 


Plymouth Contest 
Staged at Chicago 


CHICAGO.—Featured by a con- 
test among 500 model airplane 
enthusiasts ranging from five to 20 
|years in age, a spectacular air 
| speed and stunt show was spon- 
|sored by Plymouth dealers in the 
| Chicago area at the Glenview Naval 
air station. 

At stake in the 46 events were 
| 126 trophies, with top honors going 
'to Bernard Boehm, 17, of South 








| 
| 


| 
| 





| Brand Names Plans Fifth Competition— 


| Members of Brand Names Foundation's retail advisory council meet in New York to 
| make initial plans for the fifth annual “brand name retailer-of-the-year" awards com- 
| petition to honor merchants for outstanding presentation of manufacturers’ brands 
during 1952. At the meeting were (left to right) Arthur Clifford, vice-president of A. W. 
Burritt Co., Bridgeport, Conn.; Council Chairman Joseph L. Eckhouse, executive head of 
Gimbels-New York; the chairman of the council's executive committee, Stephen A. 
Douglas, director of sales promotion of Kroger Co., Cincinnati; Charles B. Dulcan sr., 
executive vice-president of Hecht Co., Washington; M. C. Gale, president of Monarch 
Buick Co., New York, and George Hallock, Foundation director of retail relations. 








| Bend; Roger Weldon, 14, of Rock- | tion Aug. 22-27 at Detroit. 

ford, Ill., and Dellis Evers, 15, of| Among those at the show from 
Highland, Ind. The three winners|the Plymouth factory was H. B. 
became eligible to compete in} Heberling, assistant general sales 
Plymouth’s international competi- | manager. 











Canadian Good Roads Assn.” 

The group will study the progress | 
of the test at each phase of its | 
development and make the findings | 
of the board available in Canada. | 
It will assess the results in terms |} 
of Canadian conditions. 

Representatives of provincial | 
and federal governments and ed- | 
ucational and research institu- 
tions will serve on the commit- | 
tee. 


The committee members named | 
so far are: R. M. Hardy, dean of | 
engineering, University of Alberta; 
N. M. McCallum, chief engineer, 








Colorado Dealer | 


Refunds to OPS 


DENVER. — Refunds totaling 
$122.70 have been obtained by the} 
Office of Price Stabilization here | 
for two persons who said they were | 
overcharged in buying used cars| 
from Hill Motor Co., Longmont, | 
Colo. 

Robert Bugdanowitz, acting OPS 
enforcement director, said no fur- 
ther action would be taken against 
E E. Hill jr., head of the firm, 
since the overcharges were deter- 
mined to be nonwillful. 

According to Bugdanowitz, Hill 
told OPS that radio broadcasts had 
led him to believe controls had 
been lifted from the prices of pre- 
war cars. Bugdanowitz cautioned 
dealers that no automobiles had 
been decontrolled except those 
more than 20 years old. 


ALL ROADS 
lead to the 











Detroit 


Automotive men in Detroit have 
for years followed the easy route 
to The Fort Shelby. 


Personal service, attractive ac- 
commodations, moderate prices, 
and convenient location have 
made this renowned hotel popu- 
lar with men in the industry. 900 
comfortable rooms (some with TV), 
two fine restaurants, Tiger Room 
Bar and Cocktail Lounge. 


Selection of Attractive Rooms for 
Private Parties 


AN ALBERT PICK HOTEL 


J. E. FRAWLEY, MANAGING DIRECTOR | 
JERRY MOORE, GENERAL MANAGER 





“Seas 
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‘ »* inate (8) 4-dr., $1,140; Chieftain (8S) conv 
Midtown Motors, Inc.; Associated $1,.400°. "48 Torpedo (8) conv., $1,035 ' 


Pittsburgh Fights Retail Gasoline Dealers, a and Used Car Auction Prices ‘47 SL (6) sedan, $725 

Pittsburgh Parking Garages, Inc. - STUDEBAKER—'47 Land Cruiser sedar 

Curb on Garages However, Wallace tichards, Ww ast .— tationwagon, $850*; Jeey 
PITTSBURGH.—The public park- Richards, chairman of the parking ster, $725 


authority, announced that the a " es 
ing authority last week was at- ‘ Market Tre nd AMARILLO, TEX. 


agency would carry the issue to a 




















tempting to overturn a local court! higher court and, if necessary, to Prices of used cars at wholesale remained steady or dipped slightly (Amarillo Auto Auction. Sale every Fri 
ruling which prohibits the servic-| the state legislature. in various areas last week, according to the Automotive News index. | day. Prices are for sale of July 4.) 
ing of autos in Pittsburgh’s munic-| The lower court held that the) However, consignments at the auctions continued to fall off, while (Sold 190 cars out of 270 offerings.) 
ipal parking garages. authority could not engage in the| the number of sales climbed to a month’s high average of 75 percent. a a gg oe an eaete = be 
The ruling, handed down by | sale of gasoline, oil, accessories and The overall average price figure was down $5 for the period, the in- 2-dr.. $1,795*. °50 Special 4-dr.. $1,200 4 
Common Pleas Judge Henry Ellen-| equipment, repairs, the washing of| dex showed, and stood at $1,221. The price of ’50 models dropped the $1,455*; 2-dr. $1,075, $1 175*; RM sds 
bogen, marked a victory in the| cars and similar services. This sales; most—$17. naga ie” te cies . 49 Super 4-dr 
court fight launched by the Pitts-| right has been leased to Parking In the other models, losses occurred in ’52 models, off $8; 51s, down CADILLAC 52 " (62) 4-dr., $4,000*. °50 
burgh Automobile Dealers Assn.;| Service Corp., a private company.| $3; ’49s, off $6, and ’47s, down. $10. A gain of $5 occurred for ’46s, and | (62) 4-dr., $2,840*, $3,100" "49 | (61) 
az ~ — —— - ’ . -d 2. 070* $2,200* "48 (61) -¢ 
iT ae on $1,550°" (62) a. $1,750". ¥ 


At 10 representative auctions last week, 1,248 cars were sold out of ‘ gl ae " 
~ Rentires atin oe mae . . | CHEVROLET—’52 SL Deluxe 4-dr., $2 
1,665 offerings. In the previous week, 1,428 cars out of 1,998 offerings 235*. 51 SL Deluxe 4-dr., $1,330, $1,33 


° 4 
Now You Can Use Bemis BURLAP were sold. Last week’s percentage of sales (75 percent) was 4 percent- $1,380; Bel-Air, $1,755. '50 SL Deluxe 
ints be yrevious week’s 71 percent. 4-dr., $1,080, $1,265, $1,295, $1,325 
— — mor Caan Ue I : I ' conv., $1,135, $1,5 ; SL Special busi 
. P . : . : ess Cc $900 55; FL Deluxe 2-dr 
° e { Prices marked with an * indicate a unit equipped with | $y 245, $1,320 $1 b ‘ ¥ 
n ed US ions gain: an automatic transmission or overdrive. CHRYSLER—’52 NY 4-dr., $3,250, $3,- 
275*. °51 Windsor club coupe, $1,980*, 
, t | ‘ $405; SD (8) 4-dr $675 '46 conv., $1,940": 4-dr., $2,550*, 2.560". 50 
OAKLAND, CALIF. $685; stationwagon, $785 | Windsor 4-dr., $1,425*, $1,435*, $1,500*. 
(Pollock’s Used Car Auction. Sale every | HUDSON—'50 Commodore (6) club coupe, | neggrQ—'52 Fire Dome (8) club coupe 












on oe ‘ad 


Wednesday. Prices are for sale of July 9.) $1,020. ‘47 Super (6) club coupe, $455. Sanh. ace . $2.275*. '47 
owe eae ge a atxe. *an| RAISER—'48 4-dr., $530. °47 4-dr., §200,| $2:290°: Custom club coupe, $3,270". ‘41 
BUICK 52 Riviera 2-dr., $3,375*. ’5( Deluxe 4-dr., $630. 


LINCOLN 50 Cosmopolitan 2-dr., $1,810*. 





Super Riviera, $2,000*; 4-dr., $1,325, $1,- | “+49 4-ar., $590. | DODGE—'52 Coronet Diplomat, $2,200* 
400*. °49 Super conv., 2 at $1,500*. 47 MERCURY 





- a err . " ’51 club coupe, $1,980*. '50| $2,325*. ’47 Deluxe 4-dr., $515. °46 Cus- 
BM oe ay. eres 46 Super B-dr’, $720, | COnV., $1,745*. '49 conv., $1,390, $1,350;| tom-4-dr., $400. 
Ya ’ $725) $655. *40 conv. $216. | +«club coupe, $1,345; 4-dr., $1,290. "48 | FORD—'52 Victoria, $2,510*, $2,650*; Cus- 
4-dPr., 9fe0, Q00v. Pa gerry conv., $835. ‘47 conv., $855. ‘46 4-dr.,| tom (8) 4-dr., $2,165, $2,250*%, $2,325* 





CADILLAC—’51 (62) 4-dr., $3,660*. °50/ 





3 315 ‘ $660. | °51 Custom (8) 4-dr., $1,525, $1,620 
. , . > wo Ae . ° 
(61) ay Bp Ville, a oe come’ er NASH ‘51 Statesman 2-dr., $1,445. "49 | $1,665*; Custom (6) 2-dr., $1,380; De- 
925°, $2,970" ; anne, a7 (6h) 4-dr, $1,-| (800) 4-dr., $870 18 4-dr., $480. °46| jJuxe (8) 2-dr., $1,300, $1,555*, $1,600* 
ise 4-dr., $2,200". 6 NOL) S°GF., 9h) 4-dr., $445 | §1,660*. ‘50 Custom (8) 2-dr., $1,045 
o*. OLDSMOBILE '50 (88) 4-dr., $1,650*; i . nie § : 
CHEVROLET—'51_ SL Deluxe 4-dr., $1,-| club coupe, $1,705". °49 (98) conv., $1,- (Continued on Page 39, Col. 1) 
675*, $1,585*. ‘50 SL Deluxe 2-dr., $1,- 700*. °48 (78) conv.. $1,125*: 4-dr ee 
; 4 340; club coupe, $1,335; 2-dr., $1,470. enn. (78, % ~ ame 2% (OSs 
Burlap prices are substantially 340; club coupe, $1,335; 2-dr.. $1870. | §$1,200°; _(76)_ 2-dr., $1,000°. "47 | (98 


~A 4-dr., $775; (76) 4-dr., $730; (66) 2-dr., 
SM 2-dr., $975. °47 SM club coupe, $730,| $750’ "46 (98) dda Seon, (te) On 


lower and supplies are plentiful. $805; FL aerosedan, $780, $820; '%-ton| $665. (76) 4-dr., $635 





$605; (78) conv., 


665 ; 2-dr., $640 
anel $460; %-ton pickup, $655. | pPACKA ar a a. anae * o 7 
‘i Ss CHRYSLER —-’52 Windsor -4-dr.. $2,675*. | PACKARD 50 4-dr., $1,570*. °48 4-dr., 
You can again have seat cushions ‘51 NY 4-dr., $2,610*; 2-dr., §2.610*; | pry Mou ‘i. on ee 
-- “ | PLYMOUTH 50 SD 4-dr., $1,220. i 
Windsor 2-dr., $1,950*. ‘46 Windsor 17 






4-dr., $700 Deluxe 4-dr., $765, $665. ' SD club 
™ | -dr., $700. p ) 650, $740; - $725; yelux 
the way you i, and your custo DeSOTO—'52 Fire Dome (8) 4-dr., $2,900*. fo A ge ‘005. . py at My oe | 
’50 Deluxe club coupe, $1,555*. '49 Cus- | ponTIACc—’'50 Chieftain (8) conv.. ee | 
mers .. . want them. tom 4-dr., $1,340°*. ; Ms , 860%; 2-dr., $1,285*; 4-dr., $1,335. '48] 
DODGE — '47 %-ton pickup, $725. 42 Chieftain (8) conv., $1,065: 4-dr., $1,010. 
2-dr., $135. 47 SL (6) SL 


4-dr., 560; (8S) 2-dr., 











e Detroit * Brooklyn * Chicago ¢ Indianapolis FORD—'52 Victoria, $2,640*. '51_station-| sos, 
New Orleans * Boston * New York « St. Louis | wagon, $1,905*; conv., $1,945". 50 %2-ton | sTUDEBAKER 50 pickup, $905. ‘49 | : ) 
emis . agi os | pickup, $925; Custom (8) 2-dr., $915; Champion 4-dr., $930 ’48 Champion | 
Also offices in Other Principal Cities (6) %-ton pickup, $1,075. '49 Custom 4-dr., $795; conv., $855. '47 Commander W en you Wall { 
| (8) 2-dr., $1,150, $1,075; 4-dr., $915. (6) club coupe, $780. eee * 


| °48 stationwagon, $900; (6) %-ton pick- 
up, $850. °47 SD (6) 4-dr., $610; panel, 





VALDOSTA, GA. 





(Tom Hewitt Auto Auction. Sale every L 
| Friday. Prices are for sale of July 4.) WHEN wit 
(Sold 42 cars out of 93 offerings.) JONES' CAR 


BUICK—’51 Super Riviera, $2,000*. °’50 
Super conv., $1,600*. 

CADILLAC—-’50 (62) Coupe de Ville, §$3,- 
325*, $3,200*. ’47 (62) conv., $1,250*. 


NOW-- A PORTABLE ALIGNER THAT’S | CHEVROLET—'51 Bel-Air, $1,810*, $1,- 
BOTH CONVENIENT & ACCURATE! | coupe, $1,625."'50 FL: Special sedan, $1.- > 17'S READY 


| 300, $1,240. '48 FM sedan, $925, 
| $750; FL aerosedan, $860. "46 FM sedan, 


BE READY? 








$650. 
| CHRYSLER—’46 Windsor sedan, $630. 
| DODGE—’50 Wayfarer business coupe, 


FORD—’52 Custom (8) sedan, $2,335", | | 
$2,300*. °51 Custom (8) conv., $1,830*; 
sedan, $1,750*, $1,700, $1,662. °50 14-ton 


pickup, $740. °49 Custom (8) sedan 
$1,080, $1,000. '46 Deluxe (8) 4-dr., 
$650; SD (8) 2-dr., $600. 
HUDSON—’50 Super (6) 4-dr., $840. 
KAISER—'51 Henry J (4) 2-dr., $850. 
| NASH—’49 Ambassador sedan, $800. 
| OLDSMOBILE—’51 (88) 2-dr., $2,205*. ’50 
(88) sedan, $1,600*, $1,510*. 
| PLYMOUTH—'52 Cambridge 4-dr., $1,910. 
|} °50 Deluxe 4-dr., $1,050; club coupe, 
$1,050. 
| PONTIAC—’52 Chieftain (8) club coupe 
|  $2,250*. 
| WELLYS—’48 Jeep 1%4-ton panel, $450. 


ALBANY, N. Y. | Give instructions, get 
genet Agente Auto Auction. Sale every information instantly with 


Prices are for sale of July 7.) 
(Consignments down over 4th week- 
end, Buyers eager. Sold 95 cars out of | Executone Intercom! 
99 offerings. 











| T . = 

eo eee CON Aas 50 bent; | You'll be amazed at the way Executone| ‘ 
| per iviera sedan, 2,425*. 50 Special | * 
| sedan, $1,010. ‘49’ Super sedan, $1,325;| speeds up production—helps you get 


RM sedan, $1,375*. °48 Special sedan, | work ne faster! 
$900. °46 Super sedan, $850. ae wer do ef 


x ee we pon ge FR Re Executone lets you TALK to employ- 

V SUALE I ; E | $2,200*; conv., $2,265*. "48 (61) sedan.| ees or associates instantly, anywhere in 

| $1,750*. °46 (62) sedan, $830*: (60) office or plant. No waiting on busy) | 

| sedan, $800*. °42 (61) sedan, $430. h N * ba k and f rth 
| CHEVROLET—'50 SL Special’ 2-dr., phones. NO running Dac 0 

| 340. °49 carry-all, $820; SP Deluxe hunting for “lost” personnel. You get 

Operator checks toe-in without getting under car dan, $1,070, $1,170. ’48 carry-all, $7 





; q ; ! 
FL aerosedan, $800. ’'47 FM sedan. $660 action right now. 
7 CHRYSLER—’52 NY sedan 3,100*. °51 
Operator can see the toe-in correction as he makes it while under Windsor sedan, $2,100°. 43 town @ | World’s Most Advanced Intercom! 
bie ane country, $790*. j‘ - ae | 
| DeSOTO—48 Custom sedan, $1,000* With Executone, voices are distinct 
| + . ; eo 27 e : seri 
Operates on any level area, can be stored in floor space | x 9'2 feet | wi age tr mr reroyy Bat ly clear, instantly recognizable. Exclusiv ; 
| et sedan, : ; Meadow- ; A ° : 
S hes check me | brook sedan, $1,125*. '47 Custom sedan ‘CHIME-MATIC’® ph newer 2 ern 
trong, permanent-magnet attaches checking gauge to hub.—a | $820. chime and signa t. 
hub cap remover is y tool needed = dl Conte, D> onten, $2,300*, $2,- calls by g g 
4 ictoria, 2,55 *51 Custom (8) » . ere © — 
Operation imple all readings direct even an inexperienced | sedan, $1,600*; Deluxe (8) sedan, $1,460, 7 Bunceamns tein — 7. Pru : 
peration is simp gings ¢ p $1,440. ’50 Deluxe (6) sedan, $925: Cus- for itself in many ways. Ask for fu 
perator can accurately check caster, camber and toe-in in a matter tom (8) sedan, $1,180. '49 Custom (8) details. No obligation ! 


conv., $1,050; Deluxe (8) sedan, $750 
Custom (8) sedan, $1,000. '48 Custom 

(8) sed 700. '47 S 3 r., $775 
Optical light ray system magnifies toe-in readings eight times edan, $7 47 SD (8) conv., $775 


| 

| 

| °46 Deluxe (8) sedan, 2 at $480; SD (6) 

sedan, $600. 

HUDSON—’46 Super (6) sedan, $370 | 
Visualette’s new, exclusive features can give you an efficient align | KAIS -'50 Traveler sedan, $870. | 


ng department for o small investment Ask your John Bean Jobber |" ‘49 Cosmopolitan conv., $1 
| 


f minutes 





= 


325°. oe | 


MERCURY 5 COMMUNICATION AN 

ME JRY—’52 sedan, $2,520*. '51 sedan, 

$1,800*. ’50 sedan, $1,325, $1,370. '49 SOUND SYSTEMS 
$ 


conv., $1,150; stationwagon, 1,010. '48 


r write 





conv., $850. _—e- eee ee ee ee ee ee ee ee 


JOHN BEAN DIVISION OLDSMOBILE. ol (88) Pg $2,110*. r EXECUTONE, INC., Dept. G-5 
415 Lexington Ave., New York 17, N. Y. 


FOOD MACHINERY AND CHEMICAL CORPORATION "50 (88) sedan, $1,575*. °49 (98) conv., 
cy $1,525*. °48 (76) sedan, $975*. ‘47 (78) Pe 7 1 
Les Sc enee eee | Without obligation, please let me have: 


sedan, $740*. '41 (76) sedan, $170* 
PACKARD—’48 7-pass. sedan, $310. we 
| PLYMOUTH—’51 Cambridge sedan, C The name of your local Distributor 
395; Cranbrook sedan, §$1,5 50 SD Cc ] d ok li 
sedan, $1,345, $1,150, $1,170; conv., (1 Complete descriptive literature 


$1,450; Deluxe sedan, $1,280, $1,070. '49 

















pote oe 


| P-19 sedan, $820; SD sedan, $1,085; De- NAME TITLE - 

| luxe sedan, $980. '48 SD sedan, $890; 

| Deluxe sedan, $910. '47 SD sedan, $520, FIRM. “ 
$800. °46 SD sedan, $600, $400. 

henoy *- Chieftain (8) sedan, $2 ADDRESS CITY P. 


110°; Catalina, $2,350*. '49 Silver Streak 








. 
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get 
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7 sedanet, $900; SL (6) sedanet, $750 | 
U d A oe @ STUDE BAKER ‘50 Commander (8) 4-dr., } © 
| $1,175. | P 
3 -Car uction Prices oer | Average Used-Car Prices 
FORT WAYNE, IND. 
stigiiinanh ta ia ae (Carl Marker’s Auto Auction. Sale evers (Compiled by Automotive News 
ee | Tuesday. Prices are for sale of July 8.) 
- e | ri July 1952 June May 
KAISER--52 2-dr., $1,720" 51 2-dr dr., $2,135*, §2,100*. '51 Custom (8) (Prices good—not enough clean cars. Model (to date) 1952 1952 
$870; 4-dr., $900 Henry J (4), $675, 4-dr., $1,675; 2-dr., $1,675, $1,670, $1.,- Many out-of-state buyers present. Sold $1,221 $1,208 $1,200 Nee 
$730, $755. ‘50 4-dr., $765. ‘48 4-dr., 640; Deluxe (8) club coupe, $1,360. '50| 81 cars out of 105 offerings.) — $1,209 — 1952 $2,358 $2,377 $2,376 
$605. Custom (8) 2-dr., $1,255, $1,250; club | BUICK-—'51 Super 4-dr., $1,850, $2,140". * 1,7 
MERCURY—’51 4-dr., $1,875*; 2-dr., $1,- coupe, $1,290 ‘49 Custom (8) 4-dr., ‘50 Special sedanet, $1,435, $1,480. °49 a end ere mom 
765*. '50 2-dr., $1,570; club coupe. §1.- $960; 2-dr., $1,125; Custom (6) 2-dr Super 4-dr., $1,485*; sedanet, $1,250 1950 1,357 1,342 1,308 
— : Th / $975. "48 SD (8) 2-dr., $680. ‘47 Deluxe | CADILLAC—'49 (62) conv.. $2,300* ) ry. 
175; 4-dr., $1,39: Df 7680. nv., $2, ‘ 949 J O6¢ 2 
NASH—'51 ett low ded 31.305. °49 (S) 4-dr., $575; 2-dr., $525. '46 SD (8) | CHEVROLET—’'51 SI. Deluxe 4-dr., $1.- _ mpc — 1,068 
— a ne eee 4-dr., $630; 2-dr., $685; club coupe, $600 410, $1,560; conv., $1,750*; Bel-Air, §1.- 1948 803 808 197 
(600) 4-« ; - oh ; on 
: ) [—'49 Co > ) 2-d $S8¢ 905*. °50 SL Deluxe 2-dr., $1,350; Bel- q 1G 6 454 
OLDSMOBILE 2 (88) 4-dr., $2,985*; | HUDSON 19 ommodore (8 ‘dr $S80 | Ae $1000", “40 GC Gonae chat Peamng 1947 661 661 654 
(98) 4-dr., $3,195"; Holiday, $3,850*. °51 | MERCURY—"51 eo” $1,800. °50 4-dr., |! $1,080. '°48 FL aerosedan, $820. 47 SM 1946 546 550 563 
(88) 2-dr., $2,185*; (88) 4-dr., §2,-| gg 47 4-dr., $725. '46 stationwagon, | 2-dr., $660. '46 FM conv.. $630. Tuly Sine Ov il 
225*; (S88) Holiday, $2,550*; (98) Holi- | $600. CHRYSLER—'49 Windsor 4-dr., $1,300*. — 
day, $2,565*. OLDSMOBILE—'51 (98) 4-dr., $2,405"; | ‘47 Saratoga 4-dr., $735. °46 Windsor Average $1,221 $1,209 $1,200 
PLYMOUTH—’52 Bel-Air, $2,250, $2,270, Holiday, §2,325* (88) club coupe, §2,- 4-dr., $700; club coupe, $650*. | 
$2, 325; Cambridge 4-dr., $1,870; Con- | 175*. ’50 (88) 2-dr., $1,650* | DODGE—’52 Coronet club coupe, $2,085*. . _ aia _ ee 3 A. . . a 
cord 2-dr., $1,725. '50 P-19 2-dr., $1,065; | PLYMOUTH—'51 Bel-Air, $1,850; Cam-| 49 4-dr., $1,100. '47 Custom 4-dr., $750. | (The above figures are averages of used-car auction prices, all 
Deluxe 4-dr., $1,185, $1,215. | bridge 4-dr., $1,350. '47 club coupe, $710 club coupe, $580. '46 Custom club coupe, makes and models, carried regularly in Automotive News.) 
: FD Chioftai . 9° PONTIAC 2 Chieftain (8) 4-dr., $2,- $600. | 
PONTIAC—’52 Chieftain (8) 4-dr., $2,300*, | A ~ - ‘ i . : si ie 
$2,400*, $2,480*, $2,600*; 2-dr.. $2.480°. | _ 445%; _2-dr $2,175*. °’48 Chieftain (8S) (Continued on Page 40, Col. 3) a 
"51 Chieftain (8) 2-dr., $1,710*. ‘50 
Catalina, $1,775*; Chieftain (8) 4-dr., 
$1,600°. 


STUDEBAKER—’51 Commander (8) 4-dr., 


$1,650; Champion Starliner, $1,355. ‘50 

Commander 2-dr., $1,295. '48 Champion ! 

2-dr., $450. | 
WILLYS—’49 Jeep, $560. 


PHILADELPHIA 


(H. B. Robinson Auto Sales Auction. 
Sale every Tuesday and Thursday. Prices 
are for sale of July 3-8.) 

(Cream puffs going up in price, aver- 
age cars steady. Sold 103 cars out of 
131 offerings.) 

BUICK—’51 Super Riviera, $2,150*. °49 
sedan, $1,450*; Super conv., $1,270; se- 
dan, $1,225. '48 Super sedan, $1,005. 

CADILLAC—'50 Coupe de Ville, $3,200*. 
"48 (62) sedan, $1,725". 

CHEVROLET—’5i SL Special sedan, §$1,- 
460, $1,430. '50 SL Special sedan, $1,200, 
$1,150; SL Deluxe sedan, $925. '49 SL 
Deluxe sedan, $1,110, $1,050; SL Special 
sedan, $1,075, $1,035. '47 FL aerosedan, 
pn $75vU. '46 SM sedan, $620. '41 SD 

dan, $250. ‘39 sedan, $180, $100. 

CHRYSLER ‘51 Saratoga sedan, $2,240*. 
‘50 Windsor Newport, $1,900*. ’47 Wind- 
sor sedan, $910. 

DeSOTO—’51 Sportsman 
Deluxe sedan, $1,820*. 
$660. 

DODGE—’46 *%-ton panel, $400. 

FORD—’52 Mainliner (8) sedan, $1,875, 

’51 Victoria, $1,900*; Deluxe (8) 

sedan, 2 at $1,410, $1,360, $1,340, §1,- 


sedan, $2,075* 
’46 Deluxe sedan, | 





290, $1,270. '50 Custom (8) club coupe, | 
$1,175; Deluxe (8) sedan, $1,285. °49 
conv., $1,110; stationwagon, $870, $810; | 
Custom (8) sedan, $1,u45; Custom (6) | 
sedan, $94U; Deluxe (8) sedan, $900, | 
$830. "48 SD (8) sedan, $760. '47 %-ton 
express, $330. °42 SD (6) sedan, $405. 

FRAZER—’49 sedan, $735. | 

KAISER—’51 Henry J (6) sedan, $935. °47 
sedan, $460. 

MERCURY—’'51 sedan, $1,910. °'50 conv., | 
$1,625. °47 conv., $7(0. 

NASH—’50 Statesman sedan, $1,010. '49 
Ambassador sedan, $850; (6/0) sedan, 
$920. "48 (600) sedan, $670. '47 (600) 
sedan, $450. 

OLDSMUBILE—’'50 (88) sedan, §$1,430*. 
‘49 (98) sedan, $1,215*. °47 (98) conv., 
$710. 

PACKARD—’48 sedan, $755. 

PLYMOUTH—'51 Belvedere, $1,825; Cran- 
brook conv., $1,725; sedan, $1,4Uu; Cam- 
bridge sedan, $1,485, 91, 140, $1,440, §$1,- 
410, $1,400, $1,380, $i36u. ‘SU Deiuxe 
sedan $1,,170. '49 stationwagon, $1,085. 
‘48 Deluxe sedan, $910. ’47 SD sedan, 
$760, $740, $740. °39 sedan, $190. 

PONTIAC—’50 Chieftain (8) conv., $1,825. 

STUDEBAKER—’51 Champion sedan, §$1,- 
410. °50 Commander (8) sedan, $1,200. 
"49 %-ton pickup, $740. 

WILLYS—’41 Jeepster (4), $720. 

MISCELLANEOUS—'48 Angiia sedan, $225. 
‘49 International %-ton pickup, $675. 4. 


International *,-ton pickup, $320. 


I . 
DANVILLE, VA. 
(Danville Auto Auction. Sale every Wed 

nesday. Prices are tor sale of July y.) 

(Market was firm and solid. Sold 60 
units out of 105 offerings.) 

BUICK—’51 RM sedan, $2,140*. 50 Special 
sedan, $1,125, $1,430; Super sedan, §1,- 
055. ‘49 Super sedan, $1,220*. 

CADILLAC—’50 (62) sedan, $2,900*, $2,- 
875*. °49 (62) sedan, $1,790*, $1,900*; 
(61) sedan, $2,140U*. 

CHEVROLET—’'52 SL 
850, $1,905. ’51 SL Deluxe sedan, $1,600. 
'48 FM sedan, $795, $700; FL ee 
$685, $630. 46 FL sedan, $695, § 41 
sedan, $150, $200. '39 sedan, $130. 


Deluxe sedan, §$1,- 





FORD—'51 Deluxe (8) sedan, $1,080, $1,- 
095, $1,500*. ’50 Custom’ (8) sedan, 
$1,805, $1,220. °49 Custom (8) sedan, 
$1,020, $995; Deluxe (6) sedan, $960, 
$1,095. °48 SD (8) sedan, $600. °47 SD 
(8) sedan, $660. '41 SD (8) sedan, $i6v. 
"40 Deluxe (8) sedan, $310. ’37 (8) se- 
dan, $190. '35 (8) sedan, $259. 

HUDSON—’50 Pacemaker sedan, $780, 
$800. 

KAISER—’51 Custom sedan, $1,250, §$1,- 
325* 


MERCURY—’50 sedan, $1,320, 
sedan, $160. 


$1,450*. °42 


NASH-—'49 (600) sedan, $995. ’48 (600) se- 
dan, $400, $950. 

OLDSMOBILE—’'51 (98) sedan, §$2,250*. 
’50 (88) sedan, $1,590*. .’4S (78) conv., 
$850. '40 sedan, $100. 

PLYMOUTH—’50 SD sedan, $1,205, $1,150. 

PONTIAC—'48 Chieftain (8) sedan, $860, 
$810. '41 sedan, $180. 

CHARLOTTE, N. C. 
(E. M. Stafford, Inc. Sale every Wed- 

nesday. Prices are for sale of July 9.) 


(Sold 80 units out of 124 offerings.) 






BUICK—’50 Super 4-dr., $1,650*; Spec.al 
2-dr., $1,425*. °49 Super 2-dr., $1,300*. 

CADILLAC—’52 (62) conv., $4,500*. ’50 
(61) 4-dr., §2,800*; 2-dr., $2,900*. ‘49 
(62) conv., $2,475*. 

CHEV ROLET—’'52 SL Deluxe 2-dr., $2,150; 
Deluxe club coupe, $1,930; SL Special 
4-dr., $1,850. '51 SL Deluxe 4-dr., $1,650, 
$1,595; 2-dr., $1,625, $1,600, $1,515; club 
coupe, $1,660; SL Special 2-dr., $1,450. 
’50 SL Deluxe 4-dr., $1,3 2-dr., $1,- 
375, $1,350; SL Special 2-dr., $1,200, 
$1,150. ‘49 SL Deluxe 4-dr., $1,200, $1,- 
150. ‘48 FM 4-dr., $900; club coupe, 
$965, $880. '47 FL aerosedan, $800; FM 
2-dr., 765. °46 FM 4-dr., $560; club 
coupe, $600. 

DODGE—’50 Coronet 4-dr., $1,435* 

FORD—’52 conv., $2,375*; Custom (8) 2-| 















AUTOMOTIVE NEWS, JULY 21, 





























PPI E7g Rees 


sappnenaaaan 


Was I Hearing Right? According to this 
Alemite salesman, friction—and fighting fric- 
tion—was proving a solid business booster, 
and a BIG business booster for car dealers 
everywhere. How? Well, he had a movie 
with facts, figures—the whole story. Would 
I arrange for a showing before my organiza- 
tion? It was OK by me. A good idea. 


It’s the 
come-BACK 


that counts! 


The Movie Made a Hit! Right off it tackled 
our biggest problem—new car owners, how 
to get them in and keep them coming back 
to us for service. It showed how the Alemite 
“Magnet Plan” built total service business. 
Made frequent, proper lubrication the “key” 
to more traffic, more volume, more sales 
across the board! We agreed to give it a try. 











EWS MOTOR SALES 
LRICATION DEPARTMENT 





Did It Pay Off? Our customer return has 
already increased 12%. Lubrication volume, 
oil and parts sales are at a record high! And 
Alemite advertising, every two weeks in 
Post and Collier’s, gives us an extra follow- 
up system—at no extra cost. Take it from 
me, friction-fighting —tied up with Alemite 
—is some salesman. Best one we ever had! 


— his case is typteal [ 
——_— 


ACT NOW! JUDGE FOR YOURSELF! 





One more example of how dealers all over 
the country are “cashing-in” on the Alemite “Magnet Plan.” 
Making their Service and Parts Department pay as much as 84% of their 


overhead with Alemite “Magnet Plan” features. Want the 
facts? Call your Alemite distributor. Or mail this coupon now! 


ALEMITE 


© 8. Par one, 


See how the Alemite “Magnet Plan’ can help you cover your fixed over- 
head—improve your trading position. No obligation. Mail coupon today! 


Alemite, Dept. C-72, 1826 Diversey Parkway, Chicago 14, Illinois 
C] Send us complete information on the “Magnet Plan” 


O 


Address 





We would like to arrange a showing of your Hollywood movie 
“It's The Come-BACK That Counts!” 


aii aitisbatieiataes Zone State inieaaidinaiemadsl 


City 
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Budd Names 3 Officers; 
Barnes, Zens Retire 
Directors of Budd Co. have an- 


nounced 


president, a treasurer and a secre- 


tary, an 

vice-pres 
Alexan 

gineer, 


been named to succeed Maj.-Gen. 


poe 


RUBBER FLOOR MATS , 


USE 


Mashitiicaite’ aba > 





G. M. Barnes, U.S.A. (ret.), who is 
retiring as research and engineer- 
ing vice-president. 

George E. Lallou, assistant treas- 
urer, has been appointed treasurer 
to succeed Paul Zens, who is re- 


the appointment of a vice- 


d the retirement of two| tiring as vice-president and treas- 
idents. urer. Zens will remain as a mem- 
der R. Lindsay, chief en-|ber of the board. J. G. Richard | 
automotive division, has | Heckscher, assistant secretary, has 





been named secretary. 
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UGLY DE © 
Works Wonders On All Kinds of Rubber .. . 
Regardless of Color. 


Try this new use for RuGLYDE to clean rubber and 
restore the NEW look — not a painted look. Gives 
superior results with less time . . . less effort .. . less 
cost than ordinary rubber dressings and paints. 
Simply rub on — wipe off! Order RuGLYDE from 
your jobber in one and five gallon cans. 


American Grease Stick Co., Muskegon, Michigan 
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| Used-Car Auction Prices 











‘(Continued from Page 39) 
FORD—’51 Victoria, $1,800*; conv., $1,695; Ambassador 4-dr., $1,190*. 
Custom (8) 4-dr., $1,530; 2-dr., $1,460. | OLDSMOBILE—’50 (98) sedanet, $1,725*. 
'49 Custom (8) 2-dr., $1,010, $910. °48 47 (98) sedanet, $790*. '46 (78) 2-dr., 
Deluxe (6) 4-dr., $765; Deluxe (8) club $525. °41 (76) 4-dr., $300; (66) club 
coupe, $595; 2-dr., $655. '47 Deluxe (6) coupe, $255. 
5 soupe, $590 - 
| ouemeen eo ’ Detune 4-dr., $830. PACKARD "49 4-dr., $890; club sedan 
| HUDSON—’46 Super (6) 4-dr., $315. $875. '47 4-dr., $675 
KAISER—’51 Deluxe 4-dr., $1,325; Henry | PLYMOUTH--'52 Cranbrook 4-dr., $1,900; 
J (4) 2-dr., $795. Concord 2-dr., $1,650. '51 Belvedere, $1,- 
LINCOLN —’52 Capri 4-dr., $3,600* 765; Cranbrook club coupe, $1,360; Cam- 
MERCURY—’51 4-dr., $1,750; club coupe, bridge club coupe, $1,500. ‘50 SD club 
$1,730. '48 4-dr., $825. °46 4-dr., $525. coupe, $1,265; Deluxe club coupe, $1,025 
NASH—'50 Rambler, $1,050. 49 Deluxe 4-dr., $895. ‘48 SD 4-dr., 
OLDSMOBILE—’50 (88) 4-dr., $1,425. '49| $775, $700. ‘47 SD 4-dr., $750, $660; 
(88) 4-dr., $1,360. ’'48 (76) sedanet, Deluxe 4-dr., $600. '41 4-dr., $315, $160. 
$855; (78) club coupe, $910. PONTIAC—’52 Chieftain (8) conv., §2,- 
PLYMOUTH—'50 SD 4-dr., $1,150. '47 SD 750*; 4-dr., $2,425*. °49 Chieftain (8) 
2-dr., $640. 2-dr., $1,320*, $1,220. '48 Chieftain (8) 
PONTIAC—-’50 Chieftain (8) 4-dr., $1,575. conv., $1,020; Chieftain (6) conv., $1,040. 
"49 SL (8) sedanet, $1,300; 4-dr., $1,- "41 (6) 4-dr., $240. 
300. °47 Chieftain (6) 4-dr., $710. '46 | STUDEBAKER—'51 Commander (8) conv., 
Chieftain (8) club coupe, $660. $1,690*; 4-dr., $1,450*; Champion 2-dr., 
$1,175*. '50 Champion 2-dr., $1,050. ‘49 
7 . ] Land Cruiser, $815*. | 
EBENSBURG, PA. 
. \ 
(Ebensburg Auto Auction. Sale every MASON CITY, IA. 


Thursday. Prices are for sale of July 10.) 


(Shortage of cars forcing prices up— 
demand excellent. Sold 105 units out of 
119 offerings.) 

BUICK—’49 RM 4-dr., $995. °47 RM se- 
danet, $625; Special sedanet, $775. 
CADILLAC—’51 (62) 4-dr., $3,455*. 

(62) 2-dr., $1,730*. 
CHEVROLET—’52 Bel-Air, $2,385*, $2,- 
260; FL Deluxe 2-dr., $2,025*; SL De- 
luxe 4-dr., $1,970. °51 SL Deluxe 4-dr., 
$1,600*, $1,525*; club coupe, $1,450. °50 
SL Deluxe 4-dr., $1,360, $1,275, $1,310; 
SL Special club coupe, $1,205. °49 FL 
Deluxe 4-dr., $1,180, $1,100; SL Deluxe 
4-dr., $1,090; SL Special 4-dr., $1,060; 

%-ton pickup, $800. '48 FL aerosedan, 
$960. °47 FM 4-dr., $775. '41 4-dr., $250. 


48 


DeSOTO—’52 Custom club coupe, $2,080*. 
51 Deluxe 4-dr., $1,740*. ‘47 Deluxe 
2-dr., $750. 

DODGE—’52 Diplomat, $2,455*; %-ton 


pickup, $1,215. ’49 Coronet 4-dr., $1,190*. 
’48 Deluxe 4-dr., $650; Custom 2-dr., 
$825. '40 4-dr., $240, $230. 
FORD—’51 Victoria, $1,885*; Custom (8) 
$1,800*, $1,700*, $1,687*; 2-dr., 
"50 Crestliner, $1,200; Custom 
; Deluxe (8) 4-dr., $1,- 
175. ’49 Custom (8) 4-dr., $1,020, $1,000; 
2-dr., $910, $900. ’48 SD (8) club coupe, 
$835. °47 SD (8) conv., $740, $580; 4-dr., 


$535; SD (6) club coupe, $670. °46 SD 
(6) 2-dr., $505. °42 Deluxe (8) 4-dr., 
$170. °39 4-dr., $175, $130. 
FRAZER—’49 4-dr., $785*. 
HUDSON—’49 Commodore (8) 4-dr., $1,- 
025; Super (6) 4-dr., $935, $830. °47 
$150. 


Super (8) 4-dr., 
LINCOLN—'46 4-dr., $700*. 
MERCURY—’49 conv., $615; 4-dr., $1,090. 

"47 4-dr., $650. 

NASH—’51 Ambassador 4-dr., $1,545. '50 











He’s mad! He paid for more 
than “parts and labor” 


He’s mad because he’s hurt...in the pocketbook. He has just paid a 
repair bill without getting what he paid for... improved performance and 
increased horsepower. Instead of becoming a costly “‘come-back” he could 


have been a satisfied customer. 


The Clayton Chassis Dynamometer is showing hundreds of dealers 
and service shops the way to new, easy and increased service profits by 
insuring customer satisfaction. The dynamometer not only finds trouble 


more quickly, more accurately, to eliminate guesswork... 


but it allows final adjustments and inspection to be 


with the car operating “on the road.” With the Clayton 
Dynamometer in use there can be no service come-backs; 


no dissatisfied customers. 

Sell horsepower. ..improved horsepower, 
weighed and guaranteed...and parts and 
labor sales will take care of themselves. 
Mail the coupon and get the full story as 
it applies to your service operation. 


ed 


COUPON FOR 














made 





J ne i 
CLAYTON MFG. CO. 


BOX 550, EL MONTE, CALIF., 
Send us the complete story on 
modern automotive service for profit 





THE FULL STORY 








City. 


STATE 





-— 





ee oe ee ee ee ee oe ee ee oe oe ee ee ee oe oe oe ne oe oe oe oe oe oe ee ee ee ee ee oe ee oe ee ee ee ee oe oe oe 





(Lapiner’s Auction Co. Sale every Wed- 
nesday. Prices are for sale of July 9.) 
(Consignments dropping due to car 
shortage. Prices up on all late and new 
models. Sold 122 cars out of 146.) 
BUICK—’52 RM 4-dr., $3,155*; RM Riviera 
4-dr., $2,860*; Special 4-dr., $2,320. ‘50 
Super Riviera 2-dr., $2,095*; Super 4-dr., 
$1,675; RM 4-dr., $1,850*. °49 RM 4-dr., 


$1,145, $1,185*; Super 4-dr., $1,200. 
CADILLAC—'50 (62) 4-dr., '$2,965*. '49 
(62) 4-dr., $2,170*. 
CHEVROLET—'51 SL Deluxe 2-dr., 2 at 


$1,550, $1,465; FL Deluxe 2-dr., $1,385*. 
"50 SL Special 2-dr., $1,180; SL Deluxe 
conv., $1,485; Bel-Air 2-dr., $1,480, $1,- 
505. °49 SL Deluxe 2-dr., $1,040, $1,030, 
$955, $950. '48 FL aerosedan, $870, $880, 
$890. '47 SM club coupe, $725. 
CHRYSLER—’52 NY 4-dr., $3,025*. °51 NY 


4-dr., $2,305*. °49 NY conv., $915. '46 
Windsor 4-dr., $645*. 
DeSOTO—’51 Custom 4-dr., $1,795*. 
DODGE—’51 Diplomat 2-dr., $1,830*. ’50 


Coronet 4-dr., $1,325*. '47 Custom club 
coupe, $755. '46 Deluxe 4-dr., $580. 
FORD—’52 Custom (8) 2-dr., $2,¢ 
Deluxe (8) 2-dr., $1,435, $1,370; 
(8) conv., $1,815*; 4-dr., $1,555, ° 
"50 Custom (8) 4-dr., $1,275*, $1,335*; 
conv., $1,305, $1,355*. "49 Custom (8) 
club coupe, $1,010, $975, $1,050*, $1,000*. 
FRAZER—’'49 4-dr., $765*. 





HUDSON—’48 Pacemaker 2-dr., $595, $740. 
'47 Super (6) 4-dr., $230. 

KAISER—’49 Traveler 4-dr., $610, $665, 
$675. °48 4-dr., $390. 

MERCURY—’52 Monterey 2-dr., $2,970*. 
'49 4-dr., $1,215*. '46 2-dr., $680. 


NASH-—-’51 Rambler stationwagon, $1,340*. 

OLDSMOBILE—’52 (98) 4-dr., $3,305*. '51 
(98) Holiday, $2,320*. ‘50 (98) 4-dr., 
$1,780*; (88) Holiday, $1,805*. 

PACKARD—’47 Clipper (6) 2-dr., $415. 

PLYMOUTH—’51 Cambridge 4-dr., $1,270, 
$1,360. ’50 Deluxe club coupe, $1,185; SD 
conv., $1,405. ’°49 SD 4-dr., $1,050. '47 
SD 4-dr., $760. 

PONTIAC—'52 Chieftain (8) 4-dr., $2,475, 
$2,580*; Catalina, $2,710*. 51 Chieftain 
(8) 4-dr., $2,155*. '48 Chieftain (8) 4- 
dr., $885. ’°47 SL (6) 2-dr., $665. 

STUDEBAKER—’52 Commander 4-dr., $2,- 
005*. ’50 Commander 4-dr., $1,200. 

WILLYS—’'50 Jeepster, $810*. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
Friday. Prices are for sale of July 11.) 


BUICK—’51 Super Riviera 4-dr., $2,160*. 
49 RM 4-dr., $1,290*. °48 RM 4-dr., 
$900*; conv., $1,085*. °47 RM 4-dr., 
$825. °41 Special 4-dr., $155 


CADILLAC—’48 (61) 4-dr., $1,800*. 

CHEVROLET—’51 sedan delivery, $1,025. 
’50 SL Deluxe sedan, $1,360, $1,315, $1,- 
370*; conv., $1,540*. "49 SL Deluxe 
sedan, $1,090, $1,080. °48 FL aerosedan, 
$860. °41 SD club coupe, $165. 

CHRYSLER—’52 NY conv., $3,600*. ’'49 
Windsor conv., $1,400*. °47 NY Town & 
Country, $700*. 

DeSOTO—’49 Carryall, $1,225*. 

DODGE—’48 Custom 4-dr., $960. 

FORD—’51 Deluxe (8) 2-dr., $1,440. ‘50 
Custom (8) 2-dr., $1,200. °49 Custom 
(8) stationwagon, $960*; Custom (6) 
sedan, $940. ‘46 SD (6) club coupe, $520. 


"42 2-dr., $160. 

FRAZER—'47 4-dr., $410*. 

KAISER—’'48 4-dr., $600. 

MERCURY — '51 club coupe, $1,800. ‘50 | 
club coupe, $1,400. ’48 stationwagon, 
$710. °47 stationwagon, $620. °42 sedan, 
$180. 

NASH—’49 (600) 2-dr., $875*. 

OLDSMOBILE—’50 (98) 4-dr., $1,850*; 


club coupe, $1,700*. '47 (98) 4-dr., $730. 
PACKARD—’51 (200) 2-dr., $1,850*. 
PLYMOUTH—’51 Cambridge 4-dr., $1,390. 
’50 Deluxe 4-dr. (taxi), $1,050; SD 4-dr., 
$1,290. '49 SD 4-dr., $1,200. 
PONTIAC—’51 Chieftain (8) 2-dr., §$2,- 
050*. ’°49 Chieftain (8) 2-dr., $1,310*. 
STUDEBAKER—’50 Champion 2-dr., $1,- 
110; conv., $1,350*. ’48 Champion 2-dr., 
. '47 Champion club coupe, $650. 
WILLYS—’51 Jeepster, $935*. '49 Jeepster, 
$630*; Jeep, $445. 
MISCELLANEOUS—’50 Hillman Minx 4- 


dr., $645. 
DENVER 


(Denver Auto Auction. Sale every Tues- 

day. Prices are for sale of July 8.) 

(Prices are still a little higher on ’52s 
and clean units. Sold 223 cars out of 315 
offerings.) 

BUICK — '52 RM sedan, $3,305*; Super 
sedan, $2,575*, $2,645*. °51 Super sedan, 
$2,245°, , $2,270°. ’50 Super 
sedan, $1,365, $1,375, $1,400, $1,450*, 
$1,555*, $1,605*. °49 RM sedan, $1,010*, 
$1,025, $1,100, $1,120*, $1,300*. °48 Super 
sedan, $875, $905. °47 Super sedan, $600, 
$670, $785, $825. 


CADILLAC—’51 (62) sedan, $3,505", $3,- 
570*. ’50 (60) sedan, $3,220*; (62) 
sedan, $2,775*, $2,820*. ‘49 (62) sedan, 
$2,295*, $2,340*. 

CHEVROLET—’52 SL Deluxe sedan, §1,- 
970*, $2,035*, $2,070*; %-ton pickup, 


$1,580, $1,590; %-ton pickup, $1,435, $1,- 
460, $1,485, $1,490. '51 Bel-Air, $1,830*; 
FL Deluxe sedan, $1,530*, $1,580; %-ton 
pickup, $1,055, $1,110, $1,125, $1,365, 
$1,370. ‘50 Bel-Air, $1,435, $1,640; FL 
Deluxe sedan, $1,265, $1,310, $1,325, $1,- 
350; FL Special sedan, $995, $1,030, $1,- 
110, $1,210*; %-ton pickup, $830, $845, 
$870. °49 FL Deluxe sedan, $765, $845, 
$935, $1,110. °48 FL aerosedan, $765, 


| $845, $875. °47 SM sedan, $625, $700 





| $710. 

CHRYSLER-—-’52 NY sedan, $3,115*. ‘51 
NY sedan, $2,210*%, $2,245*. °'50 NY se 
dan, $1,560*, $1,670*, $1,700*, $1,720* 
49 Windsor sedan, $1,290*, $1,305* 41s 
Windsor sedan, $1,000*, $1,055* 

DeSOTO—’'52 Custom sedan, $2,350*%. ‘51 
Custom sedan, $1,800*. ‘50 Carryall 
$1,420*. ‘49 Carryall, $1,200*. ‘47 Sub- 
urban, $735*, $910*. 

DODGE ‘50 Coronet Diplomat, $1,765* 
sedan, $1,430*. °49 Wayfarer sedan, $1,- 
Oso*. °48 2-ton truck, $565 46 2-ton 

| truck, $425. 

FORD-—'52 Victoria, $2,595*; Custom (8) 

° 

Correction 


Automotive News regrets the 
error in listing the date of Carl 
| Marker’s auction last week. The 
Fort Wayne (Ind.) auction is 
conducted every Tuesday, not on 
Wednesday, as listed. Fort Wayne 
prices given last week were for 
the auction of July 1, not July 2. 





$2,275*, $2,315°. 
720, $1,775*, $1,790*; 
$1,375, $1,500, $1,580, 
tom (8) sedan, $1,155*, $1,170*, $1,220, 
$1,280*, $1,340*. ‘49 Deluxe (8) sedan, 
$705, $855, $905, $955. ’°48 SD (8) sedan, 
$570, $610, $635. '47 SD (8) sedan, $710, 
$730, $755. °46 SD (8) sedan, $610. 
HUDSON—’49 Commodore (6) sedan, $945, 
$955. °48 Commodore (8) sedan, $710. 
KAISER—’51 Henry J (6) sedan, $900. 
LINCOLN—’50 sedan, $1,460* 


’51 conv., $1,- 
Custom (8) sedan, 
$1,700. ‘50 Cus- 


sedan, 


MERCURY 52 sedan, $2,630, $2,690*, 
$2,705". °51 sedan, $1,945", $1,950*. 
$1,975*. °50 sedan, $1,380*, $1,410*, $1,- 


490*. 

NASH—’51 Rambler stationwagon, $1,360*; 

$1,295*. '50 Statesman sedan, 
$1,135*. °46 (600) sedan, $320. 

OLDSMOBILE—’52 Super (88) sedan, $3,- 

"51 (98) sedan, $1,840*, $2,195°*, 
$2,300*. °'50 (98) sedan, $1,- 

, , $1,650*, $1,725*, $1,800°*. 
"49 (88) sedan, $1,200*, $1,350*, $1,400*, 
$1,415*. 

PACKARD—’51 (200) sedan, $1,845*. ‘50 
sedan, $1,055*. °49 sedan, $985*, $1,000*. 

PLYMOUTH—’52 Belvedere, $2,350; Subur- 
ban, $2,305. °51 Suburban, $1,700, $1,- 
710, $1,755. °50 Suburban, $1,475. ‘49 
SD sedan, $985, $1,010, $1,045. °48 SD 
sedan, $590, $600, $670. 

PONTIAC—’52 Catalina, $2,785*, $2,880*. 
$2,905; stationwagon, $2,875*; Chieftain 
(8) sedan, $2,515*, $2,570*, $2,645*, $2,- 
710*. °51 Chieftain (6) sedan, $1,685*, 
$1,885*. °50 Catalina, $1,475*, $1,600*, 
$1,750*. °'49 Chieftain (8) sedan, $1,115, 
$1,200, $1,230. 

WILLYS—’52 Wing sedan, $1,660*; Jeep, 
$1,165, $1,415. °51 stationwagon, $1,300. 


’50 Jeepster, $880. °49 stationwagon, 
$905. °48 Jeep, $480, $560. °47 Jeep, 
$385. 





Miamian Traces 
U.C. Business 
Back to 1913 


MIAMI, Fla.—Latest candidate 
for the title “oldest used-car deal- 
er” in the U. S. is Lou Weiss, op- 
erator of Knickerbocker Motors 
along Miami’s 36th St. automobile 
row. 

Weiss started in business in New 
York back in 1913, two years 
earlier than A. S. Campbell, of At- 
lanta, who was cited by an AvuTo- 
MoTIVE News reader as the oldest 
used-car dealer. 

In New York, Weiss operated 
one showroom for more than 30 
years, at 1700 Broadway. A few 
years ago, he came to Miami and 
now has one of the largest lots in 
the city. Both in New York and 
Miami, Weiss has used the slogan, 
“We Will Be Here Tomorrow to 
Back Up the Car We Sold You 
| Today.” 

“I’ve sold cars to some distin- 
| guished people in my time,” Weiss 
said. “Among them were Tex Rick- 
ard, John Ringling, Texas Guinan, 
Al Jolson, Florence Vidor, Bojan- 
gles Bill Robinson and a host of 
others.” 

How much longer will he stay in 
the used-car business? “Until I 
pass out,” Weiss declared. He said 
he had passed up offers of new- 
car dealerships because he wanted 
to be “boss of my own house.” 


Army Modifies 


Truck Generator 


WASHINGTON.—The Army de- 
partment said it will be able to 
save an estimated $32,000,000 on 
tactical vehicles to be procured 
under present contracts through 
recent modifications it adopted, 
which include _ substituting the 
sealed type generator with an open 
type unit. Use of the new generator, 
the Army says, was made possible 
by eliminating certain water proof- 
ing. Besides being less costly, the 
unit is said to be more efficient 
and adaptable to all trucks from 
one-quarter ton to the 10-ton size. 

Another principal modification, 
according to the Army, provides 
shallow fording capabilities of 30 
inches in place of the former deep 
water fording feature on the ve- 
| hicles. 
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Vehicle Financing | 


In Canada Shows | 


Substantial Gain | 


YITTAWA.—AIl provinces and re- | 
gions report substantial increases | 
in new and used vehicle financing 
for May, reports the Canadian gov- 
ernment. The gains range from 30 
percent to 115 percent for new 
vehicles and from 37 percent to 112 
percent for used unit loans. 

The government reports that 
20,935 new vehicles were financed in 
May for an increase of 85 percent 
over the same month last year. 

New-car financing accounted for 
the major share of the rise, with a 





total of 15,367 units for an increase 
of 122 percent. 

Commercial vehicles rose 26 rer- 
cent over last year with a total of | 
5,568. 


Crosley 

(Continued from Page 1) 
stock had been purchased from the 
Crosley family, enough to give 
General controlling interest. Powel 
Crosley jr. announced his resigna- 
tion as president and treasurer of 
the auto concern, but his brother, 
Lewis Crosley, was elected treas- 
urer. 

Organized in 1945, Crosley Mo- 
tors has listed assets of $5,728,208. 
General Tire purchased the Yankee 
radio network in New England sev- 
eral years ago. 








Double ‘Great Umbrella 


Installation in Charleston, S. C. 





TWO MCFARLAND GREAT UMBRELLAS—have paid for 
themselves in just four months, says Ray Waits of Ray 
Waits Motors, Inc., Pontiac Dealer in Charleston, S. C. In 
commenting on the two 21’ spread MCFARLAND GREAT 
UMBRELLAS installed on his large used car lot, Mr. Waits 
says: “We have lots of favorable comment on them. They 
attract lots of attention and the results we have had on our 
used car lot has offset the cost of them to date. The MC- 
FARLAND GREAT UMBRELLA will help your used car 
sales too. In addition to attracting attention and creating 
comment, they afford shade and comfort for your customers, 
salesmen, and cars. Call, wire, 
mation on the MCFARLAND GREAT UMBRELLA (21 foot 
spread) to the McFarland “Great” Umbrella Co., Div. of 


McFarland Awning Corp., 742 


or write today for full infor- 


S.W. 8th Street, Miami, Fla. 








ATTENTION! 


Automotive Factory 


Field 


Excellent opportunity for man with thorough 
knowledge of automotive parts and service 
business (retail and wholesale). 


Advertising-sales promotion experience desir- 


able but not absolutely 


good salary and ideal working conditions. Give 
complete experience history, business and per- 
sonal references and enclose photograph. 


Interviews will be conducted in Detroit. 


Box AN-270 
c/o Automotive News, Detroit 26, Mich. 





essential. Good future, 





Optional on Cadillac, Oldsmobile . . . | 





Air Conditioner Set 
For 2 GM Lines in ‘53 


(Continued from Page 2) 


humidity areas. Price of the new 
unit was not disclosed. 

Tests have shown, Wilson re- 
ported, that the heat inside a car 
that has been standing in the sun 
can be reduced within a distance 
of six city blocks, and that within 
a mile and a half, temperatures 
can be reduced appreciably. 

“This development is another 
advancement consistent with GM’s 
progressive engineering program 
and engineering leadership,” Wil- 
son declared. 

Packard first introduced air 
conditioning for cars, offering it 
as optional equipment during 

1938 and 1939. It was discon- 
tinued because the cost was pro- 
hibitive at that time, a Packard 
spokesman reported. 

The principle unit of the air con- 
ditioner, which is to be produced 
by Frigidaire division at Dayton, 
O., will be located upon the shelf 
in the rear of the trunk compart- 
ment, “without appreciably reduc- 
ing the luggage space in the car,” 
the company said. 

A single control will be placed on 
the dash, and temperatures can be 
maintained at a desired level by 
setting a thermostat. 

The air conditioning device will 





Obituaries 





R. C. Brower, Executive 
Of Timken Bearing 


MELVIN VILLAGE, N. H.—R. C. 
Brower, 60, secretary-treasurer and 
director of Timken Roller Bearing, 
died at his summer home here July 
13. Mr. Brower first entered the 
bearing business in 1916 as sales 
manager for Bearing Service Co. 

He came with Timken Jan. 1, 
1923, as assistant general manager 
of the Service Sales division. On 
Apr. 4, 1930, he became secretary- 
treasurer and on Jan. 11, 1936, Mr. 
Brower was elected to the board. 

ad * 


* 
Bernard L. Mullins Jr. 

HARTFORD, Conn.—Bernard L. Mullins 
ir., 29, office manager and assistant to 
the president of Intertown Motors, Inc. 
(DeSoto-Plymouth), died here July 11 after 
a five-month illness. An Army veteran of 
World War II in the Pacific and later with 
the armed forces radio service in Japan, 
he was a radio announcer at two Con- 
necticut stations before joining Intertown. 

* * * 


Harry H. Quigley | 
MORRIS, Ill.—Harry H. Quigley, 70, who 
held sales executive posts with the Reo, 
Chrysler and Cadillac organizations in Chi- 
cago until his retirement, died here July 
12. Funeral services were held July 14. 
* * * 


David J. Willoughby 

EAST AURORA, N. Y.—David J. Wil- 
loughby, onetime general sales manager of 
Pierce-Arrow, died here last week. He 
joined Studebaker in 1912 and became 
branch manager in South Bend and Boston 
before going to Pierce-Arrow in 1929. 

* * 





Russell L. Lowry 


ASHLAND, Va. — Russell L. Lowry, | 
owner of the Ashland Motor Co., died here | 
July 11. 

* * * 
Terry H. Milby 

SOUTH BEND.—Terry H. Milby, 49, as- 
sistant to P. O. Peterson, executive vice- 
president of Studebaker, died here. He 
joined Studebaker in 1928. In 1930 he was 
named chief accountant and retained that 
position until 1941, when he became assist- 
ant comptroller in charge of the South 
Bend Aviation division of Studebaker. On 
Dec. 1, 1945, he was named assistant 
comptroller of the corporation and on July 
1, 1947, assistant to Peterson. 

* * * 


Charles C, Merz 

NEW AUGUSTA, Ind.—Charles C. Merz, | 

founder and president of Merz Engineering | 

Co. and chief steward at the Indianapolis | 

motor speedway from 1935 to 1940, died | 
here July 8. 





* * * 


Manuel L. Hewitt 
NEWTON, N. C.—Manuel Love Hewitt, 
49, formerly co-owner of the old Hewitt 
Motor Co. here, died recently of a heart 
attack. 


* * * 


Everett C. Henry Jr. | 
FALMOUTH, Ky.—Everett C. Henry jr., | 

a partner in Henry Auto Sales Co. here, | 
is dead. He had been ill for some time. | 
* * * } 


Burke Hood 
COLUMBIA, 8S. C.—Burke Hood, 55, for- | 
mer automobile dealer here, died July 7 
after a sudden illness. Mr. Hood retired 
in 1949 as operator of Hood Motor Co. 
(Cadillac - Oldsmobile). Before coming to 
Columbia in 1933, he was with General 
Motors. 
* * * 
Robert M. Graham 
AKRON.—Robert M. Graham, 61, direc- 
tor of purchasing for General Tire & Rub- 
ber Co., died July 9. He began his career 
with General in 1928 as a development 
engineer. 





be particularly desirable not only 
in hot weather but also in dusty 
areas or under windy conditions 
because the car can be driven in 
any temperature with the win- 
dows closed, it was stated. While 
the car will thus be automatically 
cooled, wind noise and drafts in 
the car are substantially reduced, 
according to GM. 

Engineering test drivers of cars 
equipped with the new cooling sys- 
tem reported that they have driven 
in temperatures of 110 degrees in 
comfort, GM said. The test drivers 
actually found themselves vying 
with one another for the privilege 
of driving the air-cooled cars and 
forecast a great demand for the 
new system, the company said. 

The basic principle of the new 
system is the same as the cooling 
systems in offices and on railroad 








= Glory 


“Oops!” 





trains. A rotary compressor is 
mounted on the engine. A com- 
pletely sealed refrigeration unit, 
using non-toxic Freon, is mounted 
on the shelf in the trunk. There is 
no appreciable difference in the ex- 
terior or interior appearance of the 
car equipped with the cooling sys- 
tem. 





Have YOU tried EASY 


G 


LITTER 


...the miracle 














Case 
of 24 cans 


$26.40 


Retails at 


$2.00 per 


HERE'S WHY: Easy Glitter contains an exclusive 
chemical agent that penetrates and hardens the car 
finish to a brilliant lasting luster. Easy Glitter cleans 
by friction instead of abrasion. Easy Glitter cleans, 


waxes, polishes and protects in 
one jiffy operation. It’s extra 


easy -- extra quick! 
cd 


If there is no EASY GLITTER 


representative in your city, 


orders will be promptly filled 


direct from the factory. 
» 






Plenty of colorful 
display material and 
envelope inserts to 
stimulate your prof- 
itable retail sales! 


EASY GLITTE 




















R WAX CO. 


West Palm Beach, Florida 
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Fruehauf's First and Latest— 
Contrasting the old and the new, shown here are C. L. Schneider (right), sales 


vice-president of Fruehauf Trailer, and F. 


with the first Fruehauf trailer ever made 





» 


M. Reid (left), engineering vice-president, 
and the smooth-panel aluminum Road Star 


model which has just been announced. Among the new developments incorporated 
in the Road Star are monocoque construction and the employment of extruded alum- 


inum shapes of scientific section which give outstanding strength and rigidity at a} 


minimum of weight, the firm states. 





Ford Denied Output Boost; | 
May Appeal to Courts 


(Continued from Page 1) 


taken, including the institution of 
court proceedings.” There was no 
comment from other makers. 


+ * * 

EEKING to replace Chrysler as 

the industry’s second-largest 
builder of cars, Ford had chal- 
lenged the fairness of government 
material allocations to individual 
producers. 

Ford in its appeal had request- 
ed that its share of controlled 
materials, based on its percent- 
age-of-industry share of total au- 
thorized unit production, be in- 
creased as follows: 

From 21 percent to 23.42 percent 
for cars; from 21.03 to 26.67 for 
light trucks; from 26.87 to 33.22 for 
medium trucks, and from 13 to 15.68 
percent for heavy trucks. 

* * * 


_ the appeals board’s hear- 
ing in the Ford case was di- 
vided into two sections—one on 
passenger cars and the other on 
trucks, the decision encompassed 
both cars and trucks since, it was 


said, Ford’s arguments were large- | 


ly applicable to both. 

The board ruled in part: 

“We believe that a fair inter- 
pretation of Mr. 
(Courtney Johnson, until June 4 
director of NPA’s Motor Vehicle 
division) testimony is that in his 
judgment the period 1947-1949 
was the most representative for 
the industry which was practica- 
bly available and of sufficient 
length to give effect to genuine 
competitive trends and to correct 
temporary deviations from such 
trends. We agree with this con- 
clusion and are of the opinion 
that the decision based upon it 
satisfies the true intent of the De- 
fense Production Act.” 

Further, the board added: “It 
would appear from the standpoint 
of relative industry position, Ford 
has not fared badly as a result of 
the basis chosen for controls.” 

* * * 


HE board said it could not find 

where Ford has sustained any 
hardship which is not also suffered 
generally by others in the auto in- 
dustry. 

Ford asked NPA to hike per- 
centage-of-industry positions for 
itself, General Motors, Chrysler 
and Studebaker. However, Chrys- 
ler’s revised percentage of 22.98 
percent, as proposed by Ford, 
would have been topped by a new 
23.42 rating for Ford. 


NPA’s appeals board rejected 





Sundberg-Ferar to Aid 


Reo on Truck Design 
DETROIT. — Sundberg-Ferar, 
industrial designers, has an- 
nounced that the firm has been 
retained as design consultants 
by Reo Motors, Inc., Lansing, 
Mich. The firm will collaborate 
in the design and styling of mo- 
tor trucks and other products 
manufactured by the company. 





Johnson’s | 


Ford’s claim that it suffered a loss 
in competitive position in relation 
to GM and Chrysler because NPA 
embraced the years 1947-1949 as a 
base period for allocating mate- 
rials. Ford insisted that the year 
ended June 30, 1950, would be bet- 
ter. 

“The facts suggest,” said the 
board, “that Ford’s claim of hard- 
ship is largely anticipatory. It 
wishes to expand and undoubtedly 
has the capability of expanding. It 
may be hurt by the allocation of 
materials on a strictly historical 
basis, but so are others in the in- 
dustry.” 


+ * * 

pean with Ford’s argument 

that smaller makers failed to 
build all the units assigned them 
during the period July 1, 1951— 
March 31, 1952, thereby depriving 
the public of 130,000 cars, the board 
said: 

“One should keep in mind that 
Ford likewise underbuilt its quota 
in the first quarter of 1952.” 

Ford sought increased produc- 
tion beginning with the second 
quarter of 1952. It filed an ap- 





| 
made (by the opposition) to dis- | 
credit our position than to disprove | 
it,’ the Appeals board said: 
“While this board has been un- 
able to agree with Ford’s posi- 
tion, we find nothing in the case 
which impugns its motive in 
prosecuting this appeal. Our ex- 
perience in the field of govern- 
ment controls suggests that, while 
the government may properly ex- 
pect reasonable cooperation from 
citizens, including the industrial 
segment, supine and unequestion- 
ing acceptance of severe restric- 
tive measures is no more to be 
expected than it is to be desired. 
“Since Ford felt itself aggrieved 
by the action of the Motor Vehicle 
division, it had a right to seek 
relief at the hands of the board, | 
which was established for the very | 
purpose of hearing such cases. | 
Similarly, the intervenors had the | 
unquestionable right to oppose or 
support Ford’s position, as their| 
individual interests might dictate.” | 





Pontiac 


(Continued from Page 1) 


May Be Altered for Fourth Quarter... 





NPA Reviews Quotas 


With Auto Officials 


(Continued from Page 1) 


duction schedules and related allot- 
ments of controlled materials to be | 
issued for the fourth quarter, Cass | 
said. } 
* * * | 
E EXPLAINED that the year | 
period ending June 30, 1952, | 
was selected because it appears of | 
sufficient length to provide a fair | 
basis for consideration of current | 
competitive position, and because 
it covers the most recent period for 
which production and sales figures 
will be available. 

A portion of the controlled mate- | 
rials authorized for the fourth | 
quarter will be withheld, Cass said, | 
and when determinations of ad-| 


| justments are made, will be distrib- | 


Ford’s threat to institute court pro- 
ceedings. 

Another difficulty in deciding 
current competitive position will 
be the matter of carry-over privi- 
leges. Some companies which, in 
good faith, applied for and re- 
ceived an authorized production 
schedule, found that for reasons 
beyond their control they could 
not fulfill such schedules. 

NPA regulations permit indefi- 
nite carryovers into subsequent 
quarters, but this policy has been 
strongly criticized by some major 
producers who maintain that a 
company’s inability to build its quo- 
ta deprives materials from those 


ing and production posts for Remy | Uted in such manner as to give ef-| who could produce and sell more. 


}and Delco-Remy, serving as a fac- | 
tory manager from 1947 to 1951.) 
He is a native of Columbus, O., and 
an electrical engineering graduate | 
of Ohio State university. 

Both Mr. Lenz, and Mrs. Lenz, 
53, lost their lives as a result | 
of the accident, which took place | 
near Lapeer, Mich., while the 
couple was enroute for a Sunday 
afternoon visit with an 11l-year- 
old daughter in a Girl Scout 
camp. Their 1952 Pontiac was | 
completely demolished when _ it 
crashed into the side of speeding 
train. . 

General Motors President C. E.| 
Wilson led a score of top company 
officials to Grand Blanc, Mich.,| 
Wednesday for the funeral services. 
Survivors included two other daugh- 
ters. 


* - ca 

NATIVE of Centerview, Mo., 
and an engineering graduate | 
of the University of Missouri, De-| 
laney entered the auto industry | 
with Paige-Detroit in 1920. He re-| 
mained on when this company | 
became Graham-Paige, moving to) 
Pontiac in 1934 as an electrical | 
engineer. 


4 


* * 


7 

CCORDING to witnesses and the | 

sheriff of Lapeer county, Mr. | 
Lenz apparently was_ unfamiliar | 
with the road and did not see the 
fast-moving Michigan Central train | 
until his car almost was at the) 
crossing. Skid marks 100 feet in| 
length were found. Mr. Lenz was} 
killed instantly; his body was car- | 
ried 60 feet up the track. 





peal after being turned down 
originally by NPA’s Motor Ve- 
hicle division. 

The government agency’s appeals 
|board subsequently held public 
| hearings on the Ford case between 

May 6 and June 21, this year, dur- 
|ing which time almost 3,000,000 
| words of testimony were taken. 
| * * * 


| 
|N dustry, with the exception of 
GM, intervened against Ford. 

The appeals board noted that, 
if any production adjustment was 
made to the profit of Ford, it 
would have to be made at the 
expense of all makers in the in- 
dustry. 

“There is only one pie to cut,” 
the board said. 

The board said it found ample 
evidence that competitive factors 
were at work during the years 1947- 
1949, even though automobiles were 
in such demand as to create a sell- 
er’s market. 

x 


* 
“Pork example,” it was said, “a 
number of manufacturers, in- 
cluding Ford, found it expedient to 
bring out new models during this 
period.” 

The board appeared to concur 
with the contention of one of the 
witnesses at the appeals hearings 
that competing to produce in a 
seller’s market is just as vigorous 
as competing in a buyer’s mar- 
ket. 

Recalling the testimony of three | 
economists in behalf of Ford, the} 
board said: 

“We find it hard to avoid the 
opinion that their testimony on this 

point suggests the possible confu- 
sion of the normal with the ideal 
in the automobile industry.” 


* 


“ 


~ * * 
N COMMENTING on Ford’s 





summation that during the hear- 
ing a “greater attempt had been 





|in a hospital. 


EARLY every maker in the in-| 


j}at Cleveland 4 
| named executive assistant to Harry| #e 
| J. Klingler, then Pontiac general| § 


| 1919, for a position with a Detroit 
|company, but before long he had 


Mrs. Lenz died two hours later | 


The Lenz residence is at 9057 S. 
Saginaw Rd. in Grand Blanc, a 
village on US 10 between Flint and 
Pontiac. 

Mr. Lenz was named Pontiac 
general manager in December, 

1950, and a GM vice-president a 
month later. He was to have re- | 
tired later this year. 

Among Mr. Lenz’ more recent 
services for GM was the super- 
vision of the now - pigeonholed 
Chevrolet light-car project. He was 
general manager of this program 
in 1946-47 and was 


\tribution to take care 
| fourth-quarter adjustments in per- | 


fect to the adjustments. 
Fourth-quarter allotments of 
copper and aluminum will sup- | 
port the production of 1,050,000 
passenger cars—the same level as 
in the third quarter. However, | 
since no steel is being allocated | 
in view of the strike, NPA offi- 
cials could not venture a guess | 
as to how many cars would ac- | 
tually be produced. 
NPA is_ reserving materials— | 
equivalent to 60,000 cars—for redis- | 
of any 


centages. 
The fourth-quarter level of truck 
production is 285,000 units for do- | 
mestic retail and export through | 
normal channels, plus 15,000 for all 
claimant agencies. 
* a” * 

PA SAID no additional CMP | 
tickets for steel are being au- 
thorized over and above the ad-| 


| vance allotments, which were 80 


percent of those issued for the 
third quarter. 

Ten thousand of the 285,000 
trucks are being held back for re- 
distribution when the percentages | 
of truck makers are adjusted, NPA | 
officials announced. 

Fourth-quarter truck produc- 
tion will be distributed as fol- 
lows: 173,850 lights, 76,950 me- 
diums and 34,200 heavies. 

Ford people have objected to the 
use of factory sales as the sole 
measuring stick to evaluate cur- 
rent competitive position. They in- 
sist consideration should be given 
also to dealers’ stocks, registra- 
tions and used-car prices. 

x ~« a 

NOTHER industry spokesman 
+4 argued that no true picture of 
competitive position can be drawn 
without studying such important 
factors as. strikes and model 


| changes. 


The factor of current competitive 
position was emphasized in the re- 
cent Ford appeal, denied last week 
by NPA. Motor Vehicle division 
officials declined to comment on 
the appeals board’s decision or on 


* * * 


ig ig OFFICIALS have been 
4% studying the advisability of 
limiting this carryover privilege to 
two quarters, effective with the 
first quarter of 1953. 

However, the steel strike has 
frustrated a decision on this mat- 
ter. The carryover question is still 


| “under consideration,” Cass said. 


There is some belief in NPA 
that the limitation on carryovers 
might mean a hardship for some 
companies. 

Some NPA officials believe that 
auto companies, when the strike is 
settled and mills return to capacity 
production, will quickly get an 


|equitable share of newly produced 
| steel. 
|lieve that the auto industry will 


These same executives be- 


recover quickly once the work stop- 
page ends in the mills. 





Pa. Dealers to Hear 
Teen-Age Drivers 


HARRISBURG, Pa. — (UTPS) 
—Highlight of the summer meet- 
ing of the safety committee of 
the Pennsylvania Automotive 
Assn., to be held July 25 at the 
Hotel Hershey in Hershey, will 
be a teen-age panel on driver 
training, it has been announced 
by Claude S. Klugh, general 
manager of the group. George 
C. Lowe, director of traffic edu- 
cation for Atlantic Refining, will 
serve as moderator for the panel 
on which two boys and two girls 
represent a cross-section of the 
state. 

Approximately 75 members of 
the committee are expected to 
attend the one-day session at 
which speakers will include Otto 
Messner, state secretary of reve- 
nue, and Elmer Transeau, 
director of the bureau of high- 
way safety. C. A. Snyder (Pon- 
tiac), of Butler, is chairman of 
the committee. 








manager, in October, 1947, after the! i 


Chevrolet project was discontinued. | 
He spent a total of 34 years with | 
GM divisions and affiliates. 

Born in Hauingen, Germany, on 
May 10, 1888, Mr. Lenz came to 
this country in 1906. He entered 
foundry work in 1908 and, after 
a succession of jobs with various | 
Ohio foundries, joined Buick in 
Flint as a foundry instructor in 
May, 1916. By the end of the 
year, he had won promotions to 
general foreman and assistant 
superintendent. 


Mr. Lenz left GM in January, 


moved to a foundry in Saginaw, 
Mich. He soon was managing this 
foundry and remained in that post 
when it was taken over by Chev- 
rolet in 1927. 
* * * 

N 1932 he was sent to Flint and 

given charge of Flint, Saginaw 
and Bay City operations for Chev- 
rolet. Nine years later he was trans- 
ferred to the Detroit central office 
of Chevrolet and his responsibilities 
were expanded to include also the 
Detroit, Toledo and Muncie (Ind.) 
plants. 








Roadeo Laurels Won by Fords— 


R. Y. Sharpe (left), president of Pilot Freight Carriers, Inc., Winston-Salem, N. C., 
congratulates Perry Reid, driver who won the North Carolina state championship for 
the straight truck class with a Ford F-5 truck. Malvern H. Morgan won the tamdem 
truck-trailer class with a Ford F-8 truck. This gave Ford triumphs in two out of the 
three final classes, 
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Wichita Dealers Close in two local newspapers the as- 

. sociation ran a picture of a hus- 
All Depts. Sundays band, wife and two small chil- 
WICHITA.—The Wichita Au- dren en route to church with 


the caption, “Go to church every 


nounced that effective immedi- Sunday Se help build a better 
community.” Listed in the ad 


ately, all Gepartments will re- were the names of 18 new-car 
main closed on Sundays. dealers, all members of the asso- 
In a full- page advertisement ciation. 


tomobile Dealers Assn. has an- 


rae 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


ESTABLISHED 1866 


FOUNDRY DIVISION 


AIN OFFICE AND MANUFACTURING PLANT 


CHATTANOOGA 2, TENNESSEE 











Makes a Pate for Wear out of ANY Car Motor 


@ One UNIVERSAL Model Fits Ali Cars and Trucks. 

@ Only UNIVERSAL Is Quickly Adjusted to Fit All Climate Conditions. 

@ UNIVERSAL Is Easy To Install. 

@ UNIVERSAL Means Trouble-Free Operation. 

@ Only UNIVERSAL Is Engineered for Use with Any Good Top Oil. 

@ UNIVERSAL Boosts Repeat Top Oil Sales, Making Steady, Loyal Customers. 


Not an Accessory, But a Necessity 


$ No drive is too hard, no service too severe for the UNIVERSAL 
only 8 ] 5 Top Oiler. Assures constant, uniform top cylinder lubrication 
by metering vaporized top oil through the intake manifold. 
LIST PRICE Eliminates sticking valves, stops costly cylinder wear, reduces 
oil and gas consumption, prolongs spark plug life. Comes 
packed six per box, with an attractive counter display card 
included. 
Available now is Universal Top Oil, a scientific upper-cylinder lubricant 
produced after 5 years of intensive research. 
Demand for UNIVERSAL is growing. One Satisfied UNIVERSAL customer 
will bring you dozens more sales. Sell the one top oiler that means trouble-free 
performance for your customers, and profits for you! 





SEE YOUR JOBBER TODAY or mail coupon for more information: 


Gentlemen: 





Please send complete information on: 





! | 
! | 
; (1 UNIVERSAL TOP OILER (1 the new Universal Top Oil 
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UNIVERSAL LUBRICATING SYSTEMS, INC. 


724 Allegheny Avenve Oakmont, Pa. 
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| Layoffs 


(c ontinued | from Page 1) 

| and Toledo, were caught up in the 
| steel- paralysis vise. For example, 
| approximately 20,000 Toledoans 
| were out of work at the close of 
[last week and another 4,000 faced 
furloughs this week. 

+ * * 

7 the steel strike seven weeks 

old, hopes for a contract set- 
tlement remained decidedly on the 
gloomy side. The logjam over com- 
pulsory unionism appeared as in- 
soluble as ever after White House 
sponsored negotiations collapsed 
again. 

After reporting failure of a con- 
ference with Bethlehem Steel Vice- 
President Joseph M. Larkin, CIO 
President Philip Murray called the 
steel union’s policy committee into 
session today (July 21). Murray 
said the committee would “decide 
the union’s future course of ac- 
tion.” 

Larkin said that the barrier to 
settlement “continues to be union 
insistence upon compulsory un- 
ionism.” He indicated that a com- 
promise union-shop proposal, un- 
der which new employes could 
leave the union after a 20-day 
period, had been withdrawn by 
the CIO from the negotiations 
with the Big Six of steel. 

The prime mover in the resump- 
tion of negotiations was John R. 
Steelman, Presidential assistant 
and acting defense mobilizer. Steel- 
man, on behalf of President Tru- 
man, had previously served notice 
that the Taft-Hartley injunction 
machinery would not be used to 
stop the strike. 

Full or partial layoffs of hourly- 
rated workers at auto plants were 
as follows last week: General Mo- 
tors, 125,000; Ford, 94,000; Chrysler 
Corp., 75,000; Studebaker, 17,000; 
Nash, 13,000; Willys, 13,000; Pack- 
ard, 7,000; Briggs, 16,000; Budd, 
3,000; Spicer, 2,500; Auto-Lite, 6,000. 

- + * 


HE fact that most of Ford’s 

hourly rates were working one 
or two days a week made it diffi- 
cult to estimate a fulltime layoff 
total, but it appeared certain to 
head nearer the half-million mark 
this week as the vast number of 
auto parts suppliers begin to feel 
the sting of the assembly-plant 
shutdowns. 





—Mac Gorpon 





Breakdown 


(Continued from Page 2) 
their output quotas in the first 
half of 1952 is more a reflection of 
different economic stature, rather 
than the ability to sell cars. 

- * * 

thew bigger makers, with their 
far-flung organization, were 
|able to tap more sources of mate- 
|rials than the smaller firms, it is 
contended. 

During the first six months of 
1952, the industry production quota 
of 2,056,000 cars was over-built by 
slightly more than 143,000 units. 
The over-quotas performers includ- 
/ed GM, Chrysler, Ford, Nash, 
| Studebaker and Willys. 

The Big Three built 175,308 
cars over-quota, as permitted un- 
der special government ruling, as 
follows: GM, 93,250; Chrysler, 51,- 
384, and Ford, 30,674. 

Nash went over the top by 4,004 
ears; Studebaker, by 3,105, and 
Willys, by 6,057. 

* * * 

THER makers showed quota 

deficits as follows: 

K-F, 9,654; Crosley, 4,216; Hud- 
son, 19,266, and Packard, 10,264. 
| It might be said that if those 
firms had built up to the limit of 
their quotas during the first half 
of 1952, car production during the 
period might have totaled 2,242,628. 

Instead, the total for the first six 
months of this year wound up at 
2,199,228, or 907,229 fewer than were 
built in the same 1951 period. 

It is notable that the higher- 
priced lines of the Big Three 

firms all showed higher percent- 
age-of-industry figures in 1952, 
although the increase at Chrys- 
ler division was only 0.01 percent. 
At Lincoln, the increase was 0.21 
percent and at Cadillac, 0.33 per- 
cent. 

In contrast, percentage-of-indus- 
|try ratings for lower priced lines, 
except Chevrolet, dropped as fol- 
lows: Plymouth, from 11.80 to 11.10 
percent; Ford, from 16.82 to 16.47 
percent. Chevrolet showed an in- 
crease from 20.59 to 21 percent. 


SHURE-BUILT SERVICE EQUIPMENT 


MAKES YOUR SHOPS 
QUALIFIED ¢ DEPARTMENTIZED ¢ CLEAN 


Everywhere shops like Arlin Olds- 
mobile in Clayton, Mo., are 
installing Shure-Built Service 
Equipment. A Shure-Built Depart- 
mentized shop creates confidence, 
attracts new customers and in- 
creases sales to present customers 





If it's Shure-Built, 
it's QUALITY! Partial view of Service Dept., Arlin Oldsmobile, 


_Clayton, Missouri 
SERVICE 


MERCHANDISER (ne e 


| MANUFACTURING CORPORATION 


1601 S. HANLEY RD. + ST. LOUIS 17, MO. 


























. Contract items made to 
MODEL 9200 
Steel over I-piece welded | 
frame. | . p 
Complete with fluorescent phone, write or wire 
light, blow gun and many other 


specifications . . . 


hand features. SUCCESSOR TO 
on MANUFACTURING DIVISION 
‘TM. Reg. | OF NATKIN & CO. 














G7” USED CARS 
FLOYD APPLING MOTOR CO. 











HIGHWAY ADVERTISING SIGNS 
Enameled Steel Signs $ 49 
FULL SIZE — 8 feet x 4 feet 3 0 


WE DO NOT RENT OR LEASE SIGNS 
YOU BUY OUTRIGHT 


Write today for literature and detailed information 


YOU CHOOSE YOUR OWN WORDING 


COMFORT SPECIALTY co. 


200 South Seventh Street St. Louis 2, Mo. 














designed for your 
Customers’ Specific Needs! 


HERMAN REFRIGERATED 
RETAIL MILK DELIVERY BODIES 


0 COLDAIRE Drive-On-The-Read Refrigeration 


. SELF REFRIGERATED. 


Maintains a product temperature of 40°. Available as a package 
No engineering to do with the customer. 


(2) y on iy re ia Gy ™ Plug-in Refrigeration for 
4 . » OVERNIGHT LOADING. 
Maintains a continuous product temperature of 40° 24 hours a day. Especially 
designed for dairies who want to LOAD TODAY FOR TOMORROW. Available 


as a package. No engineering to do with the customer. WRITE, WIRE, OR 
PHONE COLLECT—FRanklin 5300 








HERMAN BODY COMPANY sr. 1outs 10, mo. 
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Hollywood Deep Tone DUAL-FLOW EXHAUST SYSTEMS ore 
the last word in efficiency for ADDED MOTOR PERFORM- 
ANCE on all V-8 ENGINES. Their Super-Efficiency lies in the 
fact that an independent exhaust system for each cylinder 
bank permits exhaust gases to be readily expelled, thereby 
eliminating practically all back pressure . . . Back pressure is 
one of the greatest detriments to over-all engine perform- 
once. It results in: 1—Loss of horsepower. 2—Rough idling. 
3—Excessive carbon deposits. 4—Engine overheating. 5— 
Dilution of oil . . . Removal of the standard cross-over pipe 
eliminates overheating of the oil pan thereby reducing the 
possibility of condensation in the oil which ig one of the 
couses of sludge . . . The DUAL-FLOW EXHAUST SYSTEM 
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‘on be readily installed in o minimum of time. 
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TRUNK GUARO 
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© Products Co. 161 Prescott § 






Every automotive 
accessory that bears 

the Cello name is the 
result of over 40 years of 
engineering experience. 
Every Cello Product is the 


finest of its kind because Cello 
uses better materials, more careful 
workmanship and constant inspec- 


to assure your customers of 
ng satisfaction. A satisfied cus- 


tomer means more profits for you. 

When you sell Cello Guards you provide 
the best protection money can buy. Custom 
styled guards are available for all 1952 cars 


odels back to 1946. 


Join the thousands of successful merchan- 
disers who are now featuring the complete 
Cello line, and get your share of those extra 


For full information send for our Free 
price lists and catalog pages. 


GRILLE GUARDS 


Quality Automotive Products 


for Forty Years 


treet, East Boston 28, Mass. 
















Canada Auto Sales Surge 


Monthly Figures Top 1951 Totals for First Time 
And Even Surpass May Output 


By M. L. Schwartz 
Staff Correspondent | 
OTTAWA.—Monthly sales of new 
vehicles for the first time this year | 
have topped last year’s totals, the | 
Canadian government has reported. 
Dealers sold 50,449 new vehicles | 
in. May, an increase of 38 percent 
over May last year. 
May sales also topped new- 
vehicle shipments for sale in 


Munn 


(Continued from Page 2) 


of 13 percent. This result is in| 

spite of the fact that Pennsylvania | 

is a mountainous state. 
* * * 


Long-Range Problems 

UMBER two consideration was 

the fact that three hundred 
schools in Pennsylvania offer be- 
hind-the-wheel instructions. Num- 
ber three is the fact that Pennsyl- 
vania also has a proficient drivers’ 
licensing law. Number four is that 
state police in Pennsylvania are 
non-political and enforce Pennsyl- 
vania laws aggressively. The fifth 
element is that the State Highway 
commission promotes engineering 
procedures effective for a better 
and safer highway. 

But all, states must show such 
improvement, if we are to progress 
nationally. There are 63 million 
licensed drivers in America of 
which 16 million were involved in 
accidents last year. That is one out 
of every four drivers. That is the 
reason insurance rates are being 
boosted to a point where it is be- 
coming a serious determent to our 
sales. 

When we come to the heading 
of enforcement, Cincinnati deal- 
ers show one way the local as- 
sociation can cooperate by sup- 
porting the local traffic court 
judges and the police department. 
The 12 states that require peri- 
odic inspection show a 14.7 per- 
cent accident rate below the na- 
tional average, which is 7.5 
deaths per one hundred million 
vehicle miles of travel. 

An automobile dealer, individu- 
ally, can do little about engineering, 
education or enforcement. The 

trade’s work is not in individual 
promotion for the elimination of 
these bottlenecks. It is more in 
supporting the legislators and ad- 
ministrators who are responsible 
for the laws, the appropriations 
and enforcement. Only they can 
act. In other words, highway ap- 
propriations can be gained if deal- 
ers will inspire the public to 
become interested. Education can 
be advanced by dealers supporting 
the school authorities, most of 
whom are willing but lack funds 
and facilities for carrying out the 
work. Public interest and support 
is again needed. 

Dealers can do a lot about engi- 
neering both on highways and on 
automobiles—in the first place, by 
helping to build public interest to 
support the state and local highway 
commissioners and, secondly, by en- 
couraging automobile manufactur- 
ers to concentrate on the design- 
ing of more safety in the product. 
This is a long-term proposition. 
Dealers realize this fully. As in- 
telligently and as conscientiously 
as they know how, many dealers 
are encouraging more public inter- 
est in the adoption of policies and 
practices that will enable a nation 
to get more and fuller use of its 
automobiles. 


Detroit Firm’s Tax Plea 
Is Vetoed by Truman 

WASHINGTON.—By pocket veto, 
President Truman last week killed 
a congressional bill to force the 
U. S. tax court to consider a tax- 
relief petition of Detroit Automo- 
tive Products Co. 

The company had appealed to the, 
court after the Bureau of Internal 
Revenue disallowed its claim for 
relief under the excess-profits tax. 
However, the appeal arrived two 
days after the deadline, and the 
court dismissed the case. 

The company later submitted evi- 
dence to a congressional committee 
indicating that the appeal had been 








mailed seven days before the dead- 
line. 


Canada, which totaled 43,381, in- 
dicating a possible new trend in 
the supply-and-demand situation 
for dealers. 

Sales of both passenger cars and 
commercial vehicles recorded sub- 
stantial gains over the same month 
a year earlier. Car sales totaled 
37,691 units, an increase of 46 per- 
cent over the 25,831 cars sold in 
May last year. 

Commercial vehicle sales totaled 
12,758 units, a gain of 20 percent in 
number over the trucks sold in 
May, 1951. 

All provinces reported gains in 
number of vehicles sold, with in- 
creases ranging from a gain of 20 
percent in Manitoba to a gain of 
98 percent in Newfoundland. 

In Ontario, which accounted 
for the largest proportion of 
sales, 20,693 units were sold, an 
increase of 39 percent over the 
14,854 vehicles sold in May last 
year. 

Shipments of vehicles in May 
totaled 42,690 units compared with 
42,911 in May last year, and in the 
first five months, 190,487 units were 
shipped against 211,546 last year. 

There was a falling-off in num- 
ber of vehicles shipped for sale in 
Canada both in May and the five- 
month period. Shipments declined 
in May to 36,683 units from 39,848 
a year ago and in the five-month 
period to 148,336 units from 197,025. 

Vehicles shipped for export, 
however, were up sharply in May 
to 6,007 units from 3,063 and in 
the first five months to 42,151 
units from 14,521. 

Passenger cars shipped in May 
totaled 28,137 against 30,295 a year 
earlier, those for the domestic 
market declining to 25,296 from 27,- 
961. In the first five months, there 
were 117,562 cars shipped against 
151.302, with 96,615 units made for 
sale in Canada compared with 140,- 
942 last year. 

Shipments of commercial vehicles 
in May numbered 14,553 compared 
with 12,616 in the same month last 

year. Total for the domestic mar- 
ket amounted to 11,387 against 11,- 
887. In the five months ending with 
May, 72,925 trucks and buses were 
shipped compared with 60,244. Those 
for sale in Canada amounted to 
51,721 against 56,083. 

Shipments of vehicles imported 
from the U.S. in May increased to 
2,356 units from 1,962 a year ago, 
but in the first five months they 
declined to 8,049 from 11,281. 

Preliminary figures show a pro- 
nounced rise in sales of British- 
made vehicles in the month to 4,342 
from 2,901 and a decline in the 
January-May period to 12,213 units 
against 20,370. 


National Carbon 


Names Sales Head 


NEW YORK.—Arthur C. Bryan 
has been appointed vice-president 
in charge of sales for National 
Carbon Co., it is 
announced by A. 
S. Johnson, presi- 
dent. 

Bryan has been 
with National 
Carbon in various 
sales activities 
since 1935. He 
started with the 
company as an 
industrial sales- 
man in the Chi- 
cago office and 


A. C. Bryan 
five years later was appointed a 


district manager in New York. 
From that position he moved to 
Cleveland as assistant manager of 
the carbon sales division there. 
Later, he was division manager 
of the Kansas City sales office. 


OPS 


(Continued from Page 2) 





passed on to Boss Arnall for his 
approval of the Jan.-Feb. 1951 
period. 

The belief prevails that Arnall 
will act in accordance with his 
promise to Lloyd and that a satis- 
factory revised CPR 83 will be 
given to the dealers as quickly as 
the price chief can get his steel 
price worries out of the way. 

—WiruiaM ULLMAN 
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‘Coercion’ Also Argued in 


Milwaukee .. . 





Chicago Dealers Seek 
To Halt Picketing 


(Continued from Page 3) 


contrary to the law and the public 
policy in Illinois because the pur- 
pose of the defendants is to re- 
strain trade and competition unrea- 
sonably. 

Along this line it is also charged 
in the suit that the acts are in 
violation of Dlinois criminal sta- 
tutes and the 14th amendment of 
the Constitution “in that without 
due process of law and in viola- 
tion of plaintiff’s rights and the 
rights of its salesmen to be free 
and independent, the defendants 
seek to coerce plaintiff into coer- 
cing its salesmen into member- 
ship” of Local 713. 

Nash dealers in Chicago and sub- 
urbs have been picketed since May 
27. A violent episode was the shoot- 
ing and beating in June of Thur- 
man Alexander, service manager of 
Hauser Nash Sales, Inc. 

* * * 


eo the byline of its labor} — 


editor, Robert M. Lewin, the 
Chicago Daily News reported that 
AFL President William Green had 
personally ordered an investigation 
of the attack upon Alexander. 
Lewin told Automotive News that 
he had contacted Green, who de- 
clared that a “capable representa- 
tive” would be assigned to make 
the investigation “as quickly as 
possible.” 

“The shooting and beating is 
most regrettable,” Green was 
quoted. “The commission of such 
crimes is indefensible. I hope the 
guilty persons, whoever they may 
be, will be found and properly 
punished in accordance with the 
law.” 

Alexander has been discharged 
from the hospital and is under 
police guard at his home. Chicago 
Nash dealers and the Teamsters 
union each have offered $5,000 in 
rewards for information on Alex- 
ander’s assailants. 


Robberies and bombings of some |’ 


AFL Teamsters offices, as well as 
violent attempts against offiicals’ 
homes, have the union worried. 
The most widely accepted explana- 


‘Duped’ Auditor 
Gets Probation 
In Ward Plot 


DENVER.—Mervyn L. McCarthy, 
former auditor of Fred Ward, Inc., 
and described as Fred Ward’s 
“dupe,” was granted probation in 
Denver district court last week. The 
McCarthy case was the first of 
many Ward actions in the criminal 
courts to be disposed of. 

McCarthy had pleaded “no con- 
test” to a charge of conspiring to 
obtain a $100,006 loan by false 
pretenses from J. K. Mullen Corp., 
of Denver, in August, 1950, when 
he was in the employ of Ward. 
The loan was made to Fred Ward, 
Inc., main company of the bank- 
rupt automobile distributor. Ward 
has been convicted of conspiracy 
and three other felony counts in 
the same indictment. 

Judge Cook warned McCarthy 
that his probation could be revoked 
at any time in the next five years 
if he broke the law or violated any 
other probation terms. 

Cook also referred to a statement 
of District Attorney Bert M. Keat- 
ing last month that Ward apparent- 
ly used McCarthy as a “dupe” in 
obtaining the Mullen loan and that 
the auditor did not profit person- 
ally. 

Keating said he would recom- 
mend that the three other counts 
in the indictment against Mc- 
Carthy be dismissed, but he has 
not committed himself on 10 fel- 
ony counts in three additional in- 
dictments still pending. 

Meanwhile, another three-week 
trial appeared in prospect stemming 
out of the Ward automobile fail- 
ure—the fraud case against Lester 
W. Hall, former executive vice- 
| president of the U. S. National 
| Bank of Denver, who was on the 
Fred Ward, Inc., payroll as a loan 
advisor. 

Hall was charged with false pre- 
tenses, confidence game and con- 
spiracy to commit each in connec- 
tion with the $100,000 loan to Ward. 











|tion, despite lack of charges in 
|union circles, is that gangster ele- 
| ments are attempting to move into 
| the Chicago unions. 

| * * + 

| (‘HARGES against the Milwaukee 
| “4 association were filed with the 
| NLRB office by Local 714 of the 
|CIO Auto Salesmen’s union, which 
| has lost several elections conducted 
| by the NLRB in recent weeks. 

The union’s brief accuses the 
Milwaukee association and various 
dealers of “anti-union activities, 
coercion, interference, discrimina- 
tory discharges for union activities, 
blacklisting and other violations of 
the federal labor laws.” 

An association spokesman again 
denied that it engaged in labor 
relations work, either collectively 
or individually on behalf of any 
member. 

A plan proposed by the associa- 








Adult Training— 

An intensive summer adult driver train- 
ing campaign in Dallas is being imple- 
mented by a Kaiser Manhattan and Henry 
J Corsair. The keys were presented to 
J. C. Murray (center), executive secretary 
of the Dallas citizen's traffic commission, 
by J. C. Youdan (left), general manager of 
Alexander K-F Motors, and Frank Roberts, 
sales manager. 





tion several months ago, calling for 
night closings by new-car dealers 
on Tuesdays and Thursdays, was 
shelved after the CIO union seized 
upon it to further its organizational 
cause among Milwaukee dealers. A 
majority of association members 





had approved the _ night-closing 


plan. 

+ * + 
THREATENED strike of me- 
chanics was averted in Astonia, 

Ore., when the Astoria central la- 
bor council accepted a new agree- 
ment providing for a six-cent hour- 
ly pay boost and a work week re- 
duction from 43 to 40 hours. The 
new minimum pay rate is $1.95 an 
hour. 

Weekly NLRB reports disclosed 
union organizing victories at eight 
dealerships and an auto parts con- 
cern, Only service personnel were 
involved in the elections. 

The Machinists won majorities 
at four Ada (Okla.) dealerships: 
Bob Morgan Motor Co., Prince- 
Alston Pontiac Co., Ken Braddy 
Motor Co. and Hi-Way Motor Co. 

An AFL coalition of Machinists 

and Teamsters was successful at 
John DeVincent Motors, Inc., of 
Watertown, Mass., and Capitol Auto 
Parts Co., Inc., Chelsea, Mass. 


In a revised tally of ballots at 
Granite Chevrolet Co., Inc., of 
Quincy, Mass., the CIO Oil Work- 
ers was adjudged the winner by a 
vote of 19 to 16. 

The UAW-CIO added two more 
Bay City (Mich.) dealerships in its 
drive there, achieving triumphs at 





How to absorb 25 million FI-LBS 


of energy in (000 feet ! 











Zeder Motor Sales, Inc., and Glenn 
Motor Sales, Inc. 
* o 


New WSB Order Issued 


On Mechanic Raises 

WASHINGTON.—There’s a new 
WSB regulation degling with auto 
repair employes who are paid a 
flat-rate hourly scale or a percent- 
age of a customer labor charge. 

Called Resolution 100, it defines 
these types of compensation as fall- 
ing within an incentive or piece 
rate category, rather than within a 
commission category. 

Five ways by which employes, 
paid on either basis, may get raises 
are itemized in Resolution 100. 


R. I. Lot Owner 


Draws Price Fine 


PROVIDENCE, R. I.—Leo Fon- 
taine, of Leo’s Auto Sales, Cumber- 
land, R. I., was fined $1,560.90 by 
U. S. District Judge Edward L. 
Leahy here last week for alleged 
violations of OPS price ceilings. 

In the first treble-damages civil 
action in New England against a 
used-car dealer, Fontaine was 
found guilty of overcharges in the 
sale of 13 used cars. 









This deceleration chart shows what happens 
when a pilot brings his 20 ton ship in for a 
landing. During this stop, terrific heats and 
pressures are created. Yet planes must stop 
safely...and quick! 

American Brakeblok attacked this problem 
during World War II. Working closely with 
aviation brake manufacturers we developed 
the formulas to do the job. We helped solve 
some very difficult manufacturing problems, cre- 
ated mass-production methods and equipment. 

Today we are a major supplier of aviation brake 
lining. Our research laboratories, manufacturing 
facilities and years of experience are ready to 
serve—either for military or civilian needs. 
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Truck Production Estimates 
(U. S. PRODUCTION ONLY) 














Week Week dan, 1 Jan, 1 
Ended Same Ended duly, to to 
July 19, Week, July 12, 1952, duly 21, July 19, 
1952 1951 1952* to Date 1951* 1952* 
CHEVROLET ‘ 26 7,627 306 4,547 273,199 175,443 
CROSLEY 5 16 5 13 409 213 
DIAMOND T 176 158 207 504 4,715 4,376 
DIVCO 89 47 2,642 1,810 
DODGE .. 1,312 3,162 3,397 6,980 95,703 92,358 
FEDERAL 48 74 4 1,366 941 
FORD 929 6,046 3,407 4,529 197,846 122,861 
GE -tiisecsnvis ; 2,082 275 1,540 76,313 62,719 
INTERNATIONAL 10 3,052 10 52 95,730 78,382 
MACK it 300 211 331 9,095 6,184 
REO es ; 348 306 339 888 8,696 10,165 
STUDEBAKER. .... 1,068 778 26,817 33,191 
WHITE si . 224 318 220 579 9,762 7All 
WILLYS-OVERLAND .... 2,272 2,028 3,322 46,914 58,435 
MISCELLANEOUS 232 358 284 688 9,153 8,492 
Total Trucks, U. S..... 3,310 26,928 10,689 24,882 858,360 662,981 
Total Cars, Trucks, 
Us BH... si veuaecadutapt 25,129 121,498 62,137 141,959 4,220,481 2,979,189 
Total Cars, Trucks, 
Canada. .......... nd 4,828 7,027 8,269 19,286 259,601 231,923 
Grand Total 
Cars and Trucks 
U. S. and Canada . 29,957 128,525 70,406 161,245 4,480,082 3,211,112 





TL ‘aenaihendh 





*Revised, Mi 
Drive, Sterling, Nash, etc. 
N.B.: 


Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


All U. S. totals include cars and trucks for military orders, 





Output of 25,129 Vehicles 
Marks Postwar Low 


(Continued from Page 1) 


and aluminum would continue on 
a 1,050,000-car basis. 

No final decision has been made 
on how much steel will go with the 
copper and aluminum. There is 
some speculation that the govern- 
ment might decontrol steel for 
civilian use, and resort to a pri- 





Sales 


(Continued from Page 1) 


to be holding steady or dropping 
only slightly in price. 
* a + 

HE number of cars being of- 

fered on the blocks was contin- 

uing to fall off, however, as both 
new and used-car dealers attempt 
to hold present stocks. Percentage 
of sales at auctions was rising, 
nevertheless, as buyers bid eagerly 
for all offerings. 

But even so, many observers 
declare that the condition is far 
from sound, since the present 
activity is hair-triggered to the 
steel strike. In addition, they feel 
that there is still a limit to what 
the customer will pay for a car. 

A swarm of out-of-state buyers 
brought fast action at the Aptco 
Auto Auction in Detroit last Wed- 
nesday. 

* * * 
CH of the shop talk at the 
Detroit auction concerned the 
steel strike and how long it would 
last. 

The bidding, however, was still 
the most active on clean units. 
Late-model cars were “hot,” but 
interest carried over to older 
models in good shape. Cadillacs, 
Plymouths, Pontiacs, Oldsmobiles 
and Fords appeared to be the 
most popular cars with the buy- 
ers. 

Several other wholesalers attend- 
ed the Aptco auction—“beating the 
bushes” for cars. Tom Warren, Co- 

lumbus (O.) wholesaler, said that 
the market was wide open in his 
area for clean cars. 
com * + 
prom nearly all areas of the na- 
tion, dealers report short inven- 
tories and rising prices on used 
cars, 


Used-car sales in Akron dropped 
to 586 during the week ended July 
5, as against the previous week’s 
802. 

At nearby Cleveland, a _ turn- 
over of 2,367 used units was re- 
ported following the July 4 week- 
end, which is a record for sev- 
eral weeks, except for the previ- 
ous week when 3,030 cars were 
sold. 

Used-car dealers in Topeka, 
Kans., reported that stocks of used 
cars there would not last more 
than 30 days, and that prices had 
gone up about $100 per car since 
the steel strike. 

Sales of used cars in Toledo were 
reported at 4,194 for June, as com- 
pared with 4,433 in May. 





ority system only to see that the 
military gets its needs first. 


* * * 
iw THAT happens, industry 
sources predict the maddest 


scramble for steel that this country 
has ever seen. They think it un- 
likely that steel will be the object 
of any decontrol action this year. 

The steel strike could land an 
even harder blow later to such 
makers as Chrysler, GM, Ford, 
Nash, Studebaker and Willys, if 
the tieup should inspire NPA to 
cancel production carryover privi- 
leges, a possibility that is also 
rumored. 

Those firms all built over their 
quotas in the first half of 1952, but 
have little chance of realizing such 
an achievement in the current 
quarter. 

* * 


EANWHILE, K-F and Hudson 

are enjoying’ better _ steel 
stocks, because they have not yet 
built up to the quotas allotted them 
for the first half of 1952. All the 
time, however, K-F and Hudson 
continued to take their full allot- 
ments of supplies, with the result 
that their steel inventories were in 
a healthier condition when the 
strike was called. 

By the end of last week, car 
production in U. S. plants so far 
this year totaled an estimated 
2,316,208, or about 1,046,000 cars 
fewer than were built in the same 
period of 1951. This year’s truck 
total stood at 662,931, showing a 
196,000 deficit. 

Both deficits will grow apprecia- 
bly this month. July production 
will probably be no better than 
160,000 cars and 40,000 trucks. In 
July, 1951, U. S. plants built 381,000 
cars and 114,000 trucks. 


* 





Brooks Motors Looted 


Police report that burglars broke 
into Brooks Motor Co., Keysville, 
Va., cracked open two safes and 
stole an undetermined amount of 
checks and bonds, a small amount 
of money, a pistol, watch, tires, 
spotlight and other parts and ac- 
cessories. 





Auto Stocks 


duly duly 1952 

16 9 igh Low 
Chrysler 78% 75% 178% 68% 
Crosley 2% 2% 8% 2% 
GM 59% 58% 59% 50 
Hudson 4% 144% 15 12% 
K-F 4% 4% 7 4% 
Nash 19% 19% 21% 17% 
Packard 4% 5 5% 4% 
Stude. 37 355% 39% 31% 
Willys 9% 9% 10% 8% 
Average 25.56 29.47 


Compiled from reports of trading on the 


N. Y. Curb and N. Y. Stock Exchange. 











CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 100,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: 


EIGHTEEN CENTS 


(18c) 


PER WORD for each insertion. Cash in advance. Position 


Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing read- 


ers. Count initials and groups of numbers as one word. Ads may be signed with your full name and address 
at regular rates, but if signed "Box No. ......, in care of Automotive News, Detroit 26, Mich.'’ add One Dol- 


lar ($1) per insertion for address and extra service as replies are forwarded, unopened, the same day 


received. Display Ads: $9.80 per inch, per insertion. 


WANT 





Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 

AUTOMOTIVE NEWS 





HELP WANTED 





SERVICE MANAGER. Unique opportunity 
for the one who can qualify. Must be 
able to take complete charge of all serv- 
ice operations; proficient in handling 
customer relations and supervising large 
staff. Must be capable of handling cus- 
tomer labor volume of $10,000 to $15,000 
monthly. Top salary and bonus plan will 
be offered to qualifying applicant by 
large General Motors dealer located in 
one of the middle Atlantic states. Box 
1648, c/o Automotive News, Detroit 26. 





Sales Representatives 


Can Make $20,000.00 
Per Year — or More 


Selling an automotive equipment item 
that's really “hot... moves fast. There's 
no guesswork about making real money— 
other salesmen are doing it right now. 
The business is there. Job requires calling 
on automotive jobbers in state of Michi- 
gan, Product supported by advertising and 
sales promotion. Write—give full details 
of age, experience, education, family, etc. 
Box No. 1680, c/o Automotive News, 
Detroit 26. 





SALES MANAGER—NEW CAR. Hard hit- 
ting, aggressive with proven record in 
sales, closing deals, organizing and train- 
ing a topnotch sales force and merchan- 
dising. Excellent salary and commission 
plan. Income potential unlimited. New 
car furnished. Vacation with pay, life 
insurance and hospitalization. 750 car, 
Chrysler product, dealership located Buf- 
falo, N. ¥. Modern building in best sec- 
tion of city. Please be specific in your 
letter stating all details and experience 
to Box 1679, c/o Automotive News, De- 
troit 26. Your prescent employer will not 
be contacted. 





HIGHLY REGARDED ‘‘Big Three’’ dealer 
approaching 60 wants top-level young 
man, 35 to 45, to assume financial in- 
terest and full aggressive management 
of substantial dealership in Metropoli- 
tan Detroit area. Unique opportunity for 
rapid expansion in strategic fast-grow- 
ing location. Requires about $50,000 cash 
plus proven knowledge and demonstrated 
ability. Complete histories interchanged. 
Box 1676, c/o Automotive News, De- 
troit 26, 


SALESMEN, NEW CAR DEALER follow- 
ing Midwestern states. One of the larger 
distributors of body hardware parts and 
accessories expanding into new territory. 
Sure-fire sales program that guarantees 
large earnings. Sideline okay. Commis- 
sion, bonus, Car expense. National Auto- 
motive Parts, Inc., 310 W. Cumberland 
St., Philadelphia, Pa. 


ARE YOU AN AUTOMOBILE MAN who 
is capable of taking complete charge and 
successfully managing an established 500 
car Big 3 franchise in a major city near 
New York? Will consider selling a part 
interest to a volume operator who can 
qualify 100%. All replies strictly confi- 
dential. Box 1665, c/o Automotive News, 
Detroit 26. 


AUTO PARTS SALESMEN. Aggressive 
salesmen, looking for a good future, can 
earn $8,000 and up yearly. Curtis Indus- 
tries, Inc., Cleveland, Ohio, manufac- 
turer and national distributor of auto- 
motive parts sold direct to dealers and 
fleets, has openings in all parts of the 
country for capable sales representatives 
due to expansion and promotion within 
our organization. Commission basis. Pro- 
tected territory with established accounts. 
Men selected given personal training in 
field and paid during training. Write in 
detail to Curtis Industries, Inc., 1130 E. 
222nd St., Cleveland 17, Ohio. 

















POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 9 cents per word for each 
insertion. sh in advance. (Helf-rate 
does not apply to display ads in this 
section.) 











ACCOUNTANT, OFFICE MANAGER: Gen- | 


eral Motors experience, fifteen years pub- 
lic accounting, ten-year automotive, col- 
lege graduate, chartered accountant, mid- 





dle-aged, married. Box 1677, c/o Auto- 
motive News, Detroit 26. 
SALESMAN, EXPERIENCED, calling on | 


jobbers and dealers, desires line or item 
for entire state of Ohio, possibly border- 
ing areas. Prefer represent one manufac- 
turer only. Box 1667, c/o Automotive 


News, Detroit 26. 


AD DEPT., AUTOMOTIVE 





POSITION WANTED 


NEWS, PENOBSCOT BUILDING, DETROIT 26, 





MICH. 


DEALERSHIPS AVAILABLE 





OFFICE MANAGER-BOOKKEEPER posi- 
tion desired with a new car dealer. Inter- 
ested in deal with a good future in the 
greater Boston area, Six years’ experi- 
ence with Ford dealer. 
old, veteran. Reliable and steady with 
excellent reputation. Box 1654, c/o Auto- 
motive News. Detroit 26. 


RESPONSIBLE POSITION with tivewire 
Chevrolet dealership in South sought by 
man with 15 years parts merchandising 
experience, wholesale and retail. Satis- 
factorily employed now as parts manager 
for one of largest Chevrolet dealers in 
midwest but desire to make change for 
personal reasons. Complete outline of ex- 
perience cheerfully submitted. Box 1666, 
c/o Automotive News, Detroit 26. 








YOUNG FAMILY MAN of excellent habits 
and extensive experience in the automo- 


bile field, in independent dealer, author- 
ized dealer and factory level, both in 
sales and sales management, is seeking 


permanent position with medium sized 
dealer as new car sales manager or 
general manager. In reply, please state 
location and approximate size of opera- 
tion. Write Box 1653, c/o Automotive 
News, Detroit 26. 





DEALERSHIPS AVAILABLE> 


DEALERSHIP FOR SALE, now handling 
Nash. Florida East Coast, over 300 car 
contract. All modern equipment, includes 
showroom, body shop, used car lot, etc. 
Sell at appreciated book figures. Used 
cars optional. No real estate involved. 
$30,000.00 will handle. Box 1655, c/o 
Automotive News, Detroit 26. 


ESTABLISHED DEALERSHIP. One of Big 
“*3"’ in farm town with excellent truck 
potential. Net 1950-1951 $50,000. Leased 
building with used car lot adjoining. 
Factory approval required. Box 1661, c/o 
Automotive News, Detroit 26. 


FOR SALE DEALERSHIP NOW handling 
Buick, Northwestern Penna., 36 car fran- 
chise, excellent location and _ business. 
Sell outright or lease building. Box 1662, 
c/o Automotive News, Detroit 26. 


POPULAR THREE CAR dealership—Colo- 
rado. Excellent location. Fine building, 
50’x125’. Completely equipped service 
department. 75’x150’ fenced used car 
lot. Lease building. Minirg and agri- 
culture, hunting, fishing, skiing. Wonder- 
ful climate. Box 1641, c/o Automotive 
News, Detroit 26. 


DEALERSHIP now handling Chrysler- 
Plymouth. 21 years in same location in 
central Michigan; population of town, 
20.000. Very serious illness reason for 
selling. $52,000 will handle deal, long 
lease on buildings if desired. If inter- 
ested write Box 1601, c/o Automotive 
News, Detroit 26. 




















| 


Single, 33 years | 


DEALERSHIP AVAILABLE, now handling 
Ford. New York City Metropolitan area 
1,000 car agency. Requires about $250,000 
to handle. Write Box 859, 1474 Broad 
way, New York 36, N. Y. 


DEALERSHIP NOW HANDLING LIN 
COLN-MERCURY in southern mountain 
resort town of 10,000, trading area of 
50,000. One of the nicest buildings and 
used car lots in city with good lease on 
both. Purchaser must have factory ap- 
proval. Will take $35,000 to handle. Rea- 
son for selling, owner has other business 
interest. Ideal setup for someone wanting 
small dealership in the finest mountain 
resort town in the South. Write Box 
1669, c/o Automotive News, Detroit 26. 


FLORIDA FRANCHISE. Independent line 
in city over 50,000. Profitable going op- 
eration, best reputation, clean inventory. 
Approximately 175 unit deal. $10,000 will 
buy, no real estate involved. Box 1670, 
c/o Automotive News, Detroit 26. 


DEALERSHIP now handling Studebaker 
in Ala. town of 10,000. Average net 
earnings $20,000 year. Modern building 
and suitable lease available. Require 
$25,000 and factory approval. Reply Box 
1671, c/o Automotive News, Detroit 26. 

NOW HANDLING DODGE-PLYMOUTH, 
New England, selling account of sickness. 
No real-estate to buy. Please no curios- 
ity seekers. Box 1682, c/o Automotive 
News, Detroit 26. 




















DEALERSHIP 
handling 
LINCOLN-MERCURY 


in large midwest city. Net profit past 2 years 

30, Net profit last month—$23,000. 
Ultra modern building has been rated one of 
the most beautiful and complete in the coun- 
try. 25,000 square feet of building. Total land, 
38,000 square feet. Walk out deal. , 
cash to mortgage of $125,000. Principals only. 

BOX 1582, 
c/o AUTOMOTIVE NEWS, DETROIT 26 








DEALERSHIP WANTED 


WANT FORD. GM or CHRYSLER dealer- 
ship. Prefer one in 125-300 car bracket 
as want to pay cash. Factory ap- 
proval assured. Box 1656, c/o Automo- 
tive News, Detroit 26. 


WANTED BIG THREE dealership in or 
near Chicago. Negotiations will be held 
in strict confidence. Have factory ap- 
proval. Box 1657, c/o Automotive News, 
Detroit 26. 


FORD-CHEVROLET. Will y cash for 
desirable deal 200-500 units. Strictly con- 
fidential. Private party. Box 1663, c/o 
Automotive News, Detroit 26. 

















WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 
411 Curtis Bidg. Detroit 2, Mich. 








OLDEST CHRYSLER-PLYMOUTH direct 
dealer in California. Just out of hes- 
pital. Must sell. Established 34 years in 
prosperous town 80 miles East of Los 
Angeles. $25,000 will handle. Must qual- 
ify. Lloyd Record, San Jacinto, Calif. 


DEALERSHIP NOW HANDLING leading 
independent car and GMC trucks in 
thriving city of 18,000. Draw on trade 
of entire county. Excellent facilities for 
selling used cars and gas and oil sales 
of leading company. Service department 
doing exceptionally well. Reason for 
selling, owners have other businesses to 
look after. Box 1675, c/o Automotive 
News, Detroit 26. 


FOR SALE BY OWNER: Profitable deal- 
ership now handling Studebaker and Case 
in Midwest College town of 25,000. Will 
sell for inventory to qualified buyer. Box 
1678, c/o Automotive News, Detroit 26. 


DEALERSHIP NOW HANDLING PON- 
TIAC. Thriving community in Northeast- 
ern Wisconsin. Three year old building. 
6400 square feet. Price of $60,000 includes 
real estate. Stock at inventory. Box 1683, 
c/o Automotive News, Detroit 26. 


DEALERSHIP AUTO AGENCY, complete 
service. Sales $16,000 month; business 
center; Pa. city 8,500; fast selling auto; 
building 70x100 modern equipped; all 
type auto repairs; sold 40 new, 120 used; 
price reasonable. Apple Company, Brok- 
ers, Cleveland, O. 

















ACTIVE SOLE OWNER 175 unit Chrysler- 
Plymouth GMC truck direct dealership 
seeks experienced partner capable of car- 
rying part or all of management lead in 


rapidly growing completely diversified 
new, used, cars, trucks, gas, oil, and 
repair business. Strictly new modern 


building completely departmented, fully 
staffed competent help. Big percentage 
repeat established retail trade, midwest 
suburban highway location near million: 
population; averaged half million in 1950 
and 1951; facilities and territory capable 
further material increase. None but op- 
erator with real push and 100% success- 
ful record considered. Nominal invest- 
ment only required. Will incorporate. 
Complete information exchanged confi- 
dentially. Box 1668, c/o Automotive 
News, Detroit 26. 





WANTED 


Ford or GM with 400 Units 
Cash. Anywhere. 
FACTORY APPROVAL ASSURED 
Replies Confidential, Box 1599, 
c/o Automotive News, Detroit 26. 








DEALERSHIP HANDLING 
DODGE-PLYMOUTH 


In Shelbyville, Tennessee. One of the fastest 
growing towns in the south with over forty 
manufacturing plants. Located on two main 
highways in one of the best agricultural sec- 
tions of the state, 18 miles from Arnold Engi- 
neering Development Center, this being a 
$186,000,000 government project now under 
construction, that is expected to be com- 
pleted next year. We did over $800,000 voi- 
ume last year. New, modern building con- 
taining 16,000 square feet of floor space with 
sprinkler system, built in 1949 at a cost of 

6,000 with a fenced in concrete used car 
lot adjoining. Can be leased for $550 per 
month. Owner has other interests. $50,000 
will handle. 


Contact A. P. Yearwood, Yearwood Motors, 
323 Depot St., Shelbyville, Tenn. Phone 1238. 





TEXAS ONLY. Want Ford, Chevrolet or 
Dodge dealership. Factory approved by 
all three. Ample capital. Absolutely con- 
fidential and all replies answered. Wire 
or write today. Box 1695, Midland, 
Texas. 


WANTED—AUTOMOBILE DEALERSHIP 
in Ohio or Western Pa. At present, I am 
part owner of an agency and wish one 
of my own. Have about $15,000 capital 
available for immediate down payment. 
All replies held in strictest confidence. 
Box 1672, c/o Automotive News, De- 
troit 26. 


DeSOTO OR CHRYSLER in town of 20,000 
to 50,000 population. Prefer Ohio or 
Indiana. Box 1673, c/o Automotive 
News, Detroit 26. 














WANTED AUTO AGENCIES 


We have qualified buyers for all size auto 
agencies throughout the United States. All re- 
plies held in strictest confidence. 


DAVID JARET CO. 
Established Over 29 Years 
150 Montague St Brooklyn 2, N. Y. 
Lster 2-5600 
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DEALERSHIP WANTED 





WANTED—BUY HALF INTEREST in| 
moderate size ‘‘Big Three’’ dealership in | 
South, preferably Florida. Or would in- 
vest substantially in larger deal as ac- 
tive participant in management. Eight 
years’ experience new and used cars 
Family man, age 34, very active. Fur- | 
nish excellent business and character | 
references. Write Box 1671, c/o Automo- | 

Detroit 26 | 


tive News, 
DEALER SERVICES 








INVENTORY SERVICE 

Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help. | 
confidential and unbiased. Certified reports | 
Also special buy-sell service. Experiencec | 
organization—in business since 1939. Free 
booklet on Parts Department operation sen‘ 
on request. Call or write for sr details 
Automotive Inventory Serv 


ice Co. 
9900 Freeland Detroit 27, Mich WE 3-6445 





INVENTORY SSRVICE. Parts and acces 
sories. Top type personnel, organized 
procedures, up-to-date records. Model 
year for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 





INVENTORY SERVICE 
Parts Accessories 

Large and Small Dealerships 
Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
confidential. Inventories accepted by all 
accountants and by the government. 


ALLIED NvENTORY LSS. INC. 


1831 Tilinois 
Teen 6-300" 








BUSINESS OPPORTUNITIES 








DISTRIBUTORSHIP 
OPPORTUNITIES 


Leading school bus body manufacturer 

has distributorships available in 
Ohio Texas 
Virginia Kansas 
Kentucky Missouri 
Tennessee Minnesota 

A well known, nationally advertised line of 


quality bus bodies—both school and metro- 
politan type—offers a salesman or company 
with proved school bus sales ability a big 
opportunity. Replies held confidential. 


Box 1674, Automotive News, Detroit 26, Mich. 





AUTOMOBILE RENTAL. Shortage of op- 
erating capital necessitates selling this 
truly wonderful business. We are located 
directly across three large army camps 
where we rent cars on a daily basis to 
Military personnel. The price for all three 
stations is $95,000.00 which includes the 
following: sixty postwar cars all in ex- 
cellent condition, plus parts and equip- 
ment in our own body and fender shop. 
All cash necessary to complete transac- 
tion. Investigation welcomed. No lookers, 
please. KAC RENT-A-CAR, INC., 2349 
W. Devon, Chicago, Ill. 





CARS FOR SALE 








AUTO AUCTION 
TIM ANSPACH 
"Midway", Stop 20 
Aer eaNY ta. Road 
. WY. 
= —. Only) 
EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 














100 
1949 and 1950 CHEVROLETS 





_CARS FOR SALE 


AUTOMOTIVE NEWS, JULY 21, 





PARTS FOR SALE 





~ 2 








COLIE’ S AUTO AUCTION | 


WHERE THE NORTHERN & 
SOUTHERN DEALERS MEET 


Fastest growing auction in the East. Heavy 





cars our specialty. Sale starts every Wed- 
nesday. Located on the Wash.-Balt. Bivd. 
on U. S. Hwy., No. 1, 
Baltimore. 


SAM E. COLIE, Prop. 
CHARLIE ROOP, Auctioneer 


COLIE’S AUTO AUCTION 
Jessup, Maryland 
Phone, Laurel 922 











AUTO 
AUCTION 


a 





HORSEHEADS, NEW YORK 
EVERY FRIDAY 





a aon 





DANVILLE, PENNA. 
EVERY WEDNESDAY 











You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 


Jos. E. Johnson Tex Rickard 


Auctioneers 














ATTENTION! 
USED CAR BUYERS 


We currently have for sale a nice selection 
of low mileage 1950 and 195! Chevrolets, 
Fords and Plymouths in coupes, two and four 
door sedans. 

These cars can be seen at— 


ROBINSON AUTO RENTAL, INC. 


Piease note change of address 
72? S. HANSON ST., PHILADELPHIA 39, PA. 
|. E. Spatig, Used Car Manager 
Phone: Granite 2-3013 





15 miles S. of | 


HARD-TO-GET 


BUICK PARTS 


Large Inventory 
All the Scarce Items 
Orders Shipped Same Day 


Phone — Wire — Write 


MASSEY BUICK CO. 


2676 W. LIBERTY AVENUE 


PITTSBURGH, PA. 
LEhigh 1-9800 








Oldsmobile 
Parts 


24 HOUR DELIVERY SERVICE 
e 
WRITE — PHONE — WIRE 


for USED CARS 
WHOLESALE 


Late Models at Two 
Big Locations 


GAGE & DRUMMY INC. 


21710 WOODWARD AVENUE 
DETROIT 20, MICHIGAN 
JORDAN 4-5600 











ALL AUTOMOTIVE PARTS 
From a Speed Nut to a Complete Body 
Shipped Anywhere — Try Us 
Direct Phone AM 2-7117 


FRANKLIN-WEBER PONTIAC 
6101-25 N. Clark St. Chicago, Ill. 











The Dealer's Market Place! 


BUY IT! 
SELL IT! 
TRADE IT! 
HIRE HELP! 
Through 


AUTOMOTIVE NEWS 
Classified Want Ads 








ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery Like New 
Buy Now at Low Prices 


1949-1950 
Plymouths — Fords — Chevrolets 


THE R. A. AGENCY 


STH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
Morris Freedman, Mgr. 
SARATOGA 17-2300 SHERWOOD 7-1700 





and PLYMOUTHS 





4-Door Sedans (ex-taxis) 
New Interiors, Good Bodies and Motors 


Also 
1951 FORD V-8 TUDORS 
POLICE CARS 
PRICED LOW FOR QUICK SALE 


DISNEY MOTOR SALES 


13607 St. Clair Cleveland, Ohio 
Glenville 1-8600 


KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 
In Conti tion Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Art Grandi, Auction 
Cones R CAPITAL” ac dl MORRIS STs. 
—Belm 
IN THe HEART OF INDIANAPOLIS 











AUTOMOBILES WHOLESALE TO DEAL- 
ERS. Hand picked ex-cabs. Chevrolets, 
Plymouths, Dodges, ‘‘1946’’ to ‘‘1951’’ 
models. All excellent condition. Wal- 
raven Motors, Marion, Ohio. Phone 
2-4135. Nights 2-5708. 





BEST in the MIDWEST! 
Carl E. Marker's 
FORT WAYNE 
AUTO AUCTION 
Sale Every Tuesday — 11:30 A.M. 
Open all night Monday right 
Dealers Only 
Phone — &-1254 Phone — E-5209 
Where You Buy and Sell RIGHT! 
324 West Main St. Fort Wayne, Ind. 
WE GUARANTEE ALL CHECKS 





CARS WANTED 
WE BUY FLEETS, taxi cabs, police cars, 
state patrol cars, Armor and Swift cars, 
buses and trucks. Call or wire us. We 
will make you free estimate to trade by. 
John R. Clark jr., Clark’s Used Cars, 
1410 West Broad St., Savannah, Ga. 








TOP PRICES 
PAID 


Metal Station Wagons 
Plymouths, Chevrolets, Pontiacs, 
Fords, Oldsmobiles 
(No Taxis) 

Phone, Wire, Write 


ESQUIRE AUTO SALES 


397 Central Ave. East Orange, N. J. 
OR 5-6000 


PONTIAC PARTS. Fast service on grilles, 
fenders, doors, panels for Pontiac and 
GM cars, 1937-1952. Prompt shipment on 


any part. Stacy Trent Pontiac, 224-236 
W. Hanover St., Trenton, N. J. Phone 
4-5194. 














1952 
PARTS FOR SALE 
FOR SALE: Five Chrysler No. 612457 
crankshaft 1934-1941 Plymouth, 25% off 
factory net. Five Chrysler No. 952066 
crankshaft 1942-1952 Plymouth ind 1934- 
1940 Dodge, 20% off factory net. W. E. 
Lott, Inc., Dodge-Plymouth Dealer, 
Galion, Ohio 
TRU CKS FOR SALE 
USED TRACTORS FOR SALE. We have 
a nice selection of good used Brown 
tractors, late models, equipped with 175 
and 200 Cummins motors and ten speed 
duplex transmissions. 11:00x22 rubber. 
| These tractors are all in A-1 condition 


and will range in price from $6,500 to 

$7,000. Low mileage. Brown Equipment 
and Mfg. Co., 829 S. Summit Ave., 

Charlotte, N. C. Phone 6-1612 or 5-8974. 
| Ask for M. G. Dermody. 


Used Trucks 


Wholesale Reconditioned Large Selection 
Mostly Fords and Chevrolets 
Pickups and Deliveries 
Long & Short Wheelbases 
Tractors 46 to 51 


BURKHOLDER CHEVROLET, INC. 
321 N. lonia Grand Rapids 2, Michigan 











BUSES FOR SALE 
BUSES FOR SALE: Two brand new 1951 
models. Two used 1951 models. One used 
1948 model. One used 1947 model. Two 
used 1946 models. All Chevrolet chassis, 
48 passenger, A-1 condition. Philip 
Stager. 528 Main St., Portage, Pa. «. 


CHEVROLETS, FORDS, DODGES, ‘s 
school buses, 36 to 60 pass, 1946 tag™952 
models. Also four 1952 Dodge cfassis 
model B-3-RS229. Box 1681, c/o Auto- 
motive News, Detroit 26. 


FOUR 1946 CHEVROLET 48 passenger. 
Wayne School, A-1 condition, low mile- 
age. DeLabar Chevrolet, Emmaus, Pa. 
Phone 706. 


FOR SALE: TWO NEW Chevrolet 36 pas- 
senger buses, two new Chevrolet 49 pas- 
senger buses. Three new Dodge 48 pas- 
senger buses. One new Dodge 29 passen- 
ger bus. One new International 54 pas- 
senger bus. Write A. M. Copeland, P. O. 
Box 132, Spartanburg, S. C., or telephone 
3-6798, Spartanburg, S. C. 

SCHOOL BUSES. Dealers: On hand for 
immediate delivery — new 1952 chassis 
with Union City deluxe bodies. GMC’s 
No. HCSV 457 and S-305-24, 48 and 54- 
passenger. Ford’s No. F6, 48-passenger. 
Reo’s No. E122 H and E, 54-passenger. 
International’s No. L183, 54-pa 

















47 


| 
| 
| 





MISCELLANEOUS 





ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 


Motor Co., Inc., 
Lynchburg, Virginia. 


800 Commerce S8t., 


YOU CANNOT MATCH 
THE ENTIRELY NEW 


MOTO-MATIC 


TOW e GUIDE 


WITH 4 CONTOUR GRIP 
BUMPER COUPLERS 
NO ADAPTORS NECESSARY 
Meets 1.C.C. Strength Requirements 
FACcToRY $ 85 Federal Tax 
NET PRICE Included 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 


INSIST on the BEST 


AUTOMATIC BRAKING 
TOW BAR 


Complete with controlled steering 


Guide Cables and $61 45 


BRAKE HOOK-UP....... 


Price Includes Federal Excise Tax 
Meets all 1.C.C. Requirements 
GUIDE CABLES ON 2ND UNIT 
FOR INTERSTATE TOWING IS 

AN 1.C.C. “MUST.” 





QUICK-TOW, Bumper- 
to-Bumper Tow Bar 
TRI-KING 3-Point Hook-Up 
Intra-State Tow Bar 

(Folding "'V'' Type) 


$19.50 
$42.50 











Diamond T’s No. 420 and No. 520, “B4- 
passenger. Dodge’s No. JS212, 54-pas- 
senger. Chevrolet’s No. 6702, 48 and 54- 
passenger. Units equipped for New Eng- 
land, New York, New Jersey, Pennsyl- 
vania, Maryland specifications. If in 
other states, advise requirements. Transit 
Sales & Service, Inc., 23 South St., Dan- 
bury, Conn. Frank T. Mee, Jr., Sales 
Manager, Telephone 8-5645. 

NEW SCHOOL BUSES—Dodge, Reo, GMC, 
International Harvester, Ford, Chevrolet, 
Studebaker, White. Immediate delivery 
in sizes 48, 54, 60 and 66 passengers. 
Late model used buses. 1950 GMC, 1948 
Chevrolet, 1947 Ford, Pony Cruiser (25- 





Passenger), Yellow Cruiser (29-passen- 
ger). National Bus Sales Co., Inc., 101 
N. 33rd St., Philadelphia 4, Pa. BAring 
2-7605. 





SHOP EQUIPMENT FOR SALE 


ONE VAN NORMAN crank-shaft grinder, 
model 400, 18x36 bead with two self 
centering heads. Guaranteed A-1 condi- 
tion. Cost price $10,725.00. Our selling 
price F.O.B., Greenville, N. C., $7,000.00. 
John Flanagan Buggy Co., Greenville, 

. & 








ANTIQUE CARS FOR SALE 
1917 CHEVROLET 490 touring sedan, good 
tires, runs good, $475. 1915 Ford touring, 
brass radiator, oil tank and sidelights, 
good tires, $350.00. Jack Tallman, 1714 
West Wood, Decatur, Ill. 








BUICK PARTS 


“WORLD'S LARGEST DEALER 


OF GENUINE BUICK PARTS" 
Wholesalers: We are Quantity 
Shippers of All General Motors’ 
Parts . . . Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 

All Phones WAbash 2-1030 





MISCELLANEOUS 
ASHEVILLE, N. C. Are you planning to | 
retire? Why wait? No mosquitoes, year- 
round climate. 100% pure soft water, 3,- 
000 ft. elevation, breath-taking views, 
and a home to fit your needs. I have 
exclusive listings of choice money-mak- 





ing motor courts; Asheville’s finest eat- 
ing place, the Swiss Kitchen on U. S. 25) 
at Blue Ridge Parkway—$60,000; modern | 
nursing home $50,000. Come down for a 
few days or write to Elmer M. Leet, 31 | 
Page Ave., c/o Dillard Realty Co. | 

WiLL BUY Dukane Illustrauox slide film | 
projector. Boyd-Tarrant Motor Co., Inc., | 
Temple, Texas. 

POWERFUL-—SAFE. Sharp brake lock, car 
or truck. Ask your jobber or write direct. 
The Sharp Manufacturing Co., Nelson- 
ville, Ohio. 











i 








Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middie 
west. Shipments made promptly. 
GREBE OLDS 
3400 S$. Kingshighway 
Flanders 0800 St. Lovis 9, Mo. 








PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


Perfermance guaranteed equivalent to a 
new unit. 

Complete stock Hydra-Matics for all cars 
OLDS and PONTIAC 1940-1948 — $99.50 
exchange. 

Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY 
Write—Phone—Wire 
Ace Automotive Products 


S416 N. Broadway Chicago 40, Illinois 
Phone: Lengbeach r-iv73 











Protecto Covers (Tailor —_ ; $6.95 
Carrying Bags ................ $1.00 & 35: 50 
—SPECIAL— 

SAFETY CHAINS, set of 2, only .... $2.50 


berg TAKE CHANCES 
1.C.C. REGULATIONS DEMAND 
SAFETY CHAINS ON ALL HOOKUPS 


ALL TYPES TOWING EQUIPMENT 
FOR AUTOMOBILES AND TRUCKS 


WE STOCK ALL TYPE PARTS 
FOR IMMEDIATE DELIVERY 


WHY TAKE CHANCES 
BUY "THE ORIGINAL" 


Automatic Braking 
Yellow Tow Bar 


Get — Controlled Steering and Brake 
Hook-Up Chain Jaws that FIT for Easy, 
Quick INSTALLATION. WRIST ACTION 
guarantees a Full Floating Ride and Tow 
on all type r Ss. 


STOPLITES and BRAKES 
(8 Wheels) at All Times 


THE CHEAPEST 
INSURANCE 
YOU CAN BUY 
TOW BAR SALES CO. 


Exclusive Factory Distributors 


AN 3-8888 JMO 4-4485 
DE 2-0700 Nite) DO 3.8373 





New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [] or Two Years $14 [] 
for which check is attached [[] or send bill [1] 


40 So. Clinton St., Chicago 6, Ill. 











Street Address... 


eens 


Car Deale: [) 


Jobber [] insurance [) 








AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 
Truck Deoler [) 


Maaufacdurer [ 


Financial C) Supplier 0 
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After Small Down 
Payment 


/, 


NOW- GET ON. THE 
Carlife Guaranty‘ 
Bandwagon 
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The Amazing Plan That Brings You EXTRA CASH | 


The Very Day You 


GET FACTS FREE 
Mail This Coupon Today! 










THE CARLIFE GUARANTY 
16501 Wyoming, Detroit 21, Mich. 
Telephone Diamond 1-2388 


oe 
Tell us more about how we can get a CARLIFE GUARANTY 
“72” franchise on Easy Payments. It is understood that this 


does not obligate us in any way. 


Name of Dealership 


Nome_ Se ee ee ee 
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City ee 














Get Your Franchise ...... 


ERE’S the greatest NEWS since the introduction of CARLIFE. Now 
it’s possible for every dealer to have this sensational cash-accumulating, 
business-building plan, with hardly any cash outlay! CARLIFE GUAR- 
ANTY “72” piles up cash so fast that you'll have it paid for long before you 
pay for it yourself! And remember, the cash that CARLIFE accumulates 
belongs to you .. . it has no connection with “any oil or promotion scheme.” 


CARLIFE GUARANTY “72” is frequently called “The Automobile Dealer’s 
Plan” because it was originated by George M. Taylor, a successful dealer who 
knows your problems and developed this idea to give all dealers an added 
source of income. CARLIFE is a “must” whether new cars are plentiful or 
scarce ... because it also increases your service business and profit. 






You can enjoy the magic of tested CARLIFE for the price of 3 packages of 
cigarettes a day. Hurry and send in the coupon today! 


Write... Wire... Phone, or Mail the Coupon 
The Carlife Guaranty, 16501 Wyoming, Detroit 21, Michigan 











